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COLUMBUS, VUHIO 


‘COLUMBUS BOLT WORKS 


Write for Our General Catalog “Cc” 











WRITE US FOR series 


s|| JRE ASPHALT ROOFING 


Our Tarred R AB, fi 
wer Dries Out or Cracks 1 Jered Ready Rooting, Stators’ Fett 


L. PERKINS & GO, 235 Lake St. CHICAGO 








for years. 
money and roof. 
Use it on new work for jointing and ° 


Never Will 


Leak 


American Seal Elastic Oil 
Cement will not get hard—always 


stays elastic. 


Stops leaks in any roof—old or new, and will wear 
Fix up the roof now and stop the leakage—in 


skylights—follow it with a coat of American Seal Seal Root 
Paint—the best made—and the top of your house is safe 
for years. Prices for the asking. 
THE WM. CONNORS PAINT MFG. CO. 
WESTERN AGENTS § J. LiPertins & Co. y 255 Lake S; Stare 
Dept. A. { Stockhot Santi Co. 107 N. Maia St Louis. 





TINNERS FIND 
EMPLOYMENT 


By advertising and using 
THE POWERS 
AUTOMATIC 

CHIMNEY TOPS 

a> They make chimeys draw, 

give .inners 


we 
Coe gine em ploy ment 
making stocks, 










The 


I: Atlas 7] 


Bolt & Screw Co, 


CLEVELAND, O. 
Stove Bolts, Rivets, 
Rods 


And Kindred Articles 


Catalogue 
and Prices 
on 
application 





ace 6dealers profit. 


Sold by Hard- 
ware jobbers 
and Dealers. 


Made only by 
POWERS 
BROS. 
STREATOR,ILL. 

This cut free 
to dealers. 


NOTICE. 


We have exceptional facilities 
for handling American products: 
Hardware, Sanitary, Heating 
and Ventilating Goods, Branches 
































in England and continent. Ref- Crvi , te 4 business 
erences furnished. 
ADDRESS without—— advertising —4s—Jike— 
EXHIBIT & TRADING CO. | | winking—at—a—gir1—in—the—— 
Main Office, 72 Henry St. dark —you—know—what you—are 
LIVERPOOL, - ENGLAND 











doing— but —-nobody—+else—does. 














Black Diamond Files and Rasps 


PERFECT—ALWAYS 
al 
TWELVE MEDALS AT INTERNATIONAL 
AWARDED EXPOSITIONS 


G. & H. BARNETT CO. 


Black Diamond File Works, PHILADELPHIA, PA, 




















O HARDWARE AND IMPLEMENT DEALERS: 
There is 


Something New Under the Sun 


And if you will send and get our New Hay Tool Catalogue 303 you will find that the 


Boyd Hay Carriers and Stowell Hay Tools 


For Steel and Wood Track are NEW and have the LATEST and BEST Improvements. Our Competitors have 
good goods—but we have better, for this is a progressive age. Write us and get ia line with our Up-to-Date Agents. 


STOWELL MANUFACTURING & FOUNDRY CO., - 


So. Milwaukee, Wis. 

















IENEVA TOOL CO. Hart Avicutwral Tools Geneva, 0. 
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absolutely superior—a full measure. 
Twelve Warehouses—Quick shipments. 





AMERICANRADIATOR COMPANY 


LAKE AND DEARBORN STREETS, CHICAGO 





SPERRYS SUGAR KETTLES 


Light, smooth, full measure and 
guaranteed perfect. Made from 
original patterns. Metal, the 
right kind in the right place. Ask 
your jobber for them or write us, 

















D. R. SPERRY & CO. Hollow-Ware Founders, BATAVIA, ILL. 











MODEL HUB C 


The range that has more im- 








‘ provements than any range 
made. Investigate the ad- 
vantages of the Sectional 
French Top in connection 
with Patent Broiler Hood. 


Send for New Descriptive 
Circular just out, 











Regardless of price the value of IDEAL 
Boilers and AMERICAN Radiators is 
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39 STEEL 


“DEFENDER” sits 


For Seam and Hot Water Heating Surface Burner, 
For Softand Hard Coal. Portable and Brickset 


KEWANEE BOILER COMPANY, Kewanee, HL 
167 EAST LAKE STREET, CHICAGD 
St. Louis Office: 6/8 Bank of Commerce Building 












SUR TON’sS 
FUEL 
ECONOMIZER 


Attached to a stove pipe 
saves more fuel and 
radiates more heat 
than any other stove pipe 
attachment 


AN EASY SELLER. 








Assertions Backed by 
it Guarantee. 











The W. J. BURTON CO., Detroit, Mich. 














“The Clinchin rent” is an illus 


trated booklet that will interest anyone con- 

cerned in roofing materials. Shall we send it? 

CORTRIGHT METAL ROOFING CO. 
Philadelphia and Chicago. 











The Crown “Low Down” Warm Air Purates. 


SEVERE USAGE 


Is the lot of most furnaces, and only;a fur- 
nace that is made extra heavy throughout 
will stand it. 


THE CROWN FURNACE 


“Low Down” Type—Made in 4 Sizes 


issuch a furnace. It also has an extra large 
amount of radiation for the size of the fire- 
pot used. This furnace can be cleaned with 
the greatest facility. 


ASK FOR OUR {903 FURNACE BOOK 


MARCH-BROWNBACK STOVE 60., 


POTTSTOWN, PA. 
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THE GREATER 


HOME PRIDE 


MALLEABLE STEEL RANGE 


The display at Milwaukee 
during the Hardware Dealers’ 
Association was an “EYE 
OPENER.” 

Look us up at Indianapolis 
next week, and at St. Paul, week 
of February 24. 

The HOME PRIDE ‘1s 
oreatest in quality and weight 
of material. The nickel plating 
on copper is not approached 
nor attempted by any other 
builders. 

















Send for catalogue for 1904. 








HOME PRIDE RANGE COMPANY 


MARION, INDIANA 
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STOVE | 


We turn out a complete Stove every m: 


Carload buyers of COLE’S ORIGINAL HO 


BECAUSE IT PAY 


Write us at once for exclusive agency) for » 
out of the steve b 













Cole’s Original Hot Blast for Coal. Cole’s Air-Tight for Wood. C 


Four Sizes. 


Its sales increasing faster 
Two Grades, 5 Sizes. No. 182,  omapnndors ecomgy Fy Ts 
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A MINUTE 


ery minute of the ten hour working day to fill our orders 


[ALHOT BLAST and AIR TIGHT STOVES are everywhere 


' PAYS TO PUSH A SPECIALTY 


icy; for your town. We show you how and help you make more money 
- stve business than you have ever done before. 














d. Cole's Air-Tight for Wood. Cole's AirTightSheet Top for Wood. 


Six sizes and three grades. 
We can fit you out at any price and any 
style draft you desire. No. 325. 


Medium priced and a great seller. 
Two styles, four sizes each. No. 225. 
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Stoves 
Ranges 


THE MAPLE CLERMONT 


Is the original Tubular Stove with ash pan and 
grate. The front of ash pit door and screw valves 
w.e all ground ona lathe, making them perfectly, 
absolutely air tight. They will hold fire for 40 
hours or longer. 









370 





SSS 


Maple Clermont. 


CLERMONT 
STEEL RANGE 


Most Modern and Attractive 
High-grade Range ona Leg Base 


For Soft Coal, 
Hard Coal, 
Coke or Wood. 


DESCRIPTION.—Made of the best polished 
blue steel and gray_iron by skilled mechanics 
and most modern machinery, its excellent 
operati’e qualities, together with its splendid 
design and many improvements renders ita 
joy and pride to all who are its happy pos- 
sessors. 








WRITE US FOR CATALOGUE 
AND PRICES. 


Clermont Stee! Range With Reservoir and High Closet. 


Gem City Stove Company, ‘ctic” 
























































The 
give 


Beacon will 
more heat 
with a ton of soft 
coal than any other 


stove will make 


with a ton of hard 


coal. 


In the Beacon all 
the products of 
combustion pass 
through the red- 
hot coals and mix- 
ing with air from 
direct - draft 
turned into hydro- 


are 


gen gas which 
burns with a clear 
flame until the coal 
is perfectly coked. 

















a 
22 BONG. 


eas y 


THREE SIZES: NOS. 115-117 -119 


























The Beacon is the 
only gas - burning 
soft coal stove that 
will not burn itself 
up. We burn the 
and 


smoke, soot 


gases with the 
direct-draft so that 
the stove will work 
in any ordinary 
flue. No gas rings 
nor diving flues to 
get out of order, a 


plain, simple con- 


_ struction that does 


the work. 











THE FIRE KEEPER. THE FUEL SAVER. 

















ThomasWhite 
Stove Co. 


QUINCY, ILLINOIS 
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ST.CLAIR 


Stoves and Ranges 
7 The best and 


most up-to-date 
line offered the 
trade. 


Contain every 
modern improve- 
ment. Every 
Stove a trade 
winner. 











On Cast Cooks and Ranges, 
Steel Cooks and Ranges, } 
Malleable Ranges, Base Qiam 
Burners, Oaks, Hot Blast, 
Warm Air and Combination 


Furnaces, Steam and Hot 
Water Heaters. Get Kontny’s 
prices. 


‘BELLEVILLE STOVE WORKS, 


BELLEVILLE, ILL. 


tt JOHN KONTNY, &aiex'es* 


Stove Specialist and Heating Expert. 
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BES T Material 


amd the 


BE S T Workmanst up 


Produce THe 


BEST Resutts - 


Sill tne goodpoinks of Hl others gs invte 100. 
Only the supertative degree describes a 

















Write fer descriptions and | prices 


JEWETT & COMPANY. 


Buffalo, HY. Milwaukee Wis, 


Detcoit Mich. 
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SCHILL 
STEEL RANGE 


For Hard Coal, Soft 
Coal, Coke or Wood 


Its special features include spring balanced 
door, pouch feed for coal, draft door below same 
which can be operated to light fire, cast reservoir 
casing, front of same covered with sheet steel. 


All styles and sizes can be furnished with 
drop feed door if desired. 


We also make exclusive wood ranges. 


Handsomely nickeled. Must be seen to be 
appreciated. 


We also make the Best Oak made in the Schill Oak and the 
Best Steel Cook in the Schill Steel Cook and the Best Furnace in 
Schill’s New Idea. 


The Schill Bros. Co. Crestline 














STEEL RANGE 


Made of the Best Material 
Obtainable. The Best 
Skilled Workmanship 
Employed. 


Made by men who have been 
years at the business. 


Made to last a Lifetime. 


Bakes Quick with Little Fuel. Secure the Agency. 


CHICAGO MALLEABLE STEEL RANGE CO,, “chicxcorii 
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OUT FOR 
Co eR a * are eo ie Sie ; BUSINESS 
te eth ENTIRELY NEW 
MANAGEMENT 


iPeeky «We have Increased 
: Facilities and are 
Better Equipped than 
ever for manufacturing 


SOLAR 
STOVES 
AND RANGES 


MISSISSIPPI VALLEY STOVE WORKS, 


FULTON, riLLInot Ss 


{PW Apes ota 














Are now Open for Business and are again making the Well Known 
SOLAR Lin E& oO F Gooos. 


VAN’S 


Patent Improved 
Wrought Steel Portabie 


RANGE 


For Horets, RESTAURANTS, 


























Pus.ic INstitrutions, Boarp- 
ING Houses, AND PRIVATE 
FaMILIES. 


Att Kinps or Hore Impte- 
MENTS FOR CULINARY PURPOSES. 


Manufactured and for 
Sale by 


The John Van 
Range Co. 


49 Elm and 410, 412, 414 and 
416 Home Streets. 


CINCINNATI - OHIO, 
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St. Valentine’s Season and Leap Year-— 
A most opportune time for a «‘Proposal.’”’ 




















WE PROPOSE 
THAT YOU SELL 


Pittsburgh 
Stoves and Ranges 


YOUR ACCEPTANCE WILL BRING A MUTUAL BENEFIT, FOR 


STOVES RANGES 


Pittsburgh Stoves and Ranges win the hearts of the people 


«The Rich appreciate their excellence— 
The Thrifty are pleased with their economy.”’ 


THERE IS NO TRADE MAGNET STRONGER THAN EXCELLENCE WITH ECONOMY 
WE OFFER IT TO YOU. DO YOU ACCEPT? 


PITTSBURGH STOVE & RANGE CO. 


PITTSBURGH, PA. 





W. D. SAGER ALSO MAKERS OF THE BLAKESLEY-TUTTLE STOVE CO. 
CHICAGO, ILL. «“TREMONT and GRAFTON LINES” KANSAS CITY, MO. 
‘*Cirderella Line’’ JUST AS GOOD—BUT DIFFERENT ‘‘Good Luck Line”’ 























7} 































The-End of It. 


Our new pouch feed is now completed and 






is an artistic and valuable addition to the 


MODEL STEEL RANGE 


The Good Points of Our New Pouch Feed: 


Large pouch for broiler door (fitted with 
register); large drop draft door (fitted with regis- 
ter); perfect control of fire; large water heater; 
[==> easy access. to fire box with poker; duplex grate 

=) for coal or wood; large nickeled plain wood feed 
' door; no extra linings necessary for perfect coal 
fire box or perfect wood®fire box. 


There are other points of which we can’t 
tell you here. Write us for more. 


THE PORTSMOUTH STOVE & RANGE C0 


PORTSMOUTH, OHIO. 


MORLEY BROS., SAGINAW, MICHIGAN, “"°'"mrcmannl™ °°" 
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Peerless All-Steel “Malleable’’ Ranges 


Oldest but one of the malleable race—leader of them all! 





Malleable Top plates ground smooth 


and bright. Built on the foundation of 


experience. 


Asbestos lined flue bottom—saves 
beat, insures quick baking. Constantly improved and made better 
for ten years—means a great deal, 


just thiak it over! 


8xtension fire box for long 
wood. 


Why aot sell a line you can pia year 


Pan for elevating wood fire. faith to? 


Double braced oven top. 
Best constructed at every essential 


point. 


Largest ovens, top closets and 
reservoirs. 


Defy anyone to point oat a weak 
The only original and strictly up-to- spot! 


date malleable range. 





Style H. H. Series No. 388. Made in three other reservoir styles. 
19 and 21 inch ovens are 14 inches high. 


PEERLESS STEEL RANGE WORKS, 


103 and 105 West Lake Street, CHICAGO 


THE RECORD 


ef the 
FLORAL CITY 





Furnaces during the past ten years 
has never been equalled. They 
are, asa line, the best fitted and 
most powerful, economical and 
durable furnaces made, and we 


stand ready to prove this at any 
time by actual test. Perfect cast- 
ings, skilful workmanship, care- 
ful supervision, these are the fea- 
tures that mark the superiority of 
the Floral City. 


Monroe Foundry 
@ Furnace Co. 


MONROE, MICH. 

















TINNERS PATTERNS 


| ( Complete for $1.00. 


SENT POSTPAID ON RECEIPT OF PRICE 


DANIEL STERN, 69 Dearborn Street, CHICAGO 
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The Chameleon ‘Hot 
Water Combination 
Heaters : | 


They Fit Any 
Furnace 


THE AMERICAN 
















Base section when | 
used without ring 5 S 
sections, - 


Ring section 





These Heaters are made In five sizes diameter, and 
from 100 to 70 square feet radiation capacity. 

Will heat those cold rooms or an addition to the 
building. Will increase the capacity of any furnace. 
Are cheaper than coils and will do more work. 

Write for new circular. Manufactured by 


INCENNES, INDIANA FRANK D. STOLZ 


156 Webster Ave., CHICAGO, ILL. 





< 




















E are manufacturing a new line of Cheap 
OAKS and RANGES, especially for the 
Jobbing Trade. 


We make the best line of cheap Oaks 
and Ranges on the market. They are Trade 
Winners. Secure an Agency and DO IT 
NO W. 


A Postal will bring our Catalog. 


RN em TOLEDO STOVE @ RANGE CO. 


ST. LOVIS, MO. TOLEDO, 0. CHICAGO, ILL. 









Branch Office: Main Office and Factory: Branch Office: 
200 Florida Street. Smead and Fitchland. 28 East Lake Street, 








Cor. Wabash. 


PRIZE STEEL RANGES 


Foster 











Makes a range that is without a peer. Every- 
thing about this new and improved costs no 

more than ordinary ranges. Order a sample | 
and be convinced. Send for printed matter. 


i re 


The Foster Stove Co. 
IRONTON, OHIO | 











Stet eaest Peteasd 


WILSON & LESLIE, 2007 =». [] 


9DOOOOODOOO.OOOOOOOOOOOOOOOOOOO ww RITE: << Ae HOODOOOOOOOS O® 


“We are surprised at the great circulation of THE AMERICAN ARTISAN 
as we have received letters from a great many different states.” 


ee 
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“Quick Meal” Cabinet Gasoline Stoves have been more successful than 
| any other style of Evaporating Gasoline Stoves. They are the MONEY 





MAKERS for the DEALER. There is less trouble, and it costs no more to 
sell them than the cheap ordinary Junior Stoves. That is why the “Quick 





meget 
GNIM NAHOLIM IOOM NVA AHL 





=> 


Meal” Dealer is always the leading dealer in his town. He sells the ‘best. 
“Quick Meal” Stoves are constructed according to the safety [requirements”of 
The National Board of Fire Underwriters, and are on their list of “Permitted 
Stoves.” 


RINGEN STOVE CO, sts y 






sr. LOUIS 


San Francisco, Cal. Portland, Oregon 
45 and 47 Bluxome St. 4th and Davis Sts. 


5 CO £5) 
(Be ee eas. 23 (Ge ies 
SNE } \ ea oD \ Soe DARTS 
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Dangler Stoves 


ar Lent Simplicity and perfect operation are the 
Oo. features that contribute to the strength and 
durability of 


Dangler Blue Flame 
Oil and Vapor Stoves 


Write for catalogs, prices and particulars. 








DANGLER STOVE CO. 312?" 


CLEVELAND, OHIO, U. S. A. 

















BRANCHES: 
20 Warren St., 398 No. Maia St., 45 Bluxome St., 4th ani Davis Sts., 
NEW YORK. ST. LOUIS. SAN PRANCISCO. PORTLAND, ORE. 
SELLING AGENTS: 
QUAKERTOWN STOVE CO., 37 N. Second St., Philadelphia, Pa. STANDART BROS., LTD., Detroit, Mich. 
M. P. HOWARD, 26 So. Charles St., Baltimore, Md. HOME STOVE CO., Indianapolis, Ind. 
HENRY N. CLARK CO., 56 Union St., Boston, Mass. JACOB RETTERER, 167 Lake St., Chicago, III 
EUGENE MUNSELL & CO., 218 Water St., New York City. HARPER & McINTIRE CO., Ottumwa, la 
F. A. KLAINE & CO., Cincinnati, Ohio. NORRIS & LORING HARDWARE CO., Cedar Rapids, Ia. 
L. J, WEBER, Dayton, Ohio. LINCOLN HARDWARE CO., Lincoln, Neb. 
STOLLBERG HARDWARE CO., Toledo, Ohio JNO. GAUCHE’S SONS, New Orleans, La. 



































in Price es be, 7 in Quality 


These are the reasons why the 


Reliable Vapor Stove 


is a money maker for the dealer. 


“RELIABLE” stoves are constructed according to the safety requirements of 
the National Board of Underwriters and are on their list of ‘Permitted Stoves.”’ 


Schneider @ Trenkamp == 


CLEVELAND, OHIO. 
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BOOMERS. 


MAKERS OF THE BEST AND THE BEST MAKERS 


If it's for heat then its the 
BOOMER FURNACE 
If it's for cooking then the 
BOOMER STEEL 
RANGE. 

These stand without an 
equal, containing all the 
points that can be had ina 
Furnace or Range: wEiGur, 
DURABILITY, ECONOMY, 


RADIATION. 

THE BOOMER FUR- 
NACE is built of the best 
material, has all the points 


of superiority and merit, 
heats equal, burns ll 
smoke and gas, keeps fire 
all night, saves labor, time 
patience and expense. 
The BOOMER STEEL 
RANGE has flush en- 
» cased, porcelain lined right 
mand left hand or copper tel- 
escope reservoirs and high 
closet 18x20in. and 20x22in. * 
; ovens. Burns hard or soft 
coal, wood or natural gas. 


If you use the BOOMER LINE you will be prosperous—they save the money 


THE HESS-SNYDER COMPANY 


MASSILLON, OHIO 





DETROIT VAPOR STOVES 


HAVE COME TO STAY. 


9 Styles from a one bumer Hot plate to the finest 
5 Steel Cabinet Range. 


Our Stoves are made handsome, strong, simple, absolutely 
safe, durable, pure fire, self Cleaning. Can be used sum- 
mer and winter. Must be seen to be appreciated. 











Send for 1904 calalog and secure agency. 


THE DETROIT. VAPOR STOVE 60., °SicH” 
THE SUN STOVE COMPANY, 


DETROIT, MICHIGAN. 


Mensfosterers 3 UN STOVE Ss 


Gasoline, Oil and Gas Stoves Ovens and Oll Heaters 
Air-Tight Heaters for Wood Gasoline Torches and Lamps 

Hot Biast Smoke Consuming 
Coal Heaters 






















Sun Front Feed Stoves and Peerless Stoves—emokeless and 
absolutely ordoriess. Quick-lighting, safe and reliable, with 
warming closet which heats to a temperature of 125 degrees with 
no extra consumption of fuel. Admitted by our competitors to 
be the best burner in the market. Our mode} Sun Juntor Gaso- 
lime Stoves, complete Brass Burners. The very best generating 
burner in the market. In all sizes from 7 inches to 626 with step. 
Ovens of very heavy, superior grade returnable flues. The only 
good working oven sold. A trial order will convince you 
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FEATURES OF THE 


HERO FURNACE 


. Cie _ 


\ OUTLET TOREMOVEABAR JON B RUN tae 
TURN THE BUTTON - 
PULL THE CRATESAR fa i : 
THATS ALL ' ‘ 


side View of the Hero Ash Pit. 


HIS furnace has greater 
depth from the bottom of 
its grate bars to its floor 
than the ash pit of any other 
furnace. The object in furnish- 
ing a deep ash pit is not to pro- 
vide a place for storing ashes, 
but to allow a free flow of air to 
all parts of the grate, thus in- 
suring a well distributed fire and 
perfect combustion of coal with- 
out the formation of clinkers. 
As each grate bar acts separately 
it isnot necessary toshake a clean 
bar in order to clean out one that 
is choked with ashes. No cog 
wheels or bolts are used and any 
bar can be removed and replaced 
very readily and quickly without 
interfering with the fire. 


Write_for Catalogue. 


Chas. Smith 
Company, 


122 ‘ 
LAKE ST. Chicago. 











i-_- + , = — ——— ~~ 


eg i 
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JV PATTEN secy « reves 


CHAS SMITH pres 






Smit 


MANUFACTURERS OF 



















ESN mcmce 


Cou waren + AND 
yen SUPPLIES 0 AU oy tor WATER SPECIA 


12? LAKE STREET 


WAL TT AU MACE SO MEAT §——_TELEDHONE CENTRAL 3334 ICAGOFeb- 8th. o4- 


35 


Tne American Artisan, 
Chicago,Ills.- 
Gent lemen :- 
We are sending you four electros shcwing different parts 
o£ our Hero furnace- Kindly show these to best advantage in a full page- 
Resillts from the Américan Artisan have been so satisfactory 

in the past that we are oleased to increase our space- 

Yours very truly, 


Chas» Smith Company- 


—— 
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TRIUMPH 


FURNACES 


TRIUMPH 


HOT WATER HEATERS 











TRIUMPH SPECIAL FURNACE. Five Sizes. 
Hard Coal or Coke. Portable or Brick Set. 


No Better Made 


TRIUMPH KING FURNACE. Five Sizes. 
Hard or Soft Coal. Portable or Brick Set. 


All parts are con- 
No expense has 
structed so as to P ¥ 


. b . 
best withstand the een spared in the 


















wer THE OS o> ne . . 
great heating pow- | - GaagReyntis  . -PRIWMPH production of the 
f f | © Founory Co STEAM Triumph Furnaces 

ers of these fur- cAYTOX OHIO HEATER a 

3 - —“ n at 
naces and elbows, “os a eaters to 
make them the 
and all parts ex- 

superior of any 


posed to the direct 
action of the heat 
are made extra 


strong and heavy. 


7 a ae a ot 


The Triumph all Cast Furnaces. 
Hard or Soft 





Five Sizes. 
Coal. Portable or Brick Set. 


TRIUMPH STEAM HEATER 
Why not write for 
Catalogue ? 


Why not secure the 
Agency ? 


THE 
CRAIG- 


REYNOLDS 
FOUNDRY CO. 


DAYTON, - OHIO. 


JOHN KONTNY (3 


Western Agent. 
65-67 N. Desplaines St., 
CHICAGO. 





apparatus upon 


the market. 


























THE TRIUMPH STEEL FURNACE. Five Sizes. 


Hard 


Coal. 


Portable or Brick Set 
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THE RADIANT HOME 
FORCE DRAFT FURNACE 


FOR ALL FORMS 


Soft Coal, Lignite, Hard 
Coal and Wood, 


Produces forty per cent more heat 
from the same quantity of fuel than 
any other furnace. 

No fuel wasted to make smoke or 
soot. 

The same high grade construction 
that has made famous the Radiant 
Home line of Specialties. 


SIMPLE TO ERECT 
PERFECT IN OPERATION, 








More points of merit than any other 
furnace. 


LOOK AT THIS 


Radiator and Dome B® 


with interior cleanouts and large 
double feed doors. 


The Self Protecting Air Blast Fire Pot 


(Patd.) 


and Force Draft Ring (rata) 


will do more to increase you trade than 
all the devices used on other furnaces. 
Our experience has proven this. Seven 
years severe tests has proven our patented 
Air Blast Fire Pot to be practically in- 
destructible. Guaranteed for five years. 

Send for catalog, prices and terms. 
Secure agency before your competitor. 

The descriptive circular of our latest 
specialty, a combination furnace for all 
fuels is now out. Send for it. 








MANUFACTURED EXCLUSIVELY BY 


GERMER STOVE COMPANY, ““rrie;Pa: 
Western Branch: 231-247 Newberry Ave. Chicago, IIL 
Largest manufacturers of high grade specialties in Stoves, Ranges and Furnaces, 
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SUPPLIED WITH ECLIPSE GRATES 





—r-— 


Sectional View, Showing Wrought Boiler Tubes in 
Radiator. A Full Revertible Flue Furnace. 


FOR HARD COAL OR WOOD 








trom the smallest amount of fuel. 





THE ROBINSON 
Tubular Furnaces 


are constructed on principles that have been 
tested and proven correct, and with one aim 
in view, 1. e., fo gtve the greatest amount of heat 
The people 
using a furnace and paying the coal bills recog- 
nize this as an important and vital feature. A 
cheaply constructed, nearly direct draft furnace 
is expensive at any price, as it usually con- 
sumes from 25 to 40 per cent more fuel thana 
ROBINSON TUBULAR. The extta cost 
of our furnace is offset in a year or two by the 
saving of fuel, to say nothing of the saving on 
repair bills. Zhe ROBINSON TUBULAR 
FURNACE will thoroughly warm a house 
with a reasonable amount of fuel and give 
satisfaction to the user. 














Robinson Furnace Co. 
105 Lake Street J Chicago 









~~ 














A FEW REASONS FOR INVESTIGATING 


THE UNDER FEED FURNACE 

















IT BURNS SOFT COAL. 


Coal is fed from under- 
neath. 


Fire is never deadened 
by covering it with 
fresh coal. 


Perfect combustion. 


Smoke passes through 
the hottest part of the 
fire and is consumed. 


No black, greasy soot. 


No explosions or puffs 
of gas. 


Always free passage 
for products of combus- 








tion to chimney. 


No cold air admitted to 
combustion chamber 
in feeding coal. 











Burning coal kept con- 
stantly at outer edge of 
grate and in contact 
with radiating surface of 
furnace. 


Coal over feed opening 
is coked before being 
burned, and holds a 
steady, even heat. 


A lasting fire. 


Will hold fire for from 
twenty-four to seventy- 
two hours without 
attention. 

A quick fire. 

Burns brightly from 
moment of feeding. 


A CHEAP FIRE. SAVES 
FROM 30 TO 50 PER 
CENT OVER A HARD COAL 
FURNACE. 














WILL PAY YOU TO WRITE TO 


WESTERN FURNACE & FOUNDRY GO., Omaha, Neb. 
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The Old Reliable 


MANUFACTURERS OF 

























} BOYNTON'S-STEEL DOME FURNACE. 


UP-TO-DATE HEATERS 


Steam, Hot Water and Hot Air 


Weare making large addi- 
tions to our works and out- 
put capacity, to meet the 


rapidly increasing demands 





of our trade. 




















Ghe BOYNTON FURNACE 
NEW YORK COMPANY CHICAGO 





























KELSEY cenerator 


Made with Single Door or with Double 


Doors for burning wood. 











SECURE THE AGENCY 
now and give your customers the 
heater that will give them the best 


results and bring you more business. 


COOK & VAN EVERA CO. 


38 E. Lake Street, CHICAGO 
Western Selling Agents 








KELSEY HEATING CO., ‘Makers 
SYRACUSE, N. Y. 


NEW YORK OFFICE, 156 Fifth Avenue 





24,000 in use 
700 Dealers selling 


JAS. SMART MFG. CO., Ltd., Brockville, Ont., Sole Makers for Canada 























THE AMERICAN ARTISAN AND HARDWARE RECORD 





BS i Sie OUR 3 THE FARQUHAR ONE PIECE WELDED 
STEEL SELF-REGULATING FURNACE 
No Red Hot Metal. NoClinker. No Waste of Heat. 


AUTOMATIC CONTROL OF FIRE. 
VENTILATION PLUS RADIATION. ECONOMY AND RELIABILITY. 


Wilmington, Ohio, Jan. 26, '03, 


| FARQUHAR FuRNACE Co., Wilmington, O. 
Gentlemen: | take pleasure in saying that the furnace you put in my house 
| is far beyond my expectation. I have tried it and am surprised at the amount 


of coal and work it saves. It is fullof good things. I congratulate you on 
your success. and will take pleasure in recommending it to my friends, be 
lieving-that it is a great help and comfort to any house. 

Very truly yours. 





Simon Goopman, Merchant Tailor 


| a wal FARQUHAR FURNACE CO., Wilmington, 0. 











REASONS 


Why the American Furnace 
Should Receive First Consideration 


It {s strictly emoke and gas tight. 

It is made of heavy wrought steel and will not crack. 

It has mvre effective heating surface than any fur- 
mace made. 

Its surfaces are ali smooth, and no dust receptacles. 

It burns either hard coal, soft coal, coke, wood or nat- 
ural gas. 

It can be managed bv the average house help. 

Its surfaces are all perpendicular, therefore a power- 
ful heater. wu yt 

It heats the largest votume of air with a given amount Sw 
of fuel; thereby.furnishes warm air instead of hot air. ia Daa 

It is very powerful, durable and economical. RET ——— 

Its surfaces are all curved, which prevents buckling. = 

It is very closely riveted, tight like a boiler. 

It hasa very large feed door, so that large lumps of /& 
coal and wood may be used. Ss 


n> The American Furnace Co. 


191113 Pine Street, ST. LOUIS, MO. 





Burn Hard or Soft Coal or Coke. Large Doors. 


Large Radiators, Easy to Clean Out. 
Write for prices and secure the agency before the other fellow gets it. 











Our Catalogue 
IIlustrating FURNACES and 
Stamped Steel. SUPPLIES can be had fora postal. 


CHICAGO FURNACE SUPPLY C@O., 


64 to 70 West Monroe Street. 





















WEIR «=. =. FURNAGE, 


THE HEAVIEST STEEL FURNACE MADE. 


Absolutely Gas and Dust Tight. A Great Heat-Producer, 
but a Fuel Saver. 


MANUFACTURED BY 


THE MEYER FURNACE CO. 


1300-1304 S. Washington St., 
Send for Catalogue. PEORIA, ILLS. 


“The HANDY FURNACE PIPE” 


Made with a View of Being Safe. 


The saving of labor in putting it up really makes it the 
cheapest hot air pipe on the market. 


MANUFACTURED BY 


F. MEYER & BRO. CO. 


Send for Catalogue. PEORIA, ILLS. 
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Green’s 
LOW DOWN FURNACES 


FOR SOFT COAL 


Made in four sizes, 22, 25, 27 and 30 inch Fire Pots. 








Green’s 
Wood Furnace 


In producing our new wood furnace, it was our aim to 
secure the greatest possible economy in fuel, with the 
most thorough efficiency in heating and quickness of 
action. The many good points of durability, radiating 
surfaces, ease of feeding, and particularly ease of 
thoroughly and effectually cleaning all deposits in radi- 
ator pipes, are at once recognized by the trade. 


Write for Catalogue and secure agency. 


MADE BY 


GREEN FOUNDRY AND FURNACE. 


WORKS, "“des'moines, iowa. 

















It Will Pay You 


to illustrate your advertisements in 
your local papers. A sheet of comic 
advertising cuts sent on application. 


These cuts are furnished with catchlines show- 
ing their application to the hardware, stove and 
tinners’ trades. Address 


DANIEL STERN 


. 69 Dearborn St., CHICAGO 
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Money 
in 
the 
Furnace 


Business 








o> 


Is 

Made 

By 

Dealers 

Who 

Handle 
GILT EDGE 
FURNACES 


Write 
for our 
Catalogue. 


R. J. Schwab & 


Sons Company 
MILWAUKEE, WIS. 





% a / P| Los 





Re. uteac ca.to. mn wl.t nage hhara | cow Fuarrace 


Sas aan 

















Emperor Furnaces 


FOR WOOD. 





Simple, Safe, ‘Durable. 


Economical in Fuel. 


The Best and Cheapest Line of Wood Furnaces . . 
Furnished for either Brick or Galvanized Iron Casing. 


SEND FOR CATALOGUE, 


Weng tito OMG, 


NEENAH, WIS. 











tion Heaters. 





©)* ACCOUNT of the increased 
demand for the 


Torrid Zone Furnace 


we have been compelled to move our 
business into new and larger quarters. 
We now have the best equipped fac- 
tory in the West for the manufacture 
of Furnaces, and are better prepared 
to supply our customers than ever be- 
fore. Write 


LENNOX CO. 
MARSHALLTOWN, IOWA, 


for prices and terms on Hot Air Furnaces and on Combina- 































THE KLONDIKE INCUBATOR CO., Des Moines, lowa, 


Write: Please take our advertisement out of your paper for 7-foot Rob- 
inson Cornice Brake. We are getting too many answers. 













40 SQUARE FEET 
HOT STEEL! 


IN THE 
RADIATOR ALONE 
OF THE 


Canton Perfect Blast Furnace 


to make Warm Air. 
“JURE COMFORT IN JANUARY” 



















The CANTON PERFECT BLAST. 
THE BONNOT COMPANY, Canton, 0. 

















































ae 
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Every 
Hardware 
Dealer 
should, 

and 

most of them 
will, 

handle 

and use 


Overton's 
Adjustable 
Stove Pipe 


Write us 
for 
particulars. 








OVERTON 
MFG. CO. 


DUNLAP, IOWA. 

















‘* It is true 
that advertising 
will not 
put merit 
into poor 
merchandise, 
but good 
merchandise 
often becomes 
poor for the 
want of good 
advertising.”’ 


—Some Essential Oils for Advertising. 



















NOTICE 
10 STOVE AND 
FURNACE DEALERS 












<i IL 
~~ —s 
WE MAKE THE BESTSTOVE (¢@ y 
and FURNACE CEMENT Cae 
WE MAKE THE BESTSTOVE J 


PUTTY 


WE MAKE THE BEST ROOF- 
4 G CEMENT. 




















WRITE YOUR JOBBER FOR 
PRICES. WRITE US FOR OUR 
NEW CATALOGUE. 


NICKEL PLATE STOVE 
POLISH C0., CHICAGO 


















The dealer who has on his floor a 


Phoenix Furnace 





makes no mistake. His trade is sure and 
continuous —- undoubtedly the best HOT AIR 
FURNACE in the world and the greatest fuel 
saver on the market. 


C. F. PALMER, 


PHCENIX IRON WORKS. UTICA, N. Y. 





















BOOKS BY MAIL 


HE Publisher of the American Artisan will take pleasure 
in supplying books of whatever character, at catalogue 
prices, prepaid by mail, to any address, on receipt of 

price. The following are lines specially represented: 








































Sheet Metal Working. The Foundry. 
The Workshop. Heating and Ventilating. 
Plumbing and Drainage. 

The Store and Office. Bicycle Repairing. 




























DANIEL STERN, 


PUBLISHER AND BOOKSELLER 
69 Dearborn Street CHICAGO 
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f > it 4 UR SH A R E 


\ AS LARGE AS IT SHOULD BE? 
f° IF NOT, ALLOW US TO SUGGEST 
) A REMEDY:—_Sel/ 


aij) MUELLER 


Furnaces 4:¢ Boilers. 
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191 REED ST. ESTABLISHED 1857 MILWAUKEE, WIS. 


“weVertical Lines’ 


That's the kind used in the 


FRONT RANK 


Hot Air Furnaces. Their use brings the air 
in direct contact with entire heating surface. 

The Front Rank Fire Chamber is 
one solid sheet of closely riveted steel; being 
lined above the fire lines with genuine fire clay 
tiling, it is the most durable made. 


The radiators are very large and have an 
unusual area of heating surface in comparison 
with size of the fire pot. 


These furnaces burn hard or soft coal or 
coke. We also make wood burning furnaces. 


Send for our catalogue, it will give you a 
better idea of what we make. 


FRONT RANK STEEL 
FURNACE Co., 


2301 to 2309 Lucas Av., ST. LOUIS MO. 











Modern Sanitary Plumbing. ¢ 


Steam and Hot Water Heating. 


An Encyclopedia of Practical Plumbing. 
By JAMES J. LAWLER. 
400 pages, large octavo, size 6x9 inches. Price, $5.00. 

A reviewer in speaking of this book says : 
: aie “This is a book of an intensely practical character. It contains 
PLUMBING ; hundreds of drawings and plans and has already taken its place as a 
leading practical authority in its chosen field.” 

“Whether the mechanic is looking for information about hot water 
Si ane oe systems for greenhouses under pressure or is desirous of learning the ca- 
= WATER rs a hn pacity of the hydraulic ram ; whether he is anxious to learn how to make 
NEATING j 7. the smoke and peppermint test or wants to protect his well from cesspool» 

= soakage ; whether he desires a receipt for plumber’s soil or is anxious for 

tips on the location of hot water boilers below the waterback; whether he 
would delve into the mysteries of exhaust steam heating or would gather 
points on the box waste connections; whether his work is tapping radiator 
mains or making repairs in occupied houses; in any of the above ora 
thousand other cases that will arise in the course of a year’s work at plumb- 
ing or steam fitting this book will be found to contain a ready key to the 
technical questions at issue.” 


rorsalety DANIEL STERN, 


GO Dearborn St., - - CHICAGO. 
Ma. 
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MADE IN ALL GRADES 
OF STEEL 


1 PASS COLD ROLLED (D) 
WOO D’S REFINED (C) 
POLISHED (B) 
PLANISHED (A) 


NESTED 
It Fits Z SS It Speaks 
y for Itself 


Nothing 


Complicated 25 Joints 


In Fact It’s ee a 

Simple ee Packed in 
Easy and | «=»«“\Wooden 
Satisfactory i Hi 1H | Crate 


No Explaining ff) |i Saves Freight, 

to the TN aI Temper, Time 

User AE iA and Money 
MADE IN ALL SIZES 


Guaranteed to Fit 





Ask your nearest jobber or write to 


The Edwards Manufacturing Co. 


100 to 110 Sycamore St., :: Cincinnati, O. 


FACTORIES: 
Cincinnati, O. Covington, Ky. 


Also Manufacturers of 


Conductor Pipe, Eave Trough, Corrugated 
Iron, Steel Roofing. 
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A Steel Range that | 
will work quickly 
with little fuel, 

that is easy to keep 
clean by simply 
wiping with a cloth, 
that will do its 

work easily and \ 
please the userevery § 
day it runs, that 
bears a name 
synonymous with 
quality, that will 
compete in price 
with any, and, on 
the floor, ready for 
sale, top them all, 
in looks, fitting and 
workmanship, 
ought to get busi- 
ness, and will, if you 
will get interested 
and give it the 
gentle push 

its merits deserve. 
The Round Oak 
Chief is the range 
of the year. 

It is worth your time 
to look up. 

We sample it, but 
only on your order. 





Estate of 


ap P. D. 

<2 Beckwith 

f fl Fred E. Lee, Manager 
Dowagiac 
Mich. 


: 5 Makers of Good 
a fs Goods Only 
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ESTABLISHED 1880. 





Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 


PUBLISHED EVERY SATURDAY. 


Teams oy SusscripTion in THE UNITED STATES, THEIR POSSESSIONS, AND 
Canapa, (Invariably in advance): Onze Year, Postacs Par, 
Bu Forgicn Countries Excert Canapa, One Year, Postace Pap, 84.00. 


Address all Letters, communications and remittances to 
DANIEL STERN, PUBLISHER AND PROPRIETOR, 
69 DEARBORN STREET, CHICAGO, ILL. 

Entered at the Chicago Post Office as Second Class Matter. 


Turs Pargr 1s a MEMBER OF THE CHICAGO TRADE Press 
ASSOCIATION, 





CHICAGO, FEBRUARY 13, 1904. 


, —— $a a — — 


BRADSTREET’S points out that fire losses in 1903 ag- 
gregated $156,195,700, and losses from failures $154,- 
277,093. In the last analysis the cost of fire, like that 
from failure, must be borne by the entire community, 
and it is therefore not encouraging to learn that fires, 
some of which no doubt resulted in failures, thus dupli- 
cating the statistics of loss, caused more damage in 
dollars than did the suspensions of all the individuals, 
firms and corporations in commercial lines during the 
year. 


THE growth of the foreign commerce of the United 
States from 1893 to 1903 presents some interesting 
facts. The Department of Commerce and Labor, 
through its Bureau of Statistics, presents a table show- 
ing the imports and exports by grand divisions in each 
calendar year from 1893 to 1903, thus bringing the 
figures down to the very latest date possible. This 
table shows that the exports from the United States 
to Europe have grown during the period named from 
$680,000,000, speaking in round terms, to $1,087,000,- 
000 or 60 per cent; those to North America, from 
$125,000,000 to $227,000,000, or 81 per cent; to South 
America, from $34,000,000 to $46,000,000, or 35 per 
cent; to Asia and Oceania, from $31,000,000 to $92,- 
000,000, or 197 per cent; and to Africa from prac- 
tically $5,000,000 to $31,000,000, or 489 per cent; 
while the growth in total exports has been from $876,- 
000,000 in 1893 to $1,484,000,000 in 1903, or 69 per 
cent. 


Tue Engineering and Mining Journal estimates that 
the gold production of the world in 1903 reached a 
total of $327,049,750, this being the highest on record, 
and exceeding that of 1902 by $28,106,552. The lead- 
ing producers, in order were: Australasia including 
the commonwealth of Australia and New Zea- 
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land, $88,170,909; the United States, $74,425,340; 
the Transvaal, $61,527,231; Russia, $24,000,000; 
Canada, $19,500,000; Mexico, $12,550,000; Brit- 
ish India, $11,118,120. No other single coun- 
try produced over $10,000,000 in value. This 
order is the same as in 1902. In 1901 and 1900, 
however, the United States led, Australia came second, 
and the Transvaal far down on the list. In 1889 Aus- 
tralia was first, the Transvaal second, and the United 
States third. In 1898, the Transvaal headed the list, 
with Australia second, and this country third. In 1903 
the five leading producers—Australasia, the United 
States, the Transvaal, Russia, and Canada—together 
produced $267,623,480, or 82 per cent of the total. 


The value of the merchandise passing 
out of the ports of continental United 
States in 1903 was more than a billion 
and a half of dollars. While the figures 
issued by the Department of Commerce and Labor 
through its Bureau of Statistics show “total exports” 
of $1,484,681,995, they do not include the shipments 
from the United States to Hawaii or Porto Rico, and 
if these were added they would bring the grand total 
to over a billion and a half dollars. 

While the omission of the shipments to Porto Rico 
and Hawaii from the grand total of exports is fully 
justified by the fact that those islands are now cus- 
toms districts of the United States, it is proper to in- 
clude those shipments with the total of exports in con- 
considering the growth of the export trade during 
recent years, since prior to 1900 the imports from and 
exports to the Hawaiian Islands were included in the 
statement of foreign commerce of the United States, 
and that this was also true with reference to the im- 
ports from and exports to Porto Rico down to July 1, 
1901. Since those dates, however, the commerce with 
those islands has not been included in the statements 
of foreign commerce, but stated separately by the 
Bureau of Statistics in a group of tables showing the 
commerce between the United States and its noncon- 
tiguous territory. Commerce with the Philippine Is- 
lands, Guam, Tutuila, etc., which have not yet been 
made customs districts of the United States, is still re- 
tained by the Bureau of Statistics in its totals of for- 
eign commerce, though the details are separately stated 
in the group of noncontiguous territories above re- 
ferred to, as are also the detailed figures of trade with 
Alaska. 

Any attempt to compare the export figures of 1903 
with those of years prior to the year 1900 for the pur- 
pose of determining the growth or percentage of 
growth, would, for the reasons above named, require 
the inclusion of the figures of the shipments to Porto 
Rico and Hawaii in 1903. They are, respectively, to 
Porto Rico, $11,819,895, and to Hawaii, $11,812,142, 
or a total of $23,632,037. Adding this to the total 
of exports to foreign countries in that year, given by 
the Bureau of Statistics as $1,484,681,995, would 
bring the grand total to $1,508,314,032, the sum neces- 
sary to be used for comparative purposes in stating the 
erowth of our export trade as compared with the years 


prior to 1900. 


Total 
Export. 


















32 THE AMERICAN ARTISAN 


RANDOM SKETCHES. 


BY SIDNEY ARNOLD. 


Iam getting out a new primer and submit a tew 
sample pages herewith. 


Che Frog. 


‘‘What is that I see?”’ 

“It is a Frog.”’ 

‘‘What a fun-ny Crea-ture.”’ 

“Yes, it is a fun-ny Crea-ture. It lives 
part-ly on Land, and part-ly in the Wat-er.”’ 

‘Then it is not like a man, for a man lives 
En-tire-ly on land.” 

‘*The frog is like some men who man-u-fac- 
ture Hard-ware. These men sell part-ly to 
Re-tail hard-ware dealers and part-ly to cat-a- 
logue Hou-ses, which are as dif-fer-ent as land 
and wa-ter. They will not do it much Long-er 
be-cause the re-tail-ers are get-ting Onto them. ”’ 


Che Ostrich. 


‘‘What is this big Bird call-ed that I see?’ 

“It is an Os-trich.”’ 

‘‘What is it good for?’’ 

‘It is a Feath-er fac-tory.”’ 

‘‘What is it do-ing ?”’ 

‘It is hid-ing its Head in The sand.”’ 

‘‘Why does it Hide its head in the Sand?” 

‘‘So it can not see the Hip-po-pot-a-mus 
pur-su-ing It. ?” 

‘‘But does not the Hip-po-pot-a-mus_pur- 
sue it Just the same?” 

“It Does.”’ 

‘‘Are you not Glad men are not Foaol-ish 
like the Os-trich ?”’ 

‘Some re-tail Hard-ware men are just as 
fool-ish. They Re-fuse to take trade Papers 
and read about Trade a-buses or at-tend state 
Con-ven-tions where such a-buses and their 
Re-med-ies are Care-ful-ly dis-cuss-ed and 
then Say: ‘I do not need to Join a hard-ware 
ass-Oc-l-a-tion. | "’ 

‘‘These men have our friend the Os-trich 


Beat a block."’ 


Che Jackal. 


“Is that a Dog?” 

‘No, it is Not a dog. It is a Jack-al.”’ 

“Is it Nice?” 

“It is Not Nice.” 

“What Does it Do?’ 

“It does not Hunt preyvit-self, but waits for 
a Lion to pull down a Gnu or a Gems-bok and 
Feasts on the Rem-nants.”’ 

‘Do men Act like this?”’ 

‘Some Stove man-u-fact-u-rers have not 
had an Or-ig-i-nal I-de-a in all their lives, but 
cop-y O-ther men’s Pat-terns.”’ 


Che Ich-neu-mon. 


‘IT see a Queer thing. What is its name?” 
‘It is an Ich-neu-mon.” 
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‘‘What does it Do?” 

‘It de-stroys Croc-o-diles. "’ 

‘How can a lit-tle An-i-mal like the Ich- 
neu-mon de-stroy a great big Sau-ri-an like the 
croc-o-dile, which is Fif-ty times as Big as It 
is?” 

‘It does it by Eat-ing the Croc-o-diles eggs." 

‘(Do men Fol-low this prin-cip-le?”’ 

‘‘Not to an-y great Ex-tent. At least re-tail 
hard-ware Deal-ers do not.’ 

‘“They have a Chance to write to their 
Con-gress-man and Help kill the Par-cels Post 
Bill. Now that is an Egg.” 

‘‘When it is in Op-er-a-tion they stand a- 
bout as much Show of re-peal-ing it as an 
Ich-neu-mon does of killing a Full-grown 
Croc-o-dile.”’ 


Che Vulture. 


‘‘What is that Bad look-ing Bird?” 

‘It is cal-led a Vul-ture.”’ 

‘Is it a Pop-u-lar bird ?”’ 

‘It is not liked by any-one.” 

‘‘What does It do?”’ 

‘It eats Ev-ery-thing.”’ 

‘‘Are men as Greed-y as the vul-ture?”’ 

‘Yes, some hardware Job-bers’ sales-men 
are. They will sell a Hard-ware man more 
goods than he can Sell in Six months and then 
go Next door and sell a Rack-et store, and 
then Put a line of Cut-lery in a Drug store.” 


Che Flea. 


‘There is No-thing here.” 

‘Yes, there is, On-ly it is some-where Else.” 

‘‘What is its Name?” 

‘It is a Flea.” 

‘It is quite Spry.” 

‘‘What can a Flea do?’ 

‘It can car-ry 285 Times its own Weight.” 

‘Would it not be fine if a man could do 
that?” 

‘‘\ Man has done this Feat. He is a Wis- 
con-sin hard-ware Deal-er, and he Car-ried 
home Samp-les of all the Sou-ven-irs giv-en 
a-way at their State con-ven-tion. ” 


Che Coad. 


‘I see a Sec-ond Frog.” 

‘‘No, that is a Toad.” 

‘‘Do Toads live long.”’ 

‘Yes, one was found Alive the O-ther day 
in an E-gyp-tian Sar-coph-a-gous dat-ing back 
to 2281 B. C.”’ 

“Ts it not Won-der-ful that a Toad should 
live 4185 Years?” 

‘Yes, it is Quite won-der-ful.”’ 

‘‘No Man can live That long, can he?”’ 

‘It is Probable he can not, but if a Re-tail 
hard-ware deal-er should Live+41L85 years and 
Stick In-side his store as close as the Toad 
stuck in the E-gyp-tian Sar-coph-a-gous with- 
out Mix-ing with o-ther deal-ers or Sub-scr 
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‘ng for some hard-ware paper, it is an ab-sol- 
ute Cinch that at the End of those 4185 
Years he would have pro-gress-ed Ment-al-ly 
ex-act-ly as Far as our es-teem-ed ba-trach-ian 
Friend did dur-ing his ‘Rest Cure’ in the 
Sar-coph-a-gous. ””, 


* * * 
Tue Hardware Trade Journal, a London (Eng.) 
publication, recently offered a prize for the best para- 
graph sent in for publication. The following effer- 
vescing lines, the very Pommery Sec or Veuve Cliquot 
of poetic exuberance, were among the “paragraphs” 
submitted. While they failed to win a prize they are 
unquestionably the cacuminal sheaf of my star collec- 
tion of hardware poems. No cacaphonies mar their 
limpid undulations; no metricious verbiage jars the 
exotic which I hereby naturalize for all time: 
Jack Spratt could eat no fat, 
His wife could eat no lean. 
The reason of this solemn fact 
Can in these lines be seen. 


It was not, “as some folks believe,” 
They did not wish to eat, 

Their knives were blunt and forks so bent 
They could not cut the meat. 


Jack showed his carver to a friend, 
Says he, “It is a bad ’un! 

Next time you buy some knives and forks 
See that they’re stamped with ‘Haddon.’” 


But now Jack Spratt can eat the fat, 
His wife can eat the lean, 

For on each knife they have in use 
The “Haddon” brand is seen. 


* * * 

A LocaL lowa paper tells a story of a mercantile 
company who pasted a large poster on a bridge. The 
wind caused it to flutter and scare a team. This tipped 
the wagon over, broke two dozen eggs, a hame strap, 
the driver’s leg and an axletree. They then ran away 
and ran through a garden, tipping a beehive over, the 
bees stung the young lady of the house until her 
lips swelled to such proportions that her best fellow 
left her and went to the Philippines. The driver sued 
the firm for damages; one hundred witnesses were 
called and when they were asked what was on the 
poster none of them could tell. 

The moral of this tale would seem to be that news- 
paper advertising is the best. 

* * * 


I quote the following interesting article from a 
recent number of the Hardware Trade Journal, a Lon- 


don, England, publication: 

“The Bournemouth and District Ironmongers’ Associa- 
tion, always to the front in fmatters of interest to the trade, 
unearthed at their last meeting a grievance in connection with 
the listing of stoves, which is of the utmost importance and 
the deepest interest to all ironmongers. It appears that a 
lady proposed to purchase a stove which was quoted in the 
list of a Bournemouth ironmonger at 21s., while the same 
Illustration, printed evidently from the same block, appeared 
in the list of the civil service stores, quoted at 11s. 10d. On 
the face of it, so far as the public are concerned, the two 
stores appear identical. The only difference is that the one 
was No. 46 and the other No. 46-0. This it must be ad- 
mitted is a trivial difference, even if it occurred in the same 
catalogue, but as the one number was in the catalogue of a 
retail trader and the other in that of the civil service stores, 
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London, it is not to be expected that the public would notice 
the difference. As a consequence, the lady in question fondly 
imagined that by going to the civil service stores she had 
saved a matter of over 45 per cent on the purchase of this 
particular stove. On the question being taken up by the 
manufacturers, it was explained that No. 46 is a very much 
heavier and better article than the No. 46-0, but the pattern 
being the same, the same illustration was used to show both 
qualities. ‘The Bournemouth ironmongers rightly expressed re- 
gret that two catalogues should contain such misleading informa- 
tion which would undoubtedly cause the public to think that 
the ironmongers were trying to get an unjustifiable profit. In 
this particular case not only were the public misled, but sev- 
eral ironmongers present at the mecting declared that the 
matter was entirely new to them; and further, a procedure of 
this kind could not be otherwise described than as playing 
into the hands of the stores on the part of the maunfacturers. 
A similar case with regard to another firm of stove makers 
was referred to, in which the price of a stove in a Bourne- 
mouth ironmonger’s was IIs. 6d., and at the Army and Navy 
stores 7s. Od., which figure, allowing for the maximum dis- 
count, brought the sale by the stores out at less than cost 
price. It appeared, however, on inquiry, that whereas the 
one stove was fitted with a fibre batk, the other had asbestos 
balls, a distinction making a vital difference in the quality, 
but one which it would be quite outside the province of the 
public to understand or discover.” 

The British retailers certainly have a grievance in 
this matter, and there is a chance for reform among 
American stove manufacturers along the lines indi- 
cated, and to make this clear I have only to make 
the following quotation from the recent proceedings 
of the Wisconsin Retail Hardware Dealers’ Associa- 
tion convention: 

“C. A. Peck of Berlin, Wis., said: ‘A lady came into my 
store some time back and asked the price on a certain heater 
which I was selling at $7. She then asked the price on a 
certain square No. 8 cook stove which I made at $12.50. She 
asked what the cost of the two was. I said $19.50. She said, 
“That does not sound very much like $13.50.” “No,” I said, 
“there is $6 difference.” “Well,” she said, “I can get those 
two stoves for $13.50 and I have the evidence right here,” 
fishing out one of the mail order catalogues. The heater she 
showed me was exactly the same as the one I offered and was 
listed at $6.50. She then turned over and showed me the 
cook stove, which was listed for $7. I took her into the back 
of the store and showed her a small size cook with four holes, 
twelve inch oven and No. 7 covers, which I convinced her by a 
comparison of figures on the cut in the catalogue was the 
same stove, and she said she could not cook with so small a 
stove as that, and I sold her the two stoves for $19.50. I was 
only able to do this through her candor in the matter.’ ” 

The stove buying public are not acquainted with the 
fine points of different makes and thousands of sales 
are lost through Americans mistaking “fa 4-hole cook 
with 12-inch oven and No. 7 covers” for a square No. 
8 cook as there are through British buyers quite natu- 
rally mistaking a “No. 46” for a “No. 46—O.” 

As everyone knows the catalogue house people are 
unscrupulous and make the cut of their inferior goods 
as closely like that of better grades as possible. The 
remedies for dealers are various. It will certainly help 
to buy from a firm who do not sell these houses. Then 
again he might suggest that manufacturers should use 
cuts of a different character in showing cheap and 
high-grade goods. 

He should get out circulars telling the public how to 
tell shrimpy stoves from the full-size article, and in 
these circulars he should emphasize the fact that he 
had cheap stoves at a cheap price and good stoves at 


a higher one. 












































































News Siftings 


A. C. Barler, president of the A. C. Barler Mfg. Co., 
104 Lake street, Chicago, is at present enjoying an 
European trip. 

The National Malleable Castings Co., Sharon, Pa., 
made a recent reduction in wages of all their employes 
except laborers, 5 to 33 per cent. 

At the annual meeting of the Howard Stove & Mfg. 
Co., Savannah, Mo., George E. McIninch was elected 
to fill the position recently held by C. A. Clark. 

W. A. Bartholow, Webster City, Iowa, patentee of 
the Bartholow self-heating soldering iron, was a re- 
cent caller at THE AMERICAN ARTISAN Office. 

B. J. Norton, E. G. Benner, D. W. Owen and J. 
Weiss are the incorporators of the Mayville Specialty 
Co., Mayville, Wis., capitalized at $7,000, for the man- 
ufacture of hollow-ware. 

Samuel R. McDowell, president of the Leibrandt- 
McDowell Stove Co., Philadelphia, Pa., has been ap- 
pointed receiver of the company under an amicable 
arrangement among all interested parties. 

Fire recently broke out in the plant of the Great 
Western Stove Repair Co., 312 Hennepin avenue, 
Minneapolis, Minn. The loss is estimated to be $12,- 
000 to $15,000, partlv covered by insurance. 

The Nickel Plate Stove Polish Co., Chicago, are 
calling the attention of stove and furnace dealers to 
some of their specialties, including the Russian asbestos 
furnace cement, Russian stove putty and Russian roof- 
ing cement. 

Thomas Jefferson, of Hodgkins, N. Y., for many 
years superintendent of the pattern department of the 
Union Stove Works, Peekskill, N. Y., died at his 
residence in Peekskill, N. Y., on Jan. 31 in the 71st 
year of his age. 

The Home Fuel Saving Co., Buffalo, N. Y., have 
been incorporated by F. L. Mansley, A. J. Robertson, 
James B. Snelgrove, Philip Dohn, J. W. Stearns, 
Louis A. Fischer, George D. Lane and George R. 
Barnes of Buffalo, N. Y. 

C. W. Scott, who is one of the best known stove men 
in the country, has resigned his position with the 
Cleveland Co-operative Stove Co. of Cleveland. Mr. 
Scott is a thoroughly up-to-date stove man believing in 
the latest ideas and he has a national reputation as a 
hustler—his orders secured personally amounting to a 
goodly bunch in the course of the year. 

The Thomas White Stove Co., Quincy, Ill., are 
manufacturers of White’s Beacon, a gas burning soft 
coal stove made in three sizes, Nos. 115, 117, 119. In 
this stove the products of combustion pass through the 
red-hot coals and mixing with air from direct-draft 
are turned into hydrogen gas which burns with a clear 
fame until the coal is perfectly coked. 








The Overton Mfg. Co., Dunlap, Ia., are manufactur- 
ers of the Overton adjustable stovepipe which, it is 
claimed, requires no cutting; can be adjusted instantly 
to any desired length; enables anyone to set up a stove 
without difficulty; is simple; is effective; is inexpen- 
sive; is non-collapsible; is indestructible; saves time, 
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saves labor; saves money, and saves patience and 
temper. ; 

The Schill Bros. Co., Cleveland, O., are makers of 
Schill steel ranges, for hard coal, soft coal, coke or 
wood. Its special features include spring balanced 
door, pouch feed for coal, draft door below same 
which can be operated to light fire, cast reservoir 
casing, front of same covered with sheet steel. All 
styles and sizes can be furnished with drop feed door 
if desired. 


Stuber & Kuck, Peoria, Ill., offer the trade the 
Haylor Hold Fast stove pipe, which is made of the 
best of materials. The Haylor Hold Fast stove pipe is 
9% in. long, fitted with fastening device, and beauti- 
fully designed, gilded collar, which measures 10% in. 
in diameter for six-inch pipe and 11% in. for seven- 
inch pipe. It is packed half dozen complete, pipe, col- 
lar and fastening device to the crate. 

Jewett & Co., Buffalo, N. Y., manufacture a com- 
plete line of stoves and ranges. Their Onward steel 
range has nickel oven door panel, draw-out grate and 
frame, cast nickel top band, sectional griddle, nickel 
tea-pot stands, iron or brick linings, extension fire box 
for wood, Dockash or duplex grate, large ash pan, 
tinned copper reservoir, nickel towel rod, large end 
shelf and nickel panel on pouch feed and ash pit door. 

At the annual meeting of the stockholders of the 
Foster Stove Co., Ironton, Ohio, held recently, the 
following directors were elected for the ensuing year: 
Col. H. A. Marting, L. E. Marting, E. O. Marting, 
C. A. Hutsinpillar, O. P. Doty, Charles Alexander and 
A. C. Lowry. The directors organized and elected H. 
A. Marting, president; A. C. Lowry, vice-president; 
W. H. Foster, secretary and treasurer, and L. E. 
Marting, general manager. 

J. W. Hall has been representing Jewett & Co., Buf- 
falo, N. Y., for a number of years in Wisconsin ter- 
ritory and has a host of friends among the hardware 
dealers in that state. Mr. Hall is thoroughly acquaint- 
ed with the needs of the Wisconsin stove trade and 
was among the popular members of the “fringe” in 
atetndance at the recent convention of the Wisconsin 
Retail Hardware Dealers’ Association held at the 
Republican House, Milwaukee. 

Mississippi Valley Stove Works, Fulton, Ill., have 
opened under an entirely new management and are 
now ready to ship Solar stoves and ranges. The new 
company will continue the high standard of manufac- 
ture characteristic of these goods in the past. The 
superb nickeling that has been a special feature of 
this line in the past will be maintained. Improve- 
ments have been made in the entire line where advis- 
able and several additions have been made, including 
new steel ranges and a Solar malleable steel range. 

The stove trade will regret to learn of the retire- 
ment of Albert N. Parlin, for nearly forty years as- 
sociated with the Magee Furnace Co., and treasurer 
of that company for the past twenty-eight years. Mr. 
Parlin was president of the National Association of 
Stove Manufacturers from May, 1901, to May, 1903. 
He has taken this step in order to devote his entire 
time to other business interests, including the presi- 
dency of the American Glue Co. Several changes 
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have been made in the officials of the Magee Furnace 
Co. owing to Mr. Parlin’s retirement. Frederick O. 
Robinson, secretary of the firm, takes his place as 
treasurer and is himself succeeded by John Magee, 
the secretary, while Alfred E. Stockbridge has been 
promoted from acting manager to general manager. 
Frank A. Magee is president of the company as here- 


tofore. 
$$ ~e-@9—$$_$________—_ 


PLANT OF FOSTER STOVE CO. 





The accompanying cut shows the plant of the Foster 
Stove Co., Ironton, O. 


details of the offer will be mailed to any hardware 
dealers. 

When writing for this information, kindly add: 
“Saw it in THe AMERICAN ARTISAN.” 


-oe 


A HANDSOME WAREHOUSE. 





The accompanying illustration shows warehouse A 
of John Kontny, 65-67 N. Desplaines St., Chicago. 
Mr. Kontny is a well-known stove specialist and heat- 
ing expert and handles a very complete line of cast 
cooks and ranges, malleable ranges, base burners, 








gene 


Plant of Foster Stove Co. 


The moulding room is 325 feet by 64 feet, the mount- 
ing room is 266 feet by 46 feet, three stories. The 
plant is constructed entirely of brick and is a modern 
plant in every particular. The plant fronts on three 
streets, namely, Chestnut, Second and Mulberry, taking 
up the entire square. The plant is heated by means 
of exhaust steam using the American Blower Co. fan 
system for distribution. 

The past year, considering that this firm were closed 
down for over three months on account of their build- 
ing, was a very satisfactory one they advise us. They 
are adding for this year a new line of steel cooks, a 
line of steel ranges and a line of coal cooks. 


” 
~-oo 


THE CENTURY CASH REGISTER. 








The Century Cash Register Company, 656-674 
Humboldt avenue, Detroit, Michigan, are manufac- 
turers of the Century cash register. 

This machine is a total adder with a capacity of 
$1,000,000. It is claimed that all of the features 
which characterize the high-priced machines are em- 
bodied in the “Century.” 

Merchants are enabled to give the Century cash 
register a thorough test before purchasing, as the 
manufacturers will send a machine for seven days’ 
trial before the sale is closed. The machine is fully 
guaranteed for five years. 

The manufacturers announce a special offer which 
they are making at present, and upon application, the 


Oaks, hot blast, Triumph warm air and combination 
heaters and Triumph steam and hot water heaters. 
This warehouse A is 6 stories and basement high and 
is 100x100 feet in dimensions. Mr. Kontny claims to 





=——> - ell 


John Kontny’s Warehouse A. 


have the finest storage and shipping facilities of any 
western storehouse. No order is too large for imme- 
diate shipment and none is too small for prompt 
attention, 
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The Steele Ozone published at Steele, N. D., fell 
afoul in its Jan. 7th issue of modern stove construction, 
alleging that stove makers 

“Put in a stove that otherwise is fitted well for a lignite 
burner a door that will take in a chunk 10x12 inches, and a 
hard job to get in at that. The cold or hot blast stoves 
which came out a few years ago, with an opening at the top, 
have this trouble in an aggravated form. They are a burden 
to the flesh in this respect. 

“Out of a diversified and bitter experience we believe we 
could, had we a foundry at our disposal, devise and construct 
a stove for North Dakota use that would fill a long-felt want. 
It would not have a lot of fancy frills around the bottom so 
you would have to take off the top story in order to clean out 
the ashes below; and it would not have a lot of nickel orna- 
mentation to absorb the heat and add to expense; nor would 
it be incased in bas relief to catch all the dust of an entire 
generation in the crevices. It would be severely plain, but 
simply serviceable, and would have an inlet and outlet ar- 
rangement that would work together.” 

These and other criticisms were submitted to several 
representative stove makers for their views, which are 
given herewith: 

LIGNITE BURNERS NEED LARGER OPENINGS THAN IOXI2. 

Minnesota Stove Co., Shakopee, Minn., write: 

“We believe that this criticism as regards the inadequacy 
of stoves to meet North Dakota conditions is fairly repre- 
sentative of North Dakota sentiment. 

“A 10x12 door is too small for a lignite burning stove. 
Nickel ornamentation does not absorb heat as alleged by the 
Steele, N. D., Ozone. Openings are too small in cold or hot 
blast stoves. We think there is a point in these strictures.” 


SMALL DOOR BEST FOR COLD OR HOT BLASTS, 


The Thos. White Stove Co., Quincy, Ill., write: As re- 
gards the criticism of inadequacy of stoves to meet North 
Dakota conditions being fairly representative of North Da- 
kota sentiment, would say that we have no trade in North 
Dakota. 

Generally a 10x12 door is not too small for a lignite burn- 
ing stove. Nickel ornamentation gives secondary radiation 
on some constructions. 

Cold or hot blast stoves are supposed to work best with 
small coal and any door that will take in a coal bucket chute 
will be sufficient, and a small door opening is less liable to 
smoke than a large one when the door is open. 

A REPRESENTATIVE CRITICISM. 


An Ohio stove manufacturer, who has made stoves that 
burn lignite satisfactorily and who would burn lignite here for 
domestic use if it could be had at a fair price, writes: 

This criticism is fairly representative of North Dakota 
sentiment, and probably accounts for the fact that they haven’t 
patriotism or appreciation enough of the efforts of the stove 
manufacturer to buy or use what he makes for the use of their 
fuel. Lignite is a good fuel and we have built and know oth- 
ers who have built good stoves and ranges that used it suc- 
cessfully, in fact if we had the lignite here in Ohio where we 
have all the best varieties of soft coal, it would be used for 
domestic purposes in preférence to our soft coal. Yet with 
this same construction offered them to use it the people of 
North Dakota send about $7,000,000 per annum out of their 
state for coal and the concerns who have been spending their 
money getting up stoves to help them out have lost money in 
the operation. Another drawback is the fact that the railroads 
who haul grain and stock east want tonnage to haul west so 
they discourage the use of lignite for the sake of tonnage west. 

A 10x12 door is not too small for a lignite burning stove, 
as you can put a chunk of lignite about as big as the average 
man can lift through a 10x12 opening. If you made the door 








larger this same man would make still more noise because it 
smoked when he opened the door to put in fuel. 

Nickel ornamentation absorbs heat only to the extent that 
it covers good radiating surface on the stove, and it is usually 
not placed there because heat discolors the nickel. 

Openings are too small on most cold or hot blast stoves, 
but people who buy cheap “Hot Blast Stoves” ought not to ex- 
pect much but wind. That is what they pay for and they have 
no kick coming when they get it. 

This is “the old, old story.” If you would turn this “crit- 
ter” loose in the best foundry in the country he would soon 
wreck it financially building freaks for burning lignite that 
his own people would not buy or even use if he would make 
them a present of them. If he would devote his time and 
smartness to the education of his people in the use of lignite 
he would be doing a much better service for his state and 
people. 

HAVE BEEN AN ANNOYANCE. 

Farwell, Ozmun, Kirk & Co., St. Paul, Minn., write: 

“This criticism is fairly representative of North Dakota 
sentiment for this reason,—that all stoves that have been 
built, such as Hot Blast stoves with the feed door and hood 
on the top of the stove and with a small opening, ashes fall- 
ing to the bottom of the grate half way up the stove, and 
clogging the Hot Blast feature, have been an annoyance to all 
North Dakota people burning lignite. 

“A 10x12 door is most assuredly too small for a lignite 
burning stove. Nickel ornamentation does not absorb heat. 

“Openings are too small in Hot Blast stoves. 

“There is most assuredly a point in these strictures, but 
we think that the Favorite Hermetic has overcome all of these 
features. 

“We believe this is just the stove that these people are 
looking for, and would state that there are hundreds of peo- 
ple using this stove in Washburn County, near Bismarck, N. 
D., and it is giving the best of satisfaction. 

“This stove is installed with three distinct features, it 
can be used for burning wood, can be used with magazine, 
also with hot blast feature, and being a straight oak, has prac- 
tically four distinct features. It has a tight construction, and 
is made on scientific principles. It is milled and faced so tight 
that there is no chance for any circulation when doors are 
closed and dampers shut. This is one feature that makes it 
adapted for burning lignite coal over night. Another advan- 
tage is the large door that parties can fill their stove at night 
with as large chunks as desirable so as to carry fire over 
night.” 

USE OF LIGNITE IS NOT GENERAL ENOUGH. 

A leading firm of stove manufacturers in the Middle West 
advises us as follows on this matter: 

‘The opinion of the user, with reference to these matters, 
is always worthy of careful consideration. What he wants 
he is entitled to and will get, providing the want assumes 
large enough proportions to make it profitable for anyone to 
cater to him. 

“The specific criticism on the size of the doors of stoves 
being offered for lignite is probably good. 

“The argument against the use of nickel is also a good 
one, excepting that it is purely academic in its application, for 
in the marketing of stoves the people will have nickel, and in 
this, as in other things, it is the business of the manufacturer 
to give them what they want. It has no special heat absorbing 
qualities, but of course any extra nickel plate does prevent 
free radiation from the otherwise exposed surface. 

“The whole difficulty with the lignite situation is that the 
quantity of this fuel now being used is not sufficient to warrant 
special constructions, with trade divided, as it is, among the 
large number of manufacturers. Should the use of lignite be- 
come permanent and much enlarged, it will certainly lead to 
stoves being made with special reference to it. This time 
may not be very far distant.” 
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American Hardware Mnfs. Assn. 
Pres., J. C. Birge, St. Louis, Mo. 
Vice-Pres.—F. S. Kretsinger, Ft. 

Madison, Ia.; Henry B. Lupton, 
Pittsburgh, Pa.; Geo. W. Corbin, 
New Britain, Conn. 
Secy.-Treas., F. D. Mitchell, Phila. 
Ex. Com., C. W. Asbury, Phila- 
delphia, Pa.; Chairman; Robert 
Garland, Pittsburg. Pa.; : HR. A. 
Gladding. Indianapolis, Ind.; Geo. 
P. Hart, New Brit.vin, Conn.; Wm. 
M. Pratt, Greenfield, Mass. ; ‘WwW. S. 
McKinney, Allegheny, Pa; E. G. 
Buckwell, Cleveland, Ohio; E. B. 
Pike, Pike Station, N. H. 
Arkansas Retail Hdw.Dealers’Assn. 
Pr s., J. F. Maxey, Ozark. 
IstV.-P., H. Williams,Hot Springs 
2d V.-P., A. L. Skillern, Nashville. 
- -T., C. E. Taylor, Littie Rock. 
x. Gom., C. T. Rosenthal, Bates- 
ville: T. B. Stewart.New rt; E..E. 
Mitchell, Morrillton; . M. Gra- 
Som. Clarendon; R. F. Roys, Russel- 
ville. 
Chicago Retail Hdw. Dealers’ Assn. 


Pres., H. E. Gnadt. 
V.-P., G. A. Neeb. 
Sec., G. R. Lott. 
Collector, John Hora. 
Treas., J. L. Smith. 


Hardwa-e Merchants’ and Manu- 
fauturers’ Asso. of Philadelphia. 
Pres., Themas Devlin 
V.-P., John R. Gi iffith. 
Sec.-Treas.. T. James Fernley 
Directo s, W. W. ~upplee, John 
R. Griffith, E. S. Jac -on, W. C. 
Peters, S. Diss'on, E. Fisher, J. H. 
Ritter, T. Deviin, T. J. Fernley. 


iMlinois Retail Hdw. Dealers’ Ass... 


Pres., Charles H. Williams, 
Streator. 
V.-P., W. T. Gormley, Chicago. 


Sec., L. Nish, E)gin. 
cat rete Geo. A. Engelhardt, Ch. 


Com., Charles H. Williams 
mt. K. WwW. » A 
cago; L Nish, Elgin; Geo. 
Engelhardt, Chicago; William Bit. 
tel, Peoria; F. F. Porter, Chicago; 
H. G. Ccrmick, Centralia; H. N. 
Beves, < Galesburg: | R. G. Scheur- 
Vandal 
indiana ae Hdw. Dealers’ Assn. 
Pres., kK. M. Bush, Evansville. 
ist V.-P., A. N. Shidler, So. Bend. 
2dV.-P.,W.B.Shipley, LaFayette. 
| ag ata M. L. Corey, Argos. 
Ex. Com., L. Lewis, Marion; 
W. P. Lewis, ares Mibene: Charles 
Boonshat Petersburg; E. M. Bush, 
Evansville; M. L. Corey, Argos. 


indian T: Retail Hdw. Assn. 
Pres., J. G. Smith, Canadian. 
ist V.P., Fred Parkinson, Wag- 


oner. 
2d V.-P., E. C. Stretch, Vinita. 


lowa Retail Hdw. Dealers’ Assn. 

Pres., S. R. Miles, Mason City. 

V.-P., H. S. Vincent. Ft. Dodge. 

Treas., A. C. Vieth. Oakland. 

Members Ex. Com., T. A. Nichols, 
Burlington; D. A. Stauffer, iowa 
City ;W.B. Baumgardner, Dubuque: 
U. 3s. Johnston. Tama; F W. Rit- 
ter, Hedrick; Thomas Gadd, Des 
Moines; F P. Botlinger. Afton; 
Chas. Swaine. Council Bluffs; Wm. 
H. Millard, Cherokee. 


Kansas Hardware Dealers’ Assn. 
ae Oscar Roehr, Topeka. 
V.-P., E. J. King, Logan 
Sec -Treas., J. A. Cole, To 
Ex. Com.. F. W. Bartlett, __ 
City: T. H. Kiniry, Beloit; J. M. 
Walters, Robinson; J. H. Hamilton, 
Arkansas City; T. J. O’Neil!, Osage 


City. 
Kentucky Retail Hardware and 
Stove ers’ Association. 
Pres., W. T. Oldham, Mt. sterling. 
ist V.-P., W.S. Shacklett, Fulton. 
2d V.-P., Jos. C. Kirchdorfer, 
Louisville. 
Sec., Paul Wagner, Louisville. 
Treas., Henry Heick, Louisville. 
Michigan Hardware Association. 
Pres , John Popp, Saginaw. 
V. Pres., F. M. Brockett, Battle 
Creek. 
Treas., Henry C. Weber, Detroit. 
Sec., A. J. Scott, Marine City. 
Ex-Com., W. P. Culver, Port- 
land; K. S. Judson, Grand Rapids; 
J. H. Whitney, Merrill; E. J. Mor- 
gan, Cadillac; T. Frank Ireland, 
Belding: Fred. S. Cook, Fowler- 
ville; C. E. Pipp, Otsego: A. Har- 
=. Delray; A.J. Scott, Marine 
City. 
Minnesota Retail Hardware Assn. 
Pres., W. H. Tomlinson, LeSueur. 
_—" H. S. Cleveland, Minneap- 
olis. 
Treas., W. E. Barto, Long Prairie. 
, M. S. Matthews, Mnpls. 
Ex. Com., W.H. Tomlinson, Le 


Sueur; H. S. Cleveland, Minneap. 
olis; F. E. Hunt, Red Lake Falls; 
Benj. F. Kernkamp, St. Paul; C. H. 
Hornburg, New Ulm; J. Cowing, 
Alexandria; C. H. Casey, Jordan; 
C. F. Ladner, St. Cloud; J. Schmidt, 
Wabasha: A. T. Stebbins, Roch- 
ester; J. McGuire, St. Paul. 


Missouri Retail Stove and Hard- 
ware Dealers’ Association. 


a Tayler Frier, Louisiana. 
V.-P., E. L. Wachter, St. Louis. 
ap F. N. Neudorff, St. Joseph. 


=, Oo J. W Poland, Carroll 
me. - Kannsteiner, St. Louis; 
W. T. Shoop, Richmond. 


National Hardware Association. 


Pres., S. A. Bigelow, Boston. 

ist V.-P., John C. Koch, Milwau- 
kee. 

2nd V.-P., 
Francisco. 

Ex. Com., F. Barker, Elmira, N. 
Y.; J.D. Moore, Birmingham. Ala.; 
John Freeman, Detroit; P. E. 
Strauss, Boston; R. M. Dudley, 
Nashville; W. S. Wright, Omaha. 

Advisory Board, W. W. Supplies. 
Philadelphia; H. H. Bishop, Cleve- 
land; John Bindley, Pittsburg; R. 
A. Kirk, St. Paul. 


Nebraska R ‘tai! Hdw. Dealers’ Asn. 
Pres., J. C. Cornell, Ord. 
Vice-Pres., F. D. Kees, Beatrice. 
2d V.-P.. Max Uhlig. Holdrege. 
Sec.-Treas., H. J. Hall, Lincsin. 


National Retail Hdw. Dealers’ Asn. 


Pres., W. P. Bogardus, Mt. 
Vern n, O. 

V.-P., C. H. Miller, Huntington, 
Pennsylvania. 

Sec., M. L. Corey, Argos, Ind. 

Treas., A. T. Stebbins, Roches- 
ter, Minn. 

Ex. Com., H. G. Cormick, Cen- 
tralia, Li'.; Sharon E. Jones, Rich 
mond, Ind.; T. F. Ireland, Felding. 
Mich.; L. Lind nberg, Dubuque, 
+ A. T. Stebbins, Rochester, 

nn 


N. Dakota Retail Hdw. Dealers’ Asn. 
Pres., H. F. Emery. Fargo. 


Brace Hayden, San 


ist V.-P., G. W. Wolbert, Bis- 
marck 

2d V.-P., A.C. McNiven, Langdon 

3d V.-P.. J. B. Boyd, Rugby. 

Sec., C N. Barnes. Grand Forks. 

Treas., H. T. Helgesen, Milton. 


Ex. Com., E. E. Elliott, Sanborn; 
H. F. Strehlow, Casselton; Hurbert 
Harrington, Fargo. 


Ohio Hardware Association. 


Pres., W. P. Bogardus, Mt. Ver. 
non. 
V.-P., J. F. Baker, Dayton. 
Cor. Sec., D. R. Burr, Piqua. 
Fin. Sec., W. C. Jones, Columbus 
Treas., H. A. Waller, Ravena. 
Ex. Com. F. A. Powers, Norwalk 
Geo. Hartke, Cincinnati; E. Fisher 
Wapakoneta; J. C. Snyder, Iron. 
ton; E. M. Potter, Cleveland. 


Pennsylvania Retail Hdw. Assn. 


Pres.,Geo. L. Moore, Brownsville 

V -P., Geo. J. Rudolph, Pittsburg 

Sec., J. E. Digby, McKees Rocks 

Treas., B. A. Maggine, Braddock 

Ex. Com., E. E. Lyon, Greens 
burg; C. N. Savage, California; B 
A. Maggine, Braddock; C. QO 
Shroyer, Dawson. 


St. Louis Stove Dealers’ Assn. 
Pres., R. H. Myers. 

ist V.-P., E. L. Wachter. 

2d V.-P., G. M. Rinie. 

Sec., Louis Boehl. 

Treas., F. A. Kannsteiner. 


Southern Hardware Jobbers’ Assn. 


Pres., W. M. Crumley, Atlanta, 
Ga. 

ist V.-P., John Donnan, Rich- 
mond, Va. 

2a V.-P.. E. A. Peden, Houston, 
Texas. 

Ex. Com., Bruce Keener, Knox- 
ville, Tenn. ; Chas. Ireland, Greens- 


boro, N. C.; O. B. Barker, Lynch- 
burg, Va. 


Texas Ret. Hdw. and Imp’I’t Assn. 

Prs., S. L. Erwin. 

ist V.-P., W. M. Grunnell. 

2d V.-P., J. D Carroll. 

Sec'y, J. W. McManus. 

Wisconsin Hdw. Dealers’ Assn. 

Pres., H. L. McNamara, Janes- 
ville. 

V.-P.. — Burtis, Oshkosh. 

Sec.-Treas., Ys Peck, Berlin. 

Ex. Com., we B sse, Milwau- 
kee: E.R ee” New London; H. 
S Scofield, Sturgeon Bay: R. 
Murdoch, Beloit. 
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THE AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 
will find these on pages !02 to 196 inclusive. 
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The E. H. Ould Hardware Co. 
Va., concern. 


are a new Norton, 


Nevada, la., hardware dealers, 
Markland. 


Brucks & Krantz, Canal Dover, 


Klove & Klove, are 
succeeded by C. E. 
Ohio, hardware 
dealers, have dissolved partnership. 

Booth & Edwards are successors to the Stimpson 
Standard Scale Co., of Milan, Mich. 

H. A. Steinke is succeeded by the Steinke & Taylor 
Hardware Co., Coeur d’Alene, Idaho. 

Frank P. Wolfe and Henry E. Becker succeed F. 
P. Wolfe in the hardware business at Beloit, Wis. 

J. S. Brosnahan has purchased a half interest in the 
hardware business of J. McPhail, at Langdon, N. D. 


The Kansas City Implement, Vehicle & Hardware 
Club held their annual meeting at the Coates House, 
that city, on Feb. 8 last. 

R. H. Griffith, C. B. Griffith and Maude K. Griffith 
are the incorporators of the Griffith Hardware Co., 
Rushville, Ill., capitalized at $20,000. 

Charles T. Byrne, James F, Ryan and John W. 
Johnson are the directors of the Kokomo Brass Works, 
Kokomo, Ind., capitalized at $10,000. 

Emery McDermit, a Columbus, Ohio, hardware deal- 
er, died at his residence, 305 Wilson avenue, that city, 
Feb. 6 last. He was in the 76th year of his age. 

Paul C. Devol, Hattie L. Judson and Katherine M. 
Devol are the incorporators of the F. C. Devol Hard- 
ware Co., Council Bluffs, Ia., capitalized at $50,000. 

The Norfolk Cutlery Co., Lamberts Point, Va., has 
received an order for 50,000 dozen silver plated knives 
and forks, which will keep them busy for six months. 

James A. Farless, secretary of the New England 
Hardware Dealers’ Association, Boston, Mass., has 
been confined to his chamber with illness for some time 
past. 

R. H. Suetlinger, Two Rivers, Wis., one of the most 
genial and successful hardware dealers in eastern Wis- 
consin, was a recent caller at THE AMERICAN ARTISAN 
office. ; 

William H. Hender, a Clinton, Ia., hardware dealer 
for over forty years, has filed a petition in voluntary 
bankruptcy, with assets of $14,000 and liabilities of 
$17,000 

Louis Hudepohl, F. J. Hrenza, A. Hudepohl, 5. 
Hrnza and Julius Rhepde are the incorporators of the 
Hudepohl Hardware Co., Cincinnati, Ohio, capitalized 
at $10,000. 

It is said that a $5,000,000 company will be organ- 
ized at Ashland City, Tenn., by northern capitalists to 
establish a plant for the manufacture of asphaltum 
paint from rock. 

Richard W. Montross, Galien, Mich., 
a complete line of extra hay and manure fork handles, 
hoe, rake and broom handles, iron D tops for forks 
and shovel handles, grain cradle fingers, Wolverine 


manufactures 
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wood barley forks, Excelsior carpet stretcher and tack 
hammer, hammock spreaders, reversible clothes bars, 
coat and hat hoops, etc. 

It is said that W. C. Kelly of the Kelly Ax Manufac- 
turing Co., Alexandria, Ind., has announced that they 
are about to remove their plant from Alexandria, Ind., 
to Charleston, W. Va. 

Frank Jackson, Jr., B. H. Jackson and W. W. Jack- 
son are the incorporators of Jackson Bros. Co., Ver- 
non, Tex., capitalized at $20,000, to deal in hardware, 
implements, vehicles, etc. 

Thomas L. Proctor, Charles J. Thompson and Clay- 
ton D. Heyes are the incorporators of the Proctor- 
Thompson Co., Garwood, N. J., capitalized at $135,- 
ooo for manufacturing nuts, etc. 


B. W. Des Jardins, L. B. Dailey, and J. H. Mitchell 
are the incorporators of the Des Jardins Computing 
Scale Co., Jersey City, N. J., capitalized at $100,000 
for manufacturing weighing devices. 


Samuel Gilmore, Charles W. Mooney, Franklin M. 
Bowers, David T. Ramsey and Catherine W. Gilmore 
are the incorporators of the Gilmore Hardware Co., 
of Lima, Ohio, capitalized at $5,000. 

Alf. V. Oldham, T. L. Jefferson and J. B. William- 
son are the incorporators of the Two-in-One Shaker 
Co., Louisville, Ky., capitalized at $20,000 for the 
manufacture of salt and pepper shakers. 


The Kees Hardware Co., Beatrice, Neb., held their 
annual meeting on Feb. 5th last. F. D. Kees was 
elected president of the company, J. A. Kees vice- 
president and Robert B. Smith secretary. 


Henry William Mucker, a tin and hardware mer- 
chant of Allegheny, Pa., died at his home, 416 East 
Ohio street, on Feb. 4 last. He was in the 63d year 
of his age and leaves a wife and three children. 


The Simonetta File Co. are a new Detroit, Mich., 
concern capitalized at $25,000 to manufacture files, 
rasps, and other metallic articles. Rudolph Simonetta, 
E. C. Whitney, C. F. Berry and H. J. Boerth are the 
incorporators. 


DeWitt C. Delamater succeeds John Freeman as a 
member of the firm of Freeman, Delamater & Co., 
wholesale hardware dealers, Detroit, Mich. David C. 
Kay, formerly buyer of the company, becomes secre- 
tary and treasurer. 


The Billings Hardware Company, at Billings, 
Washington, have purchased an electric automobile, 
which will be utilized in making deliveries about 
the city, and will also be used by the traveling 
men of the company for trips through the country. 


James Gaunt, a Worcester, Mass., hardware dealer, 
located at 672 Southbridge street, was visited by burg- 
lars on Feb. 2d. The following articles were stolen 
from Mr. Gaunt’s store: Three revolvers, 23 Inger- 
soll watches, eight razors and 16 peatl-handled knives. 


Frank R. Currie has transferred his hardware busi- 
ness at Mason City, Ia., to the Currie Hardware Com- 
pany, a company incorporated for $25,000. The offi- 
cers are C, Currie, president; F. R. Currie, vice-presi- 
dent and treasurer; J. A. Van Ness, secretary. They 





AND HARDWARE RECORD 


will continue business at the new quarters into which 
they moved last September. 


Wm. J. Burleigh, Charles G. Johnson and Dr. C, N. 
Hazleton have purchased the business of the estate of 
C. H. Presbrey, Sterling, Ill., and will continue to run 
it on the same lines as heretofore, under the name of 
the Novelty Iron Works. They will manufacture 
porcelain lined pump cylinders, wood pump trimmings 
and the handy automatic stock fountain. 

At a recent meeting of the Strevell-Patterson Hard- 
ware Co., Salt Lake City, Utah, the following direc- 
tors were elected for the ensuing year: C. N. Strevell, 
James H. Patterson, W. S. McCormick, O. J. Salis- 
bury, W. V. Rice, Newel Beeman and George M. 
Scott. They in turn elected C. N. Strevell, president; 
James H. Patterson, vice-president and treasurer; W. 
B. Outcalt, secretary. 


The double conventions of the Illinois Retail Hard- 
ware Dealers’ Association at East St. Louis and the 
Missouri Stove & Hardware Dealers’ Association at 
St. Louis will meet on Feb. 23 and 24 next, will make 
the World’s Fair City a Mecca for the goodly portion 
of the trade, and doubtless many of them will avail 
themselves of the superior’ accommodation offered by 
the Hotel Henriette of that city which is managed by 
Mrs. Henrietta E. Kupper, who was so markedly suc- 
cessful as secretary and organizer of the Iowa Retail 
Hardware Dealers’ Association. 


The Brown-Hurley Hardware Co. have a mag- 
nificent new building at Des Moines, Ia., and it was 
the center of attraction and the rendezvous of all the 
hardware trade this week. They have a magnificent 
structure 88x193 feet, located corner Court avenue and 
First street. It is equipped with every modern labor- 
saving contrivance and is one of the best arranged 
hardware houses in the country. They have a railroad 
switch, which runs against the building and they have 
a convenient arrangement for receiving and shipping, 
which makes the two departments entirely separate. 
Each department using different elevators. They are 
genial, hospitable people and kept open house during 
the entire week. 


North Bros. Mfg. Co., Philadelphia, Pa., send us 
a catalogue showing their line of ice cream freezers. 
These have automatic turn scrapers and cedar pails 
with electric welded wire hoops. The cans are made 
of heavy tin plate. with drawn steel bottoms. The 
automatic twin scrapers are hung on dasher so their 
lower ends rest on bottom of can, and the friction be- 
tween ends of scrapers and can bottom when in mo- 
tion moves the scrapers against side of can and holds 
them there positively and continuously. This device 
has been patented. The cedar pails have electric weld- 
ed wire hoops. The body of the drawn steel bottom 
can is made of heavy tin plate of finest quality, the top 
of can is strongly wired and turned over, while the 
bottom of the can is made to fit over and under the 
drawn steel bottom by special machinery. Their 
freezers include the “Lightning,” “Gem,” “Blizzard,” 
“Jumbo Lightning,” “Crown” and a line of machine 
freezers. One of these catalogues will be forwarded 
the trade on application. When writing for same 
kindly add: “Saw it in THE AMERICAN ARTISAN.” 
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Meeting lowa Retail Hardware Dealers 
Association. 


WEDNESDAY AFTERNOON SESSION 


The Wednesday afternoon session of the lowa Retail 
Hardware Dealers’ Association Convention was called to or 
der in the Commercial Exchange Hall at 2:45 p. m. by Presi 
dent S. R. Miles of Mason City. M. R. Ward, secretary of the 
Des Moines Commercial Exchange, announced that this meet- 
ing of the hardware dealers was the virgin meeting in the new 
hall and added that the Commercial Exchange would be glad 
to do anything in their power to help make the meeting a 
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success. The next thing on the program was the registra- 
tion of dealers, the following signing their names to the reg- 
ister. 

Averill, T. E., Cooper, Ia. 

Alcever, M. G. Pocahontas, Ia. 

Ahlff. H. H., Grand Mound, Ia 

Barger, C. S. Albia, Ia 

Boale, A J., Aredale, Ia. 

Beeman, J. R., George, Ia 

Bolinger. F. P., Afton, Ia. 

Blackford, W. S., Bonaparte, Ia. 

Baumgartner, Walter B., Dubuque, Ia. 

Breckenridge & Co., Brooklyn, Ia. 

“Boehmler Bros., Cedar Falls, Ia. 

Bowen, James, DeSoto, Ia. 

Brown, J. J., Fort Dodge, Ia. 

Beaman & Hewitt, Delta, Ia. 

Ballard, H. C., Redfield, Ta. 

Brelsford, C. W., Council Bluffs, Ia. 

Carl, Myer, What Cheer, Ia. 

Carstein, H. A., Ackley, Ia. 

Clark, D. R., Iowa Falls, Ia. 





Currie, Frank R., Mason City, Ia 
Clift. Sid R., Maxwell, Ia 
Clifford, L. C.. Des Moines, La 
Chamblis, Bluford, Walnut, Ia. 
Cook, J. E., Victor, Ia. 

Clifford, S. C.. Des Moines, Ia 
Carhart, A. B.. Manchester, Ia 
Cole, T. R., Albia, Ia 

Doty, J. F., West Liberty, Ia. 
Deiring, W. J., Atlantic, Ia. 
Duval Hdw. Co., Council Bluffs, Ia 
Duncan, H. M. Alhbia, Ia. 

Dunn, Geo. A., Delta, Ia. 

Dolly, M. C., Dunlap, Ia. 

Dock, C. N., Oskaloosa, Ia. 
Fagan, C. R., Vinton, Ia. 
Faswell, W. J., Cumberland, Ia 
Farquhar, H., Leon, Ia. 

Forbes, Frank, Arispe, Ia 
Gilchrist, M. D., Oskaloosa, la 
Gnam Bros., Carroll, Ia 

Garside, F. R., Wassena, Ia 
Gaylord & Ross, Estherville, Ia 
Grifin, O. E., Clare, Ia. 

Gadd, C. T., Des Moines, Ia 
Grenault & Yost, Lamoni, Ia 
Graham, W. H., Laporte City, la 
Huston, D. H., Jefferson, Ia. 
Hand, B. A., Ottumwa, Ia. 
Hamilton, V. E., Oskaloosa, Ia. 
Hay, J. E., Iowa Falls, Ia. 
Hoffman, A. J., Murray, Ia. 
Hansen, H. E., Clinton, Ia. 

Ilten, Geo. H., Cedar Rapids, Ia. 
Johnston, U. S., Tama, Ia. 

Jons, Henry A., Clarence, Ia. 
Jolley, A. C., Milton, Ia. 

Johnson Hdw. Co., Gowrie, Ia. 
Keating, C. R., Mt. Ayr, Ia 
Keating, M. W., Afton, Ia 
Kingsbury, W. B., Osage, Ia. 
Kincaid, A. E., Waltnut, Ia. 
Kurtz, L. H., Des Moines, Ia. 
Keeler, B. W., & Co., Leon, Ia. 
Lomas, T. J., Cresco, Ia. 
Lockwood, E. R., Clarion, Ia. 
Libby, G. W., Lehigh, Ia 

Law, D. D., Bronson, Ia 

Luce, C. A., Weldon, Ia. 
Langworthy, W. H., Massena, Ia. 
Lowery, D. T., Jewell Jct., Ia. 
Luthe Hdw. Co., Des Moines, Ia. 
Larson, Thos., Hdw. Co., Eldora, Ia. 
Miller, H. A., Ackley, Ia. 
Messer, E. P., Sheldon, Ia 
Messer, Jj. S., Hartley, Ia. 
Millard, W. H., Cherokee, Ia. 
McCurdy, W. C., Massena, Ia. 
Miles, S. M., Mason City, Ia. 
McBride, W. S., Voorhies, Ia. 
Merriam, Geo. S., Keokuk, Ia. 
Marvin, F. P., Grinnell, Ia. 
Myers, W. A., Kirksville, Ia. 
Magnussen, C., Lyons, Ia. 

Miller, E. P., Marshalltown, Ia. 
Mueller, August F., Webster City, Ia. 
Nicholas, Thos. A., Burlington, Ia. 
Naiden, H. R., Woodward, Ia 
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Orcutt, W. M., Sioux City, Ia 
Osheim, L. C., Thompson, Ia. 


Osceola Hardware Co., Osceola, Ia. 


Pleasants, R. W., Birmingham, Ja. 
Peatman, C. A., Centerville, Ia. 
Porter Brothers, Altoona, Ia. 
Prosser, L. E., Janesville, Ia 
Ritter, F. W., Hedrick, Ia 
Rehker & Kier, Arcadia, la 
Rayburn, H. S., Newton, la 
Rushia, Ed., Ellsworth, la 
Redman, R. E., Oskaloosa, la 
Ruetid & Whitmore, Esterville, Ia 
Rusch, H. H., Grand Mound, Ia 
Ross, A. M., Lehigh, Ia 

Roch, Wm. C., Lyons, Ia 
Schmidt, C. F., Marshalltown, la 
Stuart, W. H., Maxwell, Ia 
Schmidt, Wm. F., Avoca, la 
Stone, E. R., Delhi, Ia 

Sloane, F. C., McGregor, Ia. 
Stroff, D. S., Iowa City, la 
Savalik, James J., Cresco, Ia 
Smith, Art., Kellerton, Ia 
Sprankle, E., Creston, Ia 

Sharpe, J. E., Moravia, la 
Sterling B. D., Buffalo Center, Ia. 
Southwick, M. E., Movilla, Ia. 
Seither & Cherry Co., Keokuk, Ia 
Stewart, W. R., Maxwell, Ia. 
Skortman, Charles, Slater, Ja 
Snavely, M. D., Ladora, Ia 
Snavely, S. D., Pleasantville, Ia. 
Tripper, William, Osage, la. 
True, L. M., Valley Junction, Ia. 


Pres. 8. K. Mues, Mason City. 


Tomell, O. W., Pilot Mount, Ia. 
Thomas, C. H., Kent, Ia. 
Talhfson, C. T., St. Ansgar, Ia. 


Taylor, A. C., & Co., Coon Rapids, Ia. 


Talcott, J. P., Williams, Ia. 

Vieth, A. C., Oakland, Ia. 
Valentine, J. W., Fontanelle, Ia. 
Wenner, O., Garrison, Ia. 

Wagner, H. A., Buffalo Center, Ia. 
Whitfield & Whitfield, Akron, Ia. 
White, L. E., Nevada, Ia. 
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Wilson, James M., Washington, Ia. 

Watson, T. L. 

Woodruff, F. W., Correctionville, Ia. 

Wentzell, H. H., Jr., Gladbrook, Ia. 

White, H. W., Kent, Ia. 

Woodruff, E. B., Knoxville, Ia. 

Webb, C. M., Cambridge, Ia. 

Young, G. N., Woodbine, Ia. 

President S. R. Miles of Mason City said: “There has 

been a misunderstanding as to railroad rates, as a number 





Vice Pres. H. Vincent, Ft. Dodge. 


of dealers have informed me that their local agents have 
evidently not been notified of the rate and a third basis and 
refuse to sell members tickets. In this contingency I will 
advise dealers to take a receipt for their return fare and take 
the matter up with the local agent when they arrive at home. 
I am sure they will have no difficulty in securing a rebate. 
I appoint C. R. Keating, Mt. Ayr, and J. F. Doty of West 
Liberty as tellers for the distribution for question box slips, 
which will be answered later.” 

C. S. Barger of Albia called attention to the banquet, 
to be given by the hardware and implement jobbers at the 
Savery Hotel Thursday night, and announced that tickets 
would be given to the members at the end of the session. 

President S. R. Miles of Mason City then delivered the 
following: 


ADDRESS. 





RESUME OF ASSOCIATION WORK. 


I will not attempt a discussion of the events of the year 
that has passed since our last convention. Neither will I 
undertake to discuss trade conditions for the coming year, but 
will leave that in the more competent hands of our friends, 
the trade journals. I will confine myself briefly to a resumg¢ 
of association work of the past year and with your kind 
indulgence will make a few suggestions along the line of 
future work. 

OUTLINE OF NATIONAL WORK. 

As a delegate, together with Secretary Vincent, I attended 

the meeting of the national convention at Chicago in March. 


There were in attendance at this meeting representatives of 
seventeen state hardware associations, and a more earnest and 
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progressive delegation of hardware men would be hard to 
find, men that were willing to give of their valuable time in 
an effort to improve, not only their own business condition, 
but that of the thousands of their fellow dealers doing busi- 
ness in their several home states, whether_members of their 
state associations or not. If every hardware dealer in Iowa 
could have attended that meeting instead of there being less 
than three hundred members of the Iowa association there 
would be 1,500 at least. It would not be policy for me to give 
you at this time more than a brief outline of the work of this 





Ex-Vice Pres. L. Lindenberg, Dubuque. 


national gathering. National Secretary M. L. Corey of Argos, 
Ind., A. T. Stebbins of Rochester, Minn., national treasurer, 
and L. Lindenberg of Dubuque, member of the national 
executive committee, will be with us at this meeting and in 
executive session will tell us of the work of the national asso- 
tiation, 

IS RECOGNIZED AS AN IMPORTANT FACTOR. 

After listening to these gentlemen you will understand as 
aever before the good work the association is doing and why 
it is being recognized as an important factor in trade circles. 
It is one of the duties of the state associations composing the 
national to make it possible to increase this power and influ- 
ence. I regret to say that Iowa, with her magnificent possi- 
bilities along association lines, does not occupy the place in 
this work to make us proud of her position. 


ONLY AWAITS THE MAGIC TOUCH. 

We have in round numbers 1,700 hardware dealers in 
Iowa. Think for a moment, gentlemen, of the undeveloped 
power within our ranks that only awaits the magic touch that 
will bring us to a full realization of our strength. We are 
sometimes asked what is the association doing? I confess that 
to give a satisfactory answer to a dealer that has never at- 
tended an association meeting is sometimes a puzzle; but 
given anywhere near the membership to which our work enti- 
tles us and this question would never be asked. 


REMEDY AT HAND. 


If any dealer present is not satisfied with existing business 
conditions let me tell him there is a remedy and that remedy’s 
name is “organization.” This is an age of organization—the 
jobbers, the manufacturers, the catalogue houses and in many 
localities even our customers are organized. Can we success- 
fully combat single handed this array of organization? A 
great deal has been accomplished along association lines and 
yet I am sure it is only in its earliest infancy and that the 
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next two or three years will witness a great increase in mem- 
bership and general interest in association work. 


A HINDRANCE. 


One of the greatest hindrances to our work during the 
past years has been the fact that business conditions have been 
too good. We have been too busy to give heed to any affairs 
outside our own immediate business. We can not go on for- 
ever increasing our trade, there will sooner or later come a 
halt if not a decline. Are you prepared for this? How are 
you going to meet it? Reduce your expense account, did you 
say? You can not confer a greater favor on your fellow 
hardware men than to share with them the secret of reducing 
an expense account. Why not try this remedy? Meet your 
brother hardware dealer in a friendly spirit and agree with 
him to maintain what you must have—that is, a reasonable 
margin of profit on your goods. Do not attempt more than a 
fair profit or you will turn success into failure. Be willing 
that he as well as yourself shall get reasonable returns on his 
labor and capital invested. You will never have cause to 
regret the trial. 


BETTER BUYING METHODS URGED 


One of the best things resulting from a friendly relation- 
ship between dealers, particularly in the same town, is co- 
operative buying. Much complaint against catalogue house 
competition could be eliminated by better buying methods. It 
is worth a trial. I do not believe manufacturers as a whole 
are considering either jobbers’ or retailers’ interests to the 
extent they are entitled. Surely not when they place a cata- 
logue house on an equal price basis with the jobber. Happily 
there are few manufacturers doing this, the great majority 
being alive to their own interests. With every dealer in Iowa 


a member of our association, we could, to say the | 


east, com- 





L, H. Kurtz, Des Moines, Ex-Member Executive Committee. 


mand the wholesale respect of every manufacturer in the coun- 
try” 


SHOULD SHOW COLORS. 


I would suggest that each member of this association 
show his colors by having printed on his letter heads an 
announcement of the fact that he is a member of the Iowa 
Retail Hardware Dealers’ Association and don’t be afrdid to 
use these same letter heads in writing your customers. In 
these days of trades unions, farmers’ co-operative societies, 
etc., a man who does not belong to some kind of an association 
is looked on as a back number. 
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DANGER OF THE PARCELS POST 

One of the greatest dangers threatening the retail interests 
of the country to-day is the parcels post movement, fathered 
by the catalogue and mail order houses. This subject, so ably 
presented by National President Bogardus and _ Secretary 
Corey before the National Hardware Jobbers and Manufac- 
turers’ associations at Atlantic City in November and at- 
tended with such good results, will be handled without gloves 
by Secretary Corey during this meeting. I trust that some 
action may be taken that will result in placing the Iowa asso- 
ciation in the forefront of this movement. Resolutions and 
petitions to your congressmen are not necessarily wasted 
efforts, but | believe a letter from you, whether you have ever 
met the gentleman or not, will be much more effective. It 
will impress on his mind the fact that you are honest and 
sincere, and an honest effort on any subject is sure to get 
results 

GOOD WORK BY MR. LEVY 

[ was authorized about October 1 by the executive com- 
mittee to make a contract with the lowa Retail Grocers’ Asso- 
ciation whereby their state organizer and solicitor, Mr. W. H. 
Levy began soliciting members for our association. Mr. 
Levy’s work resulted in quite an increase in member- 
ship for us and it is to be regretted we did not avail our- 
selves of Ins services at an earlier date Mr. Levy’s work, 
while primarily soliciting association membership, has been 
largely one of education along legislative lines. 

IMPORTANT BILLS 

As a result of his labors there has been or will be pre- 
sented at this session of the legislature two bills of great 
importance to every retail dealer in Iowa. They are an 
exemption bill and a peddlers’ license bill, and I earnestly 
request that every dealer in attendance at this convention will 





Ex-Pres. H. A. Cole, Council, Bluffs. 


make it a part of his business here to meet his senator and 
representative and impress upon them the importance of these 
bills becoming laws at this session of the legislature. If you 
do this, genalemen, the dealers outside our association can no 
longer ask what good is the association doing and why should 
I belong? “By their fruits ye shall know them.” 

THE INSURANCE ASSOCIATION. 

Last but not least of the work done by the association 
during the past year has been the successful launching of the 
Iowa Hardware Dealers’ Mutual Insurance Association, An 
explanation is due you as to why this company authorized by 
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the association in February did not receive its certificate of 
authority from the auditor of state to commence business 
until August 20. Our first work was to secure the services of 
a competent man for secretary. We had a number of appli- 
cations and finally secured the services of Mr. A. R. Sale of 
Mason City, who has proven the right man for the place. 
Our next work was to prepare articles of incorporation and 
by laws. While there are a number of state mutuals organ- 
ized under the same chapter of the insurance laws as our own, 
yet on attempting to use their articles of incorporation and by 





Ex-Pres. W. A. McIntire, Ottumwa. 


laws as a guide we found very little in them that was just 
suited to our needs, for the reason that, with one exception, 
all of the state mutuals are accepting all classes of mercantile 
risks, while we confine ourselves to the risks of members of 
hardware associations. 


FIRST TO TAKE ADVANTAGE OF DECISION. 


About the time we were ready to submit our articles and 
by laws to the state authorities we learned that the state 
mutuals had up at that time with the state auditor and attor- 
ney general a very important question relative to the collec- 
tion of assessments. The outcome, after two months’ discus- 
sion of this question, was the granting of permission to state 
mutual companies authority to collect one full advance assess- 
ment covering a period of not more than one year, and the 
Iowa Hardware Dealers’ Mutual Insurance Association was 
the first company to take advantage of this decision. In fact, 
it is the only assessment mutual company that has so far 
adopted it; but I can assure you that the success or failure of 
this plan is being watched with a great deal of interest by the 
other mutual companies of the state. I predict the plan will 
prove so successful that it must be finally adopted by all suc- 
cessful mutual companies. 


ALL PAY ON SAME BASIS. 


It is so manifestly a business proposition that it can not 
help, when fully understood, to commend itself to every busi- 
ness man, and to a company just commencing business it 
means even more than it will after the child has grown 
stronger. It means the cost of collecting one assessment in- 
stead of three or four. It means the saving of losses that 
occur at every assessment. It means that each policy holder 
pays for his insurance on the same basis and that those who 
pay promptly are not carrying insurance for members that 
may see fit to drop out when an assessment is made having 
had their insurance carried from three to six months without 
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cost. It means, what will appeal to every business man, cash 

on hand with which to pay all losses and expenses promptly. 
SHOULD DOUBLE AMOUNT. 

It required hard, persistent effort to secure applications 
for the necessary $100,000 to enable us to commence business. 
This was finally secured and the company started on its way. 
As you will learn from later reports we have insurance in 
force and applications for nearly if not quite at this time of 
$200,000 and gentlemen we ought to double that amount at 
this meeting with your help. One thing in connection with 





H. Norris, 


Ex-Member Grievance Committee, E. Cedar Rapids. 


this insurance work your officers have found very hard to 
overcome is the evident feeling on the part of some dealers 
that this company has been organized for the benefit of a few 
at their expense. That someone is going to receive a benefit 
from this association cannot be denied; but that someone is 
every man holding a policy in the Association. 


COMPANY IS MANAGED ON MOST ECONOMICAL LINES. 


The only salaried officer is the secretary. An inspection 
of the books of the company which are always open to mem- 
bers of the association will show the company to be managed 
on the most economical lines possible, consistent with good 
business methods. There are only two items that enter into 
the cost of your insurance in this Association, the losses paid 
and the expense account. With your hearty support this com- 
pany can be made one of which every hardware dealer in Iowa 
will be glad to become a member. I have repeatedly stated 
at our annual meetings that I did not believe the Iowa Retail 
Hardware Dealers’ Association would attain its highest degree 
of efficiency until we were able to employ a secretary whose 
time will belong to the Association and can devote his en- 
tire energies to the work of building up the Association, and 
on this subject 1 have not changed my mind. 


SHOULD HAVE A PAID SECRETARY. 

We have had ever since our organization secretaries who 
have been competent, willing and anxious to in every way 
serve and promote the best interests of the Association; but 
they have all had business-of their own and could not reason- 
ably be expected to give all their time to Association work. 
I am sure their own business has been neglected many times 
Gentlemen, is it right? Is 
work on 
action 


con- 


in giving this work their attention. 


it justice? Is it mecessary to continue our 
this plan? I think 
should before 


vention 


some 
this 
employment of a sec- 


and believe 


adjournment of 


not 
the 
for 


be taken 


that will provide the 
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retary. And now gentlemen let me in closing appeal to you 
to be loyal to the Association and never permit yourself to ask, 
“What is the Association doing?” but be able to tell your 
brother hardware dealer who may not be a member what our 
Association is doing. Your business is assailed from every 
side. 


CANNOT COMBAT ALONE 


You cannot combat alone and singie handed thoroughly 
organized effort backed up by brains and unlimited capital 
to capture the business that belongs to you; and the sooner 
you recognize this fact and give some of your time and ener- 
gies to the upbuilding of an association that can and will help 
you, just that much sooner will you get your business in a 
more satisfactory and profitable condition 


The following committees were then appointed: 

Reception Committee—Chas Bluffs; C 
E. Haas, Le Mars; W. B. Ritter, Hedrick; A. C. Vieth, 
Oakland; H. S. Rayburn, Newton. 

Hotel 
Sharpe, Moravia. 


Swaine, Council 


Committee—H. S. Vincent, Ft. Dodge? J. E. 


Constitution and By-Laws—L. Lindenburg, Dubuque; V. 
E. Hamilton, Oskaloosa; C. F. Schmidt, Marshalltown. 


Committee on Resolutions—L. H. Kurtz, Des 
Jacob Seither, Keokuk; D. H. Huston, Jefferson. 


Moines; 


Legislative Committee—Joseph Mattes, Odebolt; E. P. 
Messer, Sheldon; W. B. Kingsbury, Osage 

Auditing Committee—Myer Carl, What Cheer; C. F. 
Keating, Mt. Ayr; L. A. Gnam, Carroll. 

Nominating Committee—J. F. Doty, West Liberty; C. 


S. Barger, Albia; W. H. Millard, Cherokee. 
Sergeant-at-Arms—C. W. 
President Miles asked that all the members should help 


srelsford, Council Bluffs. 


the reception committee and announced that the reports of 
the committees be called for on Friday morning 





Bluffs, Executive Committee. 


Member 


Chas. Swaine, Council 


As Secretary H. Vincent of Ft. Dodge was unavoidably 
delayed, the reading of his report was postponed. 


L. A 


Gnam, Carroll, read the following paper on 


WOVEN WIRE FENCING. 


1,000,000 CONSUMERS BECAME PRODUCERS 
When the civi! war closed over a million soldiers who had 
been consumers became producers, many coming to the 
broad prairies of Iowa to till its rich and fertile soil. Each 
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one took up a homestead or bought the land and commenced 
to develop it. This necessitated fences. At first osage orange 
or hedge was planted to inclose small fields and herd laws 
were passed by nearly all of the counties. Twenty or thirty 
years ago thousands of acres of corn, oats and wheat were 
not fenced in Iowa, gradually the situation changed. 


INVENTION OF BARB WIRE, 


The Iowa farmer began to grow more stock and about the 
time the fence problem became serious one Joseph Glidden in- 
vented the barb wire in 1873. It immediately relieved the 
situation and Iowa farmers have since used thousands of tons 
of it and the hardware dealer has distributed it to the farm- 
ers. As the barb wire made only a horse and cattle fence, 
and as Iowa further developed, hog and sheep raising became 
a large part of the farmer’s business. This called for a 
closer fence than barb wire, one that would hold the pigs and 
the lambs. Wire factories built machines to weave a close 
fence out of wire to meet this demand. This brings us down 
to our present subject, and to give you an idea of the great 
volume of business to be done through the hardware mer- 
chants it is only necessary to figure out the amount required 
to fence forty-acre tracts. The future will de- 
velop much smaller parcels than that. 


Iowa into 


AREA OF IOWA, 


The state of Iowa contains 55,475 square miles or sec- 
tions of land. To fence one section of land into forty-acre 
tracts requires 3,200 rods or ten miles of fence. To fence 
the state of Iowa into forty-acre tracts will require 177,510,000 
rods, or 554,719 miles, or 22 times around the world. Esti- 
mating 4,000 rods as the average carload of fence, it will take 
44,378 cars to fence Iowa into forty-acre tracts. Again, esti- 
mating the value of one carload of fence at $800, it will re- 





Ex-Sec’y W. H. Keating, Ottumwa. 


quire $35,502,400 worth to fence Iowa into forty-acre tracts— 
i. e., this amount of fence will cost the merchants of Iowa 
who supply it that amount of money, based upon the present 
price of fencing. 


THE CLASS OF DEALERS WHO HANDLE WOVEN FENCE. 


Three classes of dealers handle fence—viz., hardware 
dealers, implement dealers and lumber dealers. The propor- 
tion that each class of dealers handles in the state is about 
as follows: 


Hardware dealers, one-half of the entire amount: lum- 
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ber dealers, three-fifths of the balance, and implement dealers, 
two-fifths. These, of course, are largely estimated, but in the 
main are correct. This will give the hardware dealers about 
$18,000,000 worth of fence to distribute to the farmers of the 
state of Iowa during the next few years. That they should 
receive a reasonable profit for handling this large amount of 
business is only fair, and it is necessary for each dealer to 
understand the value of each of the different fences upon the 
market to enable him successfully to receive a margin upon 
the goods he is selling. 





Cc. R. Keating, Mt. Ayr, Member Executive Committee. 


LOCAL AND CARLOAD PRICES. 


In the first place, the cost of fencing delivered in Iowa, 
locally or in local shipments, is considerably greater than 
when the same is bought in carload lots. Now, if you will 
figure the costs of heights of fencing you carry, bought locally 
and delivered at your store, then add say 15 per cent to 
this cost as your retail price, it will not make the selling price 
any higher than should be maintained by you. Then if you 
buy in carload lots and maintain this price based upon the 
cost delivered locally, you will still not have made an un- 
reasonable profit, because when you invest $800 to $1,000 in a 
carload of fence you do so in order to receive this greater 
profit. 

COMPETITION. 


Then comes the competition proposition- Take, for ex- 
ample, a 26” 6” stay fence that costs you 26 cents per rod, 
and your competitor is handling a 26” fence with stays 12” 
apart and at a lower cost than yours, but not so good, you 
must insist in your talk to the farmer that you are giving 
him a better article than the other or else keep the same 
style of fence as your competitor, who has no doubt figured 
his profits about on the same basis as you have yours. In 
other words, do not take a good article and undertake to meet 
the price of a poor one, which will, of course, necessitate the 
cutting of your profit. 

Then the most of you handle too many different kinds of 
fence. You will find it much more profitable to take the lead- 
ing selling sizes of one single manufacture and talk and 
work along that line. 

EXCLUSIVE AGENCIES, 

Fencing is usually sold on the agency plan, so you are not 
likely to have the same fence to compete with in your own 
town, but the farmer will often claim he can buy the same 
article in another town much cheaper. Unless the fellow in 
the other town has indulged in the abominable practice of 
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cutting prices to parties outside of his own territory, the 
farmer has not stated the facts to you. 
A LEADER. 

Do not use fencing as a leader to draw trade from a 
long distance. Your investment in a carload of fence is too 
great fo be used for this purpose. Probably the average hard- 
ware stock in a small town will not run over $3,000 to $4,000, 
and your investment in a carload of fence alone will be a 
quarter of the value of your entire stock. You cannot afford 
to use this amount of capital without making a profit upon it. 





M. W. Keating, Afton, Ex-Member Executive Committee. 
Then a cut price on the brand of fencing you are selling will 
demoralize the price with the other agents for miles and 
miles away from your own town. The regard and good 
fellowship for others in business away from your own town 
should be maintained. 

President S. R. Miles, Mason City, said: “I have felt 
that hardware dealers were not giving enough attention to 
field fencing. At a meeting of the Nationa] Retail Hardware 
Dealers’ Association held in Chicago last March I learned 
that the Jones Hardware Co., a Richmond, IIl., concern, had 
sold and delivered in a retail way 73 cars of field fence. Last 
fall they placed an order for 80 cars and expect to make it 
100. This was done in two counties. This is certainly a 
remarkable record and is probably a high mark in this line. 
It should prove a decided encouragement to the average 
dealer.” 

C. E. Haas of Le Mars said: “I started in this work 
five years ago and sold a considerable quantity of barbed wire. 
For the last two years my sales of woven wire fencing have 
exceeded my barbed wire sales. The farmers think the day 
is not far off when woven wire fencing will be used entirely.” 

F. Currie of Mason City asked if any dealers had sent 
teams out to canvas for woven wire fence orders. 

President S. R. Miles of Mason City said: “I think 
this is the plan adopted by the Jones Hardware Co. of Rich- 
mond, Ind. Mr. Jones of this firm said the woven fence was 
the best if properly put up, and the worst if badly put up. 
This firm inspect every rod of fence they put up. 

“When I announced the other committees I failed to ap- 
point a committee on the question box, and now announce 
the following members of this committee: W. M. Orcutt, 
Sioux City; F. R. Currie, Mason City; E. M. Whitfield, 
Akron.” 

C. H. Thomas of Kent said: “In connection with the 


. 
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sale of woven wire fencing, I have taken up that of long fence 
and long gates and am selling these from 334 and 4% and 12 
foot length. I find a little competition in these lines and no 
goods that I have handled have paid me so well. In fact, 
nothing else we sell pays the same margin. In many places 
the gate business is allowed to go to the catalogue houses. 
We sell eight times as much of woven wire fence as we do 
barbed wire.” 

R. U. Conger of the Sheldon School of Scientific Sales- 
manship, Chicago, then addressed the meeting as follows: 

STOLEN THUNDER 

In speaking to you on the subject of scientific salesman- 
ship I feel considerably like a monomaniac afflicted with a 
curious form of insanity, which consisted in the belief that 
every good play was his own production. One night he at- 
tended a theater where some play of the caliber of “Mazeppa 
on the Steppes” was on the boards. Act after act was ex- 
creable until finally there was a very realistic clap of thun- 
der, whereupon he jumped up and said, “That’s my thunder.” 
Like this man, IT am stealing the thunder of A. F. Sheldon, 
the founder of this school. 

HARMONY IS ESSENTIAL. 

Who are the salesmen of the world? Do you not find 
them in every business institution where goods are sold for 
profit? When I was in California I saw a sixty-ox team pull- 
ing a redwood log, and the drivers informed me that if some 
of the oxen were shirkers and they did not all work together, 
their progress in pulling the log would be poor. It is the same 
in business. Harmony is essential. 

SCIENCE IS ORGANIZED KNOWLEDGE. 


Herbert Spencer has defined science as organized knowl- 





L. A. Gnam, Carroll, Member Executive Committee, 


edge, and we have organized and systematized the subject 
of salesmanship. Salesmanship can be defined as the sale 
of goods for profit, but in order to assure profits we need 
a broader definition than this. Salesmanship is the power 
born of the combination of positive qualities which enable 
those who possess it to influence favorably a high average of 
those persons to whom they try to sell. 
FOUNDATION STONES OF SUCCESS. 

Two foundation stones of success are character and 

health. By character I do not mean anything wishy-washy, 
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but the possession of true magnetic force. Health is not to 
be considered the ability to eat three meals a day, but is a 
harmonious condition of the entire human system which en- 
ables the proper performance of physiological functions, and 
promotes the positive qualities. Health and character rest on 
education. By education I do not mean that which you go to 
college to secure. The best college is the college of hard 
knocks and many of us can boast a post graduate course 
therein. 
EDUCATION. 


Education is the drawing out of our qualities and facul- 
ties. Knowledge and experience are a good mixture. Edu- 
cation is easy to secure. Concentrate your mind and think 
right and you will add daily to your store of knowledge. 
Every man desires to go to college if possible, and if he can- 
not go himself he desires to send his boys there, but if one 
cannot go to college he should get an education anyway. It 
is related of Napoleon that some of his generals came to him 


and said, “We cannot cross the Alps.” Napoleon re- 
plied, “There are no Alps.” If a thing is impossible, do it 
anyway. 


CLASSIFICATION OF SALESMEN, 


The first step in the organization of any science is the 
classification of knowledge. 

There are four kinds of salesmen: First, the retailers, 
who sell to individuals; second, the wholesalers, who sell to 
the retailers, who in turn sel! again; 
men, who sell to individuals—insurance solicitors, for exam- 
ple, are to be classed in this division; fourth, promoters, who 


take the initiative and create new enterprises. 


three, specialty sales- 


FACTORS IN SALES. 
First, 
article sold; 


You will find the following factors in every sale: 


the salesman; second, the customer; third, the 


fourth, the sale itself. 





W. H. Millard, Cherokee, ywember Executive Committe, 


SELF-EXAMINATION, 


A man should go home 
and look at himself; analyze himself and find his weak spots. 

There are three chunks into which every man should cut 
himself—namely : second, the mind, and 
third, the soul. Each of these three have certain faculties; 
thus the vigor and health are bodily faculties. Each quality 
of body, soul or mind has its negative. Thus, for the body, 
sickness The mind has reason and 


Science can help the salesman. 


First, the body; 


is the negative of health. 
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judgment as qualities and unreason and injudiciousness as 
their negatives. 

The soul has the emotion, faith, love, etc., and all have 
their opposites. The germs of all these qualities lie in all 
men. 

SUCCESS OF SALESMANSHIP. 

fhe success of salesmanship depends on the development 
of positive qualities to a marked degree, and this reminds me 
of a story. There was a man that died and went to heaven 
and St. Peter met him at the gate and asked him if he had 





T. J. Lomas, Cresco, Ex-Member Executive Committee, 
ever done anything to entitle him to admission. “Yes,” said 
the man, “I “Well, what specific acts of 
charity can you name?” asked St. Peter. “Well, I tell you,” 
said the man; “back in 1893 I was solicited for alms by a 
poor woman who was starving, and I gave her two cents to 
some bread with.” “Can other 
eleemosynary act?” “Well,” said the man, after thinking 
hard, “about two years ago I saw a newsboy who was stuck 
for his papers and I bought a paper from him, although I 
had already read one.” St. Peter turned to the recording 
angel and asked, “Are these incidents a matter of record?” 
“Yes,” was the reply. “Do you think we had better admit 
the man on the strength of it?” “No; I think it would be a 
better idea to return him his three cents and let him go to 
hell.” This man had charity to a mild degree, but to succeed 
we need the positive qualities to a marked degree. The em- 


was charitable.” 


buy you mention § any 


phasis to salesmanship depends upon the man. 


COROLLARY SCIENCE 


In regard to customers I would say there are many 
I do not advise 
any one to become a long-haired crank and make a mania of 
that matter I customers 


would object to your feeling their bumps, even if you wanted 


things corollary sciences that are of interest. 


phrenology, and for believe your 
to. But there is much to be learned from a study of decided 
types. The study of human nature means much and so does 
intuition. Women have by no means a corner on that com- 
modity. Intuition develops in due proportion to other posi- 
tive qualities. A special emphasis on those of a moral and 
spiritual nature. Woman has greater intuition than man 
because she has a greater development of the moral and 


spiritual qualities. Spirituality cuts a big figure in a man’s 
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business, and in this age of commercialism it is the commer- 

cial value of good, old-fashioned virtues that are generally 

recognized. There is great benefit from their development. 
THE QUESTION OF THE ARTICLE SOLD. 

The article sold is susceptible to great study, and in this 
connection the study of logic will greatly benefit a man. 
Pick anything to pieces that you want to sell. Find its salient 
selling features and marshal them logically so they will stand 
out like a sore thumb and so they will naturally appeal. The 
human windmill and the verbal cyclone are out of date. The 





Clarence Phillips, West Liberty, Ex-Member Executive Committee. 


men must know all about goods. Last winter I was in 
Boston when my in California, and I went to 
Trinity Church, where Phillips Brooks used to preach, in 
order I couid write to my wife and give a good account of 
There was a christening in progress and the minis- 
ter said: “Brothers and sisters, we are apt to look with 
indifference on little things. The world is made up of in- 
finitesimal atoms. This babe before you may become a great 
divine, winning all by his masterly eloquence. He may be- 
come a great jurist, pleading for the eternal principles of 
right and justice. He may become a great general, leading 
mighty victory.” After continuing in this 
grandiloquent style for some time, the minister asked, “And 
what is the name of the child?” The father replies, “Eliza- 
beth Ann.” Which that must 
right foundation. 


wife was 


myself. 


armies to 


shows you start out on a 
PSYCHOLOGY. 

Profits are made on the sale itself. One should not be 
scared from the study of psychology because it is a long name. 
The mind is the force of the body and just as an electrician 
studies the strength of his current so we should study mental 
forces. Psychology is simple. Much has been taken out of 
the category of hypothesis and placed on the basis of demon- 
strated facts. 

MENTAL LAW OF SALES. 

Let us take up the mental law of sales. We never pur- 
chased anything without doing four things. Digressing for 
a moment, when you place a flower in a vase you first see the 
flower when you are walking in the field; you take an inter- 
est in it and you pluck it and bring it home. In like manner 
every sale can be analyzed to be composed of four constitu- 
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third, desire, and 
This is true in every case. 

Attention when properly sustained becomes interest. In- 
terest when properly augmented becomes desire. Desire when 
properly intensified becomes a resolution to purchase. 

The working of this ruie was shown in the time of the 
bicycle craze, when thousands rode. These people could af- 
ford to buy bicycles when they could not afford to buy any- 
thing else. 

Nothing on the face of earth shows poor salesmanship 
as soon as price cutting. If a man is a salesman price cut- 
ting will quit. I believe in brotherly love. 


First, attention; second, interest; 


fourth, resolution to purchase. 


ents: 


SALESMEN AND ORDER TAKERS, 


In conclusion I will mention a Chicago man who en- 
ployed a thousand men, many of whom were on the road. I 
He said, “I 
takers.” The 
reason why so many men fail is because they are order takers 
I read a 
little article coming up on the train about Hamilton Wright 
Mabie, who said, “Practice makes for skill. 


asked him how many of these were salesmen. 


have three salesmen and the rest are order 


and not salesmen. Efficiency is worth building up. 
Discipline makes 
for character, and mental development makes for knowledge, 
but in order to make for culture they must become part of 
the man himself.” 


THE ETERNAL LAW OF HUSTLE, 


There is One point on which | know we both agree and 
which we will admit is of vital importance, and that is the 
eternal law of hustle. Every man should spend a few minutes 


and concentrate his mind in building himself up. The value 


of minutes is shown in a little article I read in one of the 
trade papers about President Garfield, who was once asked 
how it was that he was the best Latin student in his uni- 
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Latin 
me. 


who is the next best 


“7 he 


university 


versity. He said, man 


student in the rooms directly across from 


We both commence studying our lessons at the same time, 
and I study until his light goes out and then I study fifteen 


minutes longer.” Genius is energy intensified. Queen Vic- 


toria once complimented Paderewski on his genius for music. 
He replied, “Once I was an ordinary musician, but I deter- 
mined to be called a genius, so I practiced weeks, I practiced 
months, J practiced years, and then people called me a 
gcenius. But before I was a genius I was a drudge.” 


\ man should be able to work eighteen hours a day and 









, 
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not get tired. The world wants men. The age wants heroes 
who will struggle in solid ranks for truth. 

President S. R. Miles of Mason City, Iowa, announced 
that A. R. Sale of Mason City, secretary of the Iowa Retail 
Hardware Dealers’ Mutual Fire Insurance Association, had 
a few souvenirs in the form of coin purses which he would be 
glad to distribute to members. Wm. Orcutt of Sioux City, 
chairman of the question box committee, then announced the 
following questions: 

Is there any one who has used loose-leaf ledgers, and 
with what success? 

J. F. Doty of West Liberty, Iowa, said: 


“T have had 
very poor success with loose-leaf ledgers.’ 

J. S. Stauffer of Iowa City said:-“Our success with loose- 
leaf ledgers has been very good except in referring back to 
an account.” 

L Lindenberg of Dubuque said: “We have used the loose- 
leaf ledger and day book and would not think of going back to 
the old system. You have a sheet always ready for a charge. 
In regard to the ledger, will say that when you start an ac- 
count and one page does not suffice, you can slip in another 
page. You can add a page when you please. If the ledger 
becomes cumbersome, slip out the pages into a reserve. Try 
a loose-leaf ledger any length of time and you will not go 
back to bound books. Loose-leaf system is safe, practical and 
simple. You only have accounts in your ledger that are ac- 
curate. When you start a ledger you do not know how much 
business you are going to do with anybody, and with the old 
style you may have the same account, four or five pages, in 
different pages of your ledger. In the loose-leaf system John 
Smith page is always number one. We use the loose-leaf 
blotter for our original entries and itemize on the blotter. If 
there are only two or three items we itemize from the blotter 
Loose-leaf blotters are bound for that pur- 
We have 


to the ledger. 
pose and at the end of six months are bound away 





Ex-Member Grievance Committee, A. T. Nelson, Newton Junction 
used one for three years and have not lost any yet. The work 
is about the same as the loose-leaf system and the old style 
ledger, but you do not burden yourself with accounts. Dead 
accounts can be taken out and filed away.” 

Wm. Orcutt of Sioux City said: “In regard to difficul- 
ties in making monthly statements, that use 
carbon sheets and copy through onto this sheet. The invoices 
are torn out and mailed in the monthly statements, leaving our 
record here: This has saved our itemizing our monthly state- 
ment, which, as you all know, is a very hard job.” 


will say we 
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F. R. Currie of Mason City said: ‘Each salesman in our 
store has a book of slips in his pocket, fifty slips in all. He 
makes charges in duplicate and hands same to the customers if 
they desire same. At the end of the day the slips go into an 
envelope, which is marked with the date and is filed in a 
tin box. This simplifies the day book, because no clerk has 
to run for the charge book every time he makes a sale. If 
a clerk makes ten charge sales on one day he starts in on 
slip No. tr on the next day. There are no slips gone. We 
have used the system for two years and only lost three slips. 
It helps you find a day’s business quickly, as I only have 
to go to a vault to find an account quickly.” 





James C. Paulson, Newhali, member Executive Committee. 


D. H. Huston of Jefferson said: “I used two ledgers, 
but no blotter, and much the same system of clerks with 
books as Mr. Currie has described. Every charge is in the book. 
These are journalized and it makes more work for the book- 
keeper. I use the loose-leaf system, dividing my trade into 
thirty-day trade and farmers’ trade. All thirty-day trade is in 
the loose-leaf ledger. To avoid duplication our bookkeeper 
takes loose leaves with him when collecting. No record is 
kept of the bill after it is paid, for I can look up the original 
charge at any time. This is the only one that figures in court 
proceedings anyway.” 

L. Lindenberg of Dubuque said: 
shape you can refer to them, and I think it much better than 
Mr. Currie’s in finding accounts. You can find any charge 
made any day for six months past in two minutes.” 

C. E. Haas of Le Mars said: “We use a cash register 
and run the slips through the register. We take a regular 
balance every evening and the slips are filed away. We have 
2,500 accounts, city and country ledger. We have a different 
key, one for paying out, one for cash and one for credit slips, 
and all must balance. If I want an account which is charged 
two years ago I can show in five seconds the man to whom it 
was charged.” 

A member: “When a farmer owes you a bill for over 
two years, was this forty cents? I find it easier to give him 
the forty cents than to find the slip.” 

C. E. Haas of Le Mars: “We have envelopes and I can 
go back ten years.” 

Does it pay te use cash register in a store where there 
are three clerks? 

F. Currie, Mason City, said: 


“Our sheets are in such 


“T used the cash register 
















































































with attached slips and individual drawers. It promotes ac- 
curacy. Each man uses his own individual drawer. and 
makes up his report from cash on hand, and that is compared 
with the cash in the drawer. This system gives a man credit 
for his sales. I would never buy a single-drawer cash reg- 
ister. When you use them you cannot trace leaks. When we 
had one in our store there was a. shortage of between ten 
cents to five dollars every night, and we all went home feel- 
ing mean because we thought we were charged with the other 
man’s mistake. With the multpile drawer we never had a 
mistake of over 25 cents in a day’s sales. The only objection 


to a multiple cash register is that it requires about $75 in 
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change instead of $10. Unless you have a cashier system each 
man should be protected by having an individual cash drawer.” 

A member: “I used a self-indexing ledger and it is 
very practical in a small business. The great thing in post- 
ing is to find a name in the ledger.” 

C. H. Thomas of Kent: “The idea of a ledger is O. K. 
Most dealers who have a country trade do not make many 
entries on a thirty-day ledger. If I had a 40-cent account 
of two years without notifying him, I will give him a receipt. 
I believe in short, quick collections.” 

S. R. Miles of Mason City said: “Money judiciously 
spent for fixtures is one of the best investments a hardware 
man can make, whatever the size of his business. It matters 
not whether he does $8,000 or $40,000 business, whether his 
store is twenty or forty feet wide, nothing brings better re- 
turns than this. 

“If I could employ a clerk who could sell as many goods 
as good fixtures do, I would gladly do it. 

“Our Thursday program from 9 to 10:30 will be an 
executive session. We will be addressed by M. L. Corey, Ar- 
gos, Ind., secretary of the National Retail Dealers’ Hardware 
Association. Those who have had the pleasure of hearing 
Mr. Corey in the past will certainly be here. This will be 
one of the most interesting features of the convention. Other 
interesting papers wi!l be read.” 

Session adjourned at 5:20 p. m 

THURSDAY MORNING SESSION. 

Session opened at 10 o'clock by President Miles in the 
chair. Secretary Vincent, who was detained the day pre- 
viously, was at his station. The president announced that 
he would appoint C. E. Haas of Le Mars as Sergeant-at- 
Arms. 
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ADDRESS BY M. L. COREY. 


Mr. M. L. Corey, of Argos, Ind., secretary of the Na- 
tional Retail Hardware Dealers’ Association, was introduced 
by the chair and greeted with hearty applause. Mr. Corey’s 
address was in part as follows: 

“I am very glad to meet the retail hardware dealers of 
Iowa again in convention assembled and I am particularly 
glad to note the great increase in membership since the last 
time I was here. The fact that you have made such progress 
shows that your officers have been dving hard, conscientious, 
efficient work in behalf of this association. The confidence 
that I hear expressed on every side in your officers further 
demonstrates this fact. I am glad to say to you that all of 
our state associations with one possible exception show great 
gains in membership over previous years. 

The National Retail Hardware Association has made 
greater progress during the last year than in all its previous 
history, accomplishing more effective work and more enduring 
work than ever before. We can do nothing in our associa- 
tions for the good of our members that does not equally af- 
fect every dealer alike, whether he be a member or not. We 
are working along general lines, for the general good of the 
cause of the retail hardware dealers, and when your com- 
petitors, who are not members, learn to appreciate this fact, 
their better sense will lead them to come with us, 

Our National Association has never seen the time that 
it had as much money on hand as was really necessary to 
carry on its work. The fact is that the dollar you pay in to 
the National Association does not pay traveling expenses and 
the cost of the bulletin which we send you. 

THE PHILADELPHIA MEETING. 


One of the best trips that the officers of the National 





M. L. Corey, Argos, Ind., Secretary National Ketail Hardware 
Dealers’ Association. 
Association ever made was to the Philadelphia conference last 
May. Before the meeting, which was composed of repre- 
sentative hardware dealers and the best jobbing talent, were 
called one by one manufacturers, to whom we wish to explain 
our attitude. By the time we got through they acknewledged 
that what we were asking was just and right, and many 
valuable changes in selling the goods on the part of .these 
and many other manufacturers can be traced to that meet- 
ing. The national officers of your association have been 
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working with all their might to affect certain changes. The 
interest of the jobber and the retailer is one, and this fact 
is becoming more and more recognized. We have of course 
occasional trouble even now, but we must not censure the 
heads of jobbing and manufacturing houses too severely be- 
fore investigating. 

ATLANTIC CITY MEETING. 


A record of the proceedings of the Atlantic City con- 
vention appears in the last bulletin. That work was brought 
about in a peculiar manner. Eastern dealers look at things 
differently from us in the west. Word was sent to us that 
the secretary of the Parcels Post League had been visiting 
manufacturers in the east and had secured many signatures. 
You had passed resolutions in your state meetings at different 
times and we had done so in our association expressing our 
united opposition to the Parcels Post Bill, and the trade 
papers had taken up the same thing, time and again, and 
yet when we, as officers of the National Association, took 
the matter up with leading manufacturers in the east they 
told us that they did not know that a single hardware dealer 
was opposed to the bill. (Laughter.) After they found out 
that we proposed to take up the matter in the convention it 
was only by the hardest kind of work that we managed to 
get a representation on the program. In fact we had to tell 
them emphatically that if they heard Mr. Cowles, the secre- 
tary of the Postal Progress League, and did not hear us, we 
would consider their action unjust and unfriendly. After Mr. 
Bogardus and I had stated our case in the convention you 
could not find a manufacturer who was willing to take the 
responsibility of having invited Mr. Cowles to speak. It was 
a magnificent gathering, and we were given a cordial recep- 
tion, particularly by the jobbers, who finally took unanimous 
action against the Parcels Post Bill. 

He urged the members to write their congressmen in 
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opposition to this bill, and pointed out that the trade should 
secure the influence of local papers in opposition to the bill, 
as it is inimical to the local press of the town to have trade 
drawn away from them. He suggested the dealers should 
have heart to heart talks with farmers and neighbors and pat- 
ronize catalogue houses and explained the advantages of pur- 
chasing at home. He called attention 
Jan. 6, 1904, by W. S. Shallenberger, Second Assistant Post- 
master-General, in which that postoffice official in a letter to 
the Postoffice-General made strictures on a communication 


to a letter sent out 







received by him from M. B. Hartranft, managing editor of 

the Fruit World Publishing Company, Los Angeles, Cal., and 

temporary secretary of the California Postal Progress 

League. Mr. Hartranft made the following statement: 
HARTRANFT’S CLAIM. 

The British postoffice has made an arrangement with an 
American express company to carry parcels of merchandise 
weighing eleven pounds from New York to any point in the 
United States for 25 cents. This rate applies on packages 
mailed through the British postoffice to New York and a rate 
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of only 25 cents is added for continuing the package of 
II pounds from New York to San Francisco. For an Ameri- 
can citizen to send a package of 11 pounds from California 
to New York costs an average of $2.50. The British post- 
office is able to secure an American Express Company a 
rate of 25 cents on 11 pounds to any point in this country, 
but for the exclusive use of English people only. When the 
British government can secure better mail facilities in the 
United States for the English people than Uncle Sam can 
secure in this country for our own people it is time that 
somebody be heard from. 

EXPRESS COMPANY HAS FULLY COMPENSATED ITSELF. 

By the terms of the British parcels post, a parcel weigh- 
ing It pounds is subject, therefore, to a charge of 72 cents 
plus 72 cents, or $1.44, when sent to any point in the United 
States other than New York or vicinity. Many of these par- 
cels are carried very short distances from New York, while 
a very few of them are carried as far as the Pacific Coast. 
I venture to say that the express company, in estimating the 
proportion of nearby deliveries to its distant deliveries of par- 
cels, has fully compensated itself for the service it renders 
Great Britain at rates commensurate with those charged our 
own people. 

ERRONEOUS RATE OF EXPRESS COMPANY COMPENSATION. 

Mr. Hartranft, before stating that a rate of only 25 cents 
is added for continuing a package of 11 pounds from New 
York to San Francisco, should that the 
additional 48 cents for every parcel, large or small, regard- 
less of where it was to be delivered, received by the express 
company did not, in fact, compensate the company at the rate 
of $2.50 for every parcel carried to San Francisco. The ar- 
rangement between the British postoffice and the American 
Express Company is somewhat analagous to that which ex- 
ists between the United States government and the railroads. 


have ascertained 
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The United States charges two cents for sending a letter from 
New York to California and the same amount for sending it 
from New York across the river to Jersey City. 

RAILROAD COMPENSATION IS BASED ON MILEAGE. 

On the same principle, Mr. Hartranft might say that the 
United States has an arrangement with the railroads where- 
by there is no charge whatever for continuing the transmis- 
sion of a letter from Jersey City to San Francisco. The fact 
is that the railroad companies receive compensation for the 
carriage of letters from New York to San Francisco on the 
basis of mileage. The United States, on the contrary, charges 
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a uniform rate of letter postage regardless of distance, which 
rate more than reimburses. So I apprehend the British rate 
on parcels, being $1.44 for a parcel weighing 11 pounds, to all 
points in the United States other than New York city and 
vicinity, a large proportion of such parcels going to nearby 
places, fully compensates itself and at the same time fully 
reimburses the express company for the general business tran- 
sacted. 
AMERICANS HAVE THE CHEAPER / SERVICE. 

A careful comparison of postal routes, fees and charges 
in the British postal service with those of the United States 
justifies the claim that, considering the wide extent of our 
territory, our people have the cheaper service. 

The question raised by Mr. Hartranft as to the duty of 
the general government to market the produce of the farmer 
and fruit grower through the medium of the mail service 
transportation, or establish a domestic parcels post for the 
transmission of merchandise generally, with the understand- 
ing that the uniform rate, regardless of distance, will be 
charged, is one upon which our people widely differ, and 
which congress alone can settle. 

President Miles of Mason City said: “The idea of a 
petition to Congressmen in opposition to the Parcels Post is 
an excellent one.” 

M. L. Corey, of Argos, said: “Undoubtedly some of us 
do not know who their congressmen are. They should go 
to their postmaster, as he can always tell you.” 

The question of catalogue house competition was dis- 
cussed at length. The danger from merchants in patronizing 
catalogue houses was dwelt upon because it gave farmers a 
chance to make the argument that it does not pay you to 
patronize your brother merchant and it does not pay us. It 
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was pointed out that it was a good idea for dealers to have 
a catalogue house on their floor, as these stoves are made 
up specially for that trade, being lighter, more poorly fitted 
and having less nickel work. 

A member narrated an incident of a farmer who came in 
to see him and asked for repairs for a stove which he had 
purchased from a defunct Minnesota catalogue house. The 
man needed a bottom grate and a center back. The member 
said, “Your stove is not listed. I can furnish stove repairs 
for any stove on earth except a catalogue stove.” “Must I 
throw away the stove because I have no grate?” asked the 
farmer. The member replied, “If you had bought the stove 
of a local dealer we would have been under obligations to 
get you a grate.” I advise raising prices and talking quality. 
A man running for senator and the owner of the principal 
newspaper of our town buy outside of town, and I 
think the local papers should take up the question of home 
buying. Why mince matters? Why not say to catalogue 
house patrons, “You have no right to send your money out 
of town. I pay $200 or $300 for taxes that goes to educate 
your children, and you have no right from cutting me off 
of doing a legitimate business.” The question of dealers 
selling goods at a reduction to persons living in towns ten 
or twelve miles away were severely deprecated. One member 
said the man who does business on the idea that he should get 
50 cents somehow from the man who cémes into his store 
once or twice a year has not a particle of correct business 
sentiment 

M. L. Corey, of Argos, Ind., said: “It is the work of the 
association to get better feeling among dealers and introduce 
better methods, and to do business on business principles. 

After several phases of catalogue house work were dis- 
cussed, in reply to a question Secretary M. L. Corey stated 
that the two hardware jobbing houses in St. Louis both re- 
fused to treat with any organization or body of retailers and 
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would not agree to make concessions to the retailers under 
certain conditions. 

Continuing, Mr. Corey said: “The officers of hardware 
associations have never advised association members not to 
patronize these two St. Louis jobbers, and did not now 
propose to ask them not to patronize them, but he did ask all 
the membership to remember that these St. Louis firms were 
not friendly to the retail dealers’ hardware associations.” 

Frank R. Currie, of Mason City, then read the following 
paper on 











































































52 THE AMERICAN 
CREDITS. 


MISTAKE NO. I. 

I fear the first mistake in the management of the Hard- 
ware Dealers’ Association of the state of lowa was made 
when they asked the writer to open for you the subject of 
“Credits.” 

MISTAKE NO. 2. 

The second big mistake was when a young man con- 
sented to this herculean task, but I aim that the general order 
shall be reversed at this time. This shall be the “short and 
long of it” for the hour, a “short stop” paper by the writer 
and a “home run” on discussion by you. 

OUR COMMON INTEREST. 

At the beginning allow me to say that this is one common 
interest that permeates every kind of merchandising in the 
state of Iowa in the greatest degree. Every style of mer- 
chandising counts this its greatest burden and greatest con- 
tention. Further than this, hardware men of Iowa, it is per- 
haps the one item of our business that ninety-five out of 
every 100 men can not abolish, for reasons which are not 
asked for here. I expect there are 95 per cent of the men 
here who could cut out the stove business and yet make the 
hardware business pay; 95 per cent could discontinue the 
furnace business and yet make a living; 75 per cent could 
close up a tin shop altogether and make just as much money— 
and so we could go on through the lines that make up our 
business; but can you eliminate that nightmare, “credits”? I 
don’t believe in the state of lowa one-fourth of the hardware 
dealers could cut out the credit business and live, do you? 

A UNIVERSAL PART OF HARDWARE DEALERS’ STOCK IN TRADE. 

Inasmuch as this subject is a universal part of the hard- 
ware dealers’ stock in trade, the successes and failures of its 
rank and file must to a greater or less degree be traced to its 
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successful or unsuccessful management. I can hardly believe 

that a poor collector ever made a success in the hardware 

business—that is, a success worth speaking about—but I have 

had pointed to me successful merchants, and invariably it was 

conceded, “He was a good collector,” or “Wise on credits.” 
MERCHANT IS IN BUSINESS TO SELL GOODS. 

The merchant is in business to sell goods; that is his way 
of making money. In this age of high living and strenuous 
life, every purchaser does ont always have at hand the “lady 
on silver” to supply his requirements. Mr. Merchant looks 
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into the iuture and carries his friend on his requirements, 
real or imaginary, expecting the coming of a settlement date. 
He does this for a number of reasons—first, he wants “the 
business”; second, he wants a “big business”; third, he wants 
a “bigger business”’—and unless just here he tightens on the 
reins and cracks the whip in the right place, the end of the 
year may find him with more business and less money than 
is really satisfactory to himself, to Mr. Dunn or Mr. Brad- 
street. 
FRIENDS. 


As business grows and clerks increase in numbers, dan- 
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gers more hazardous creep into the hardware business; for 
every man that is a vendor of merchandise for you has friends. 
Now that is good, for it means business; but in parentheses we 
must add also credits ; and my experience is that few clerks or 
partners who have nothing to do with the last end of the 
credit business have commendable discretion at the front end. 
There should be rules laid down for clerks and partners as to 
who and how much they may credit; also if they be allowed 
to open accounts, 
INCOMPLETE CHARGES. 


In passing I might say that improper and incomplete 
charges cause misunderstandings and losses in accounts, also 
losses in patronage, which are altogether without excuse. A 
charge should be entered plainly and complete, always stating, 
by a system of abbreviations when possible, who ordered or 
got the article. This is only a small item, but classifies as 
“starting right.” 

ACCOUNTS WELL OPENED ARE HALF CLOSED. 

Let us change an adage at this point: “Accounts well 
opened are half closed.” I think this well taken. It is poor 
policy to hand over items of any amount promiscuously, say- 
ing nothing about a settlement date. This applies especially 
to items of size and to persons who have comparatively little 
knowledge or system in their business. Don’t urge the man 
of lax business methods to buy on credit, and never unless 
you make him understand that at a certain time you want the 
money. 

LEASE DOES NOT END ALL TROUBLE. 

In this connection I might add that a lease or contract 
does not end nor eliminate all the trouble. . If you will visit 
the rear door of the installment house and. watch them unload 
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their wagons as they bring back articles of every description, 
you will be convinced that a man’s signature does not always 
collect the account, but you will find in many cases that your 
trouble has just begun. However, leases and contracts are 
good, and are one of the aids in the conducting of successful 
and safe credits. 
MASSES SHOULD BE EDUCATED. 

Besides the education of your clerks and partners there is 
the education of the masses, and if every merchant would put 
his shoulder to the wheel on this problem collections would be 


easier for all of us. It is a mistake to carry the impression to 
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your trade that you have lots of money, and they need not be 
in a hurry to settle their accounts. This is all right for a few 
of your rich men, but the sooner you quit this practice the 
easier it will be for the big majority of us who need the money 
to look after our collections. A regular system of statements 
should be put in force and scrupulously followed. This will 
soon educate your trade to know that they are expected to pay 
your account. 
ANTICIPATION. 

I wish at this point in this paper to add one item that I 
have not heard much agitated, although it may be old to 
some of you. You will agree with me when I state that the 
majority of successful hardware men are endowed with the 
sixth sense in the conduct of their business—namely: “antici- 
pation.” Do we not anticipate the market? Do we not antici- 
pate the season’s wants? Don’t we sometimes anticipate 
financial crisis? To all of these and more you will answer 
yes, but let me ask you what percentage of merchants antici- 
pate “credits.” Why don’t we anticipate and get early 
returns on a man’s credit standing when we are introduced to 
the new arrival in the city? 

SHOULD SEEK OUT CUSTOMERS BEFOREHAND. 


I believe, gentlemen of the convention, that the biggest 
item of neglect in the management of the credit department of 
our business is that we don’t seek out our customers before- 
hand. . Let your clerk hand in the name of the young man he 
met on his last evening out in society. You look up the new 
lodge member or the man who joined yaur church last Sun- 
day. Make this list as large as your mailing list. Yea, there 
is a good place to commence to seek out sources of accurate 
information ; make the list to include men and women, young 
men and maidens, the hired man and the servant girl, as well 
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as the corporation and partnership. Have a complete list at 
your desk, require your men in your employ by study to 
know your instruction on individual names and act accord- 
ingly. 

SHOULD STAND BY CONVICTIONS. 

After this research has established a conviction and reso- 
lution, stand by it; don’t let the desire for business, friendship, 
sympathy or any other motive cause you to go back on your 
research and best judgment. 

In closing let me say in my best judgment the successful 
conducting of a credit business depends on its management in 
the sales department, as well as good methods in looking up 
and closing accounts. 

MUST HAVE ATTENTION. 

Chere are lots more fascinating books than our ledger, but 
sound business sense tells us that not only our bread and 
butter is there, but considerable pie and cake. 

I hope now that those of riper years and tried judgment 
can add practical experience to this hour which will give us all 
inspiration and good suggestions for the conduct of our busi- 
While this edge of the business I take to be the least 
attractive of any, it must have attention. 

W. M. Orcutt, of Sioux City, chairman of the Question 
Box, then read the question, “How can we reduce our credit 
sales without reducing our total sales?” 

A member said that his experience in having bad accounts 
collected by collection agencies had not proven successful and 
it was the general concensus of the convention that collec- 


ness. 


tion agencies were not satisfactory. 
W. C. Baumgartners, of Dubuque, then read the follow- 


ing paper on 





Cc. 8. Barger, Albia, Ex-Member Executive Committee. 


STOVES; SHALL WE LET THIS DEPARTIIENT 
OF OUR BUSINESS GO THE INSTALLMENT 
HOUSES? 


PUZZLED, 
When I received our worthy secretary’s letter asking me 
to read a paper before this gathering, I was puzzled. As I 
have never had the honor of doing anything similar to this, 
and I was puzzled the more when the following subject was 
assigned me: 
“HOW TO SELL A GASOLINE STOVE.” 
This may seem a very simple subject to talk upon, but it 
is a very hard thing to explain, as each customer you ap- 
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different from the last one When a customer en- 
} 


store, the first thing to do is to find what kind of a 


proach is 
ters you! 
a generator, high or low stand, 
giant When find the kind 
wanted, talk about the burner and size of flame, stand pipe, 
Talk 


and the 


gasoline stove is wanted, 


burner, or a vapor stove. you 
brass or iron. If the latter, say nothing about quality. 
about the tank 


safety of your stove, and finish by lighting it. If 


valves and convenient levers, the 
your cus- 
tomer is one who has been shopping and tells you about your 
Valk about 


the simplicity in operating, and the qualities of being odorless, 


neighbor's stoves, the less you say the better 


smokeless and economical. If you have a customer who 


thinks he knows more about gasoline stoves than you do, let 


him do the talking, and, if chance to put in a 


word, talk to the point and you 
ing the sale. 


you get a 
will have no trouble in mak- 
THE BEST IS THE CHEAPEST 

than your 


is the 


dollar or higher 


is better, and the best 


Should your price be a two 
neighbor's, say that your stove 
cheapest. 

Always giving the best results. We 


do have some trou- 


bles without seeking them. For instance: When you are 
called to the ’phone by a customer living two or three miles 
from the store, who says, “That gasoline stove which | 


bought yesterday leaks and puffs; we can't make it work; it 
[ wish you would call for 
We bow humbly 


is they never come 


is no good; and I am afraid of it. 
it at once or I will pitch it into the alley.” 
and wish we had sold a gas stove instead, 
back. 

Some gasoline stoves are like the ca 


t, when we think 


they are gone, they come back the very next day 
W. C. Baumgartner, of Dubuque, on being asked for his 
“For years I 
best that 
of cus- 


experience in handling kerosene stoves, said 
have tried to get the 


lo« king 


have handled oil stoves and 


over my list 


found in 


money could buy. I 





Ex-Sec. OC. W. Brelsford, Villisca. 
tomers that I would lose one after another. These losses 
being occasioned by their finding oil stoves unsatisfactory. 
Then I tried different stoves. CuStomers have frequently 
brought these stoves back and asked to have their money 
returned, which I always did. They have asked to have 
others substituted, which I did. I never found an oil stove 
q which was satisfactory.” 

President S. R. Miles, of Mason City: “How many here 
have found oil cook stoves satisfactory?” There were no re- 
plies. The negative of this question was then put and re- 
ceived an almost unanimous response. 
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“To what extent are 
In response to a call 


The next question brought up was 
cast cooks replaced by steel cooks?” 
from the chair as to the number of dealers who were selling 
more cast cooks and ranges than steel cooks and ranges, there 
were three affirmative replies. When the question was put 
as to whether steel were supplanting cast cooks, there was 
nearly an even division on the subject. 

Frank L. Currie, of Mason City, said: 
cast cook, two qualities of steel cook, cheap and good, and 


“T handle a cheap 


a high quality steel range.” 


The next question was: “IVhat is the opinion of dealers 








Ex-Vice Pres. E. G. Penrose, Tama. 


oucerning the durability of medium-priced steel cooks and 
cast cooks?” : 

D. H. Huston, Jefferson: “Any one with experience in 
iron and steel knows that steel is corrosive. When they first 
commenced making steel they used for 
shingling ; but now these are being generally discarded for the 


old type of iron cut shingle nails. Steel will corrode more than 


wire nails were 


iron, and cast iron will outlast steel when subject to corrosion. 
In talking of steel ranges, one man has said that two went 
to pieces in a year, being rusted out. No one ever heard of a 
cast stove with a hole rusted through it. Everybody wants 
a. steel range. It is a fad. But the cast will come 
back.” 

A member: “I have known of cast stoves that have been 
in use for 18 years. Since the time of steel ranges have come 
in within the past year three of the best steel ranges made 
have been sent back by me to the factory. Its body was all 
gone, but the cast part is as good as ever. Steel ranges will 
not stand the test of time, judging from past experience.” 

W. C. Baumgartner, Dubuque, said: “For fifteen years I 
I never had one come back that 


stove 


have handled steel ranges. 
was rusted or warped. I have handled every make practically 
I have seen cast stoves that lasted 
twenty-five or thirty years. They would crack and would be 
used longer after they were cracked than before. A little piece 
of casting would drop out and it would be patched up. The 
top of a cast stove become cracked after three or four years. 
I have had more trouble with cast cooks than with steel 
ranges.” 

C. H. Thomas, of Kent, said: “I have sold steel ranges 
for thirteen years. I first sold one to my father-in-law. For 
the first two years we sold the best steel range made. We 
believe in selling the best goods. In five years people will 
buy all their steel ranges from the dealers if dealers pur- 
sue this policy. At the end of two years we took up a cheaper 


and none ever came back. 
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steel range, and then our trouble began. The ends rusted 
out and the body rusted through. If any one handles steel 
ranges they should handle the best. A few years ago a cus- 
tomer wanted to trade a cast stove for a steel range. He 

had had the stove thirty-five years and had raised his family 
| by it. No such experience would be possible with the best 
steel range made. We cater to what the people want. A 


man had an oak stove picked out in the catalogue which was 
cheaper than mine. I said, weight the stove pound for pound 
and I will back mine as giving the most weight for the 
money.” 








Ex-Treas. Geo. Lister, Manchester. 


D. H. Huston, of Jefferson, said: “The trouble with 
catalogue houses is that many stoves are shipped of which 
we know nothing. The farmers do not give the dealers a 
chance. If a dealer compares weights he is likely to fall 
down nine times out of ten. The question is, is the heavier 
stove the best. Of the stoves made of pure gray iron and 
one made of scrap moulded over and over again, which is the 
best? The people say the catalogue house steel range will 
wear out in five years. But we must compete with them 
now. We must live now.” 

M. W. Keating, Afton: “You can generally tell by indica- 
tions when someone is thinking of buying a catalogue house 
stove. They come in and ask the price of the stove with an 
18x2I-inch oven. saying they do not wish this stove. Ina week 
or so they buy their range from the catalogue house. When 
you have a stove from the catalogue house on the floor it is 
easy to combat them. This trade which is being diverted 
would probably revert back to the hardware dealers. For 
instance, I have a standard stove on my floor—an Oak weigh- 
ing 225 pounds, which I sell for $22. A farmer shows 
me a stove of the same weight which he buys at half price. 
It is hard work to convince a man that your stove is that 
much better. I talk to them something like this: ‘Because 
the stoves weigh the same there is no reason why my stove 
is not twice as good. You don’t buy a horse by weight, and 
oftentimes pay more for a horse that weighs 1,200 pounds 
than for one-that weighs 1,600 pounds.’ What we need is 
a stove with which we can compete with catalogue houses at 
their own price.” 

A member: “I bought a stove from Sears, Roebuck & 
Co., No. 28 gauge iron, for $30, which I have on my floor 
in competition with a _ stove made of No. 16 gauge iron 
which I sell for $50. I am going to sell that Sears, Roebuck 
stove if I have to keep it on my floor for thirty years to do 
so. I have sold ten stoves by showing the Sears-Roebuck 
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stove. There was a man in our vicinity that bought one 01 
these stoves and used it for three years, at the end of which 
it was no good, so you see it cost him $10 a year for his 
stove.” 

A member said: “Do not think that Sears-Roebuck and 
Montgomery Ward are going out of business. There are 
men who have not tried them. We should fight them, for if 
we lay down we get the worst of it. A customer recently 
asked me for some steel range casting to put on his steel 
range. It was a catalogue steel range for which he had paid 
$32, and in the two years he had it he had paid $65 for re- 
pairs. He wanted to get some casting off of one of our 
stoves in which to patch it up. It is not so difficult to sell 
steel ranges. It takes ability of the dealer to break down 
prejudice. This does not hurt the dealer so much as not 
having the opportunity to sell. It occurs to me if we could 
educate the trade that these stoves are not good and impress 
the community with their faults we could get an opportunity 
of getting at the customer before he buys. Manufacturers of 
high-grade stoves ask too much for their goods.” 

The following resolution was then presented by J. P 
Doty, of West Liberty: 

“To the Hon. A. B. Cummins, Governor of the State of 

Iowa, and Members of the 30th General Assembly: 

“We, the retail hardware dealers of the state of Iowa, in 
convention assembled, do most respectfully petition your hon 
orable body to enact a law restraining the sale of goods in 
bulk in fraud of creditors. 

“We, having suffered in the past by being forced to com 
pete with these trading stocks, regard same as a menace to 
legitimate trade, and we petition for enactment of a law that 
wil! afford us permanent relief.” 

The convention adjourned at 12:30 p. m. 

THURSDAY AFTERNOON SESSION. 


[he Thursday afternoon session was called to order at 3 





Ex-Member Grievance Committee, P. P. Perrin, Des Moines. 


p.m. W. H. Levy, state organizer for the Iowa Retail Gro- 
cers’ Association and the Iowa Retail Hardware Association, 
thus addressed the convention on the subject of the peddlers’ 
license law before the Iowa legislature, as follows: 

Gentlemen of the Iowa Retail Hardware Dealers’ Associ- 
ation—It is the expectation of the Iowa Retail Grocers’ As- 
sociation to secure a law that will do away with the car lot 
peddler, who pays no taxes and ships in goods in car load 
lots. The present law is a farce. It provides for county 
licenses of not less than $1 and more than $50 to be taken 
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ut quart [his makes a charge of 25 cents for three 
nonths’ u f a county in taking orders. Another fault of 
the present law is that the term peddler is not defined. Men 
who leave goods at a hotel and take orders are not ped- 
dlers. The legislature has the power to define what they 
mean by a certain word. The new law, as we propose to 
have it, wiil have much the same verbiage as the old law. 
But it provides for a license between $50 and $100. Another 
addition is the definition it gives of a peddler. That is in- 
cluding all persons selling by sample or taking orders. 


for immediate or future delivery. The exceptions 


] 


lling g¢ ods 


Whether for 
made 
transient venders of drugs, and those who sell in a wholesale 
way to retail dealers. At fifteen car 
loads of groceries have been shipped in, steel 
range men have been at work, five or six refrigerator men, 
The passage of this 


are persons s¢ they produce themselves, 


some counties six to 


seven to ten 
not to speak of cream separator men. 
bill will cut these out. Three thousand grocers in session 
here have gone to see their representatives at the capital to 
secure the passage of exemption laws which will enable them 





Treasurer National Retail 


Minn., 
Hardware Dealers’ Association. 


A. T. Stebbins, Rochester, 


to garnishee 25 per cent of a man’s wages and to pass a ped- 
dlers’ bill. 

I have seen nearly all the members of the judiciary com- 
mittee af the House and Senate about this bill, and all mem- 
bers should see their representatives. The passage of this 
bill means an increase in business of from 15 to 30 per cent. 
To build up towns we must increase the volume of business. 
Ninety-nine out of a hundred of these peddlers beat the men 
they deal with. 

Action on the peddlers’ license law was referred to the in- 
coming executive committee. 

A. T. Stebbins, Rochester, Minn., then addressed the con- 
vention as follows: 

I have always experienced pleasure in appearing before my 
brother hardware men. I came here on the solicitation of 
Brother Ladner of the Insurance Association of Minnesota, 
and hereby hangs a tale. You have heard the story of “The 
Priest and Pat,” who were walking along the road when they 
heard a jackass bray. The priest said, “Pat, your brother 
is calling you.” “Yes, father,” said Pat, so I had to say 
“Yes” to Mr. Ladner, the father of the association, when 
he asked me 
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Now another story. There was a good Methodist preach- 
er who had a monomania for preaching on infant baptism, 
and so when he had to speak before a conference they gave 
him as a text, “And Noah built the ark.” He said, “This 
text naturally devised itself into three heads. First, did Noah 
build the ark? Did it sprinkle or did it rain? Third, infant 
baptism. As I am not sufficiently acquainted with the first 
and second heads of this discourse, I will confine myself to 
the third, infant baptism.” I will say that I am better ac- 
quainted with association work than insurance work. 

We formed a our town. This 


was brought about in the first place by some merchants han- 


merchants’ association in 
dling trading stamps while others did not, and in our case, 
trading stamps proved a blessing in disguise. Every mer- 
chant in Rochester, fifty-seven in all, are members of our 
merchants’ We have a list of people who do 
not pay their debts. If an account is not paid, we write 
the delinquent a letter stating that if the account is not paid 
by a certain date, his name will be reported to every mer- 
chant in town. This system of collection beats any lawyer. 
3y means of a booklet we talk to out-of-town customers and 
show them why we can sell cheap. Farmers are organizing 
everywhere. The interest of the farmer is the interest of 
the merchant. Jim Hill said recently that the interest of the 
men located along his line was his interest. When we learned 
that the farmers in our vicinity were about to organize, we 
wrote them that we would furnish them with a hall for their 
meetings and our secretary would help them in correspon- 
dence, etc. 

Yesterday 800 farmers were brought to our city poy the 
Merchants’ Association. We pointed out that co-operation 
of merchant and farmer was better for the merchant. We 
turned our meeting over to the farmers, the merchants paying 
all the expenses and they provided an organizer, who formed 
the American Society of Equity. This is formed on a new 
idea from other societies, like the Grange and the Farmers’ 
Alliance, as its purpose is not to regulate other interests, but 
to regulate the farmers’ own business. The organizer for 
this society denounced the practice of sending away for goods. 

Mutual fire insurance is a necessity. It is of comparatively re- 
cent origin, the first company having been formed in 1752 
with Benjamin Franklin as one of the incorporators. The 
original rate was $1.17 and $300,000 of insurance was writ- 
There are three kinds of insurance, Loyds, 
stock and mutual. Loyds is for the underwirters, stock is 
for mutual benefit, and the third kind is mutual. Mutual 
companies doing a general business are subjected to greater 
losses than if they confine themselves to a single line. An- 
other element is that all members are members of the com- 


association. 


ten the first year. 


pany. Every member of our association is practically an 
agent. The account of the old line companies for expenses 
is 41 per cent. I give you the result of insurance in Minne- 
sota. 


PERCENTAGE OF LOSSES TO PREMIUMS. 


In 1900 our gross premiums were $8,391.91 and our gross 
losses were $1,294.14, or only 15 per cent of the premiums. 
In 1901 our premiums were $12,573.61 and our losses were 
$2,344.98, or 18 per cent of the premiums. In 1902 our pre- 
miums were $19,708.03, and our losses were $67,752.22, or 
39 per cent of the premiums. This was our most disastrous 
year, as a number of heavy fires in December made a heavy 
increase in the percentage of losses to premiums. In 1903 
our gross premiums were $3,381.50, and our gross losses were 
$5,155.87, or 17 per cent of the premiums. Taking a total of 
the four years up to December 31, 1903, and our gross pre- 
miums were $71,054.05, while our gross losses were $16,- 
547.21, or 23 per cent. 


DECREASE IN PERCENTAGE OF OPERATING EXPENSES. 


Another feature to which I will call your attention is the 
fact that our percentage of operating expenses has been con- 
tinually decreasing. For 1900 our gross expense was $2,- 
196.61, or 26 per cent of the premiums; loss and expense 
together were 41 per cent of the premiums. In 1901 our 
gross expense was $1,769.27, or 15 per cent of the premiums; 
loss and expense together were 33 per cent. In 1902 our 
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gross expense was $2,436.40, or 12 per cent of the premiums; 
per cent. In 1903 our 
2, or 10 per cent of the premiums, 
while loss and expense together were 27 per cent. Our total 
expense in four years was $9,415.00, or 14 per cent of the 
premiums, and our loss and expense together amounted to 
36 per cent of the premiums. The financial condition of the 
company on December 31, 1903, was as Cash on 
hand and due from policy holders, $35,948.58; reinsurance 
reserve, $13,008.07; net surplus, $22,940.51; insurance in force, 
$1,308,808 ; the return premium for 1904 was 30 per cent. 

Mr. Stebbins then read a letter from Secretary Matthews 
of the Minnesota Insurance Association, in which he stated 
that during the first week in February that company had 


loss and expense together were 51 


gross expense was $3,012.7 


follows: 
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patronize your. own insurance company, and I cannot see how 


any hardware man can fail to take advantage of this in- 
surance. Many of us carry insurance in more than one 
state. And there is nothing to prevent any one from joining 
insurance sociations in several states. In Milwaukee, where 
I was last week in attendance at the meeting of the Wis 
consin Retail Dealers’ Hardware Association, they had re- 
ceived $171,000 of insurance by mail and $165,000 additional 


insurance was received at the meeting 


This would double the membership of the association 


dealers to prevent fires Fric 


It is to the interest of the 


tion caused by a big policy rubbing against a small stock of 


goods is a frequent cause of fire. Many fires are set by 


defective wiring, or by neglected ash heaps, straw piles, etc 





Officers and Members Iowa Retail Hardware Dealers Mutual Fire Insurance Co, 


written $65.350 of insurance, on which the premiums were 
$1,696.28. Their loss during the week was $238.36. Secre- 
tary Matthews added, “A very gratifying feature of our in- 
surance business is a fact that a large proportion of our 
policy renew. As our old policy holders never quit except 
when they quit business, it follows that our present average 
are two new policies a day, means that much per minute in- 
crease in the business. We are also getting many inquiries, 
and altogether the outlook is most flattering.” 

We are not allowed to solicit insurance, but can write in- 
surance in other states as well as our own, as was decided 
by a recent test case in the Supreme Court. Our insurance 
feature has brought our membership to 566, and as Minne- 
sota only has goo dealers, while Iowa has 1,700, if Iowa 
had as many in its association in proportion to those in Min- 
nesota, it would have over a thousand members, largely 
brought in by the insurance feature. Our policies are writ- 
“ten the same as those of the old line companies. Last win- 
ter we secured an amendment in the legislature of Minne- 
sota allowing us to place insurance on residences. We are 
allowed to place $3,000 of insurance on a man’s store and 
$2,000 on his house and household goods. Some hardware 
men are extending their lines of insurance in this direction. 
I am glad to see that Iowa is waking up. I advise you to 


L. Lindenberg, Dubuque, then read the following report ot 
A. R. Sale, Mason City, secretary of the Insurance Association 


INSURANCE REPORT. 


OPENING OF OFFICE 

In submitting a report of the secretary's office at this, 
your first annual meeting, it may not be out of place tc 
recount some of the steps taken prior to the writing of our 
first policy. 

The office was opened on the seventh day of April, 1903, 
when we began the work of preparing the articles of incor- 
poration and by-laws. The articles were prepared under the 
supervision of our attorneys, as we were unable to obtain any 
that seemed to be a sufficient guide in the other mutuals 
[his office furnished the outline and plan of what we wanted, 
and the attorneys gave them the proper legal form and pol- 
ish. The by-laws were the product of the president’s ef- 
forts in connection with a little compilation and selection on 
part of the secretary’s office. As these tw» documents lic 
before you, on the printed page they seem simple and inof 
fensive enough. 

DOCUMENTS ARE FILED 


But it took many weeks of writing and re-writing, many 
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conferences with attorneys and state officers, volumes of cor- 
respondence, two personal calls at the auditor’s office before 
we were finally allowed to file them for record in the county 
and state offices. On the first visit of your officers to the 
auditor’s office, May 19th, it was supposed that we would 
be ready to canvass for the applications by June Ist, and the 
executive committee met on June 2d to make a final can- 
vass of the matter. But on June 15th we were again in ses- 
sion with the officials at Des Moines, who refused to approve 
the papers filed by a member of the board of directors on 
June 4th. We again submitted a revised copy on June 23d, 
and received permission to record the papers and begin 
soliciting for the necessary $100,000 of applications, which we 
must have before we could begin business. 


LIST OF APPLICATIONS FILED. 
We mailed out our first general letter to the dealers of 
the state under the date of June 29th. August 15th we were 
enabled to file a list of applicants for one hundred thousand 
dollars’ worth of insurance. On August 20th we received 
full authority from the state department of insurance to 
write our first policies. 


LARGE GENERAL CORRESPONDENCE IS CONDUCTED. 


Many of our applicants, of course, wanted their insur- 
ance to take effect on dates prior to this. This business we 
had to place with reinsuring companies. This, of course, 
cuts down some of our profits for the first year. Then quite 
a large block of this insurance was for dates beyond the 
present time and has as yet yielded no return. We have 
sent out to every dealer in the state other general letters 
under the dates of October 1st and November 3oth. Again on 
December 22d we mailed to every dealer a letter for the 
Retail association containing some of our literature and a no- 
tice of our annual meeting. We have conducted a large 
general correspondence with members of the Retail Deal- 
ers’ association and the inquiries and questions arising from 
the general letters and analysis of our mailing account show- 
ing the mailing of 7,000 pieces of I cent matter and 2,700 
pieces of 2 cent matter. We have spent nothing as yet for 
general advertising, and have employed no solicitors. 

The principle obstacles that we have found in building 
up the business have been the timidity that many have about 
placing their business in the hands of a mutual company; 
objections to paying the fee to the general association for 
membership; fear of offending customers who are agents 
for the old line companies; indifference to reading circular 
letters and printed matter; our inability to carry mixed stocks 
of goods; the bugaboo stories of the old line agents about 
the dangers of the mutual plan. 

Your new board of directors must devise ways and means 
to remove some of these obstacles which we have no doubt 
that they can do. 


SHOULD DOUBLE BUSINESS. 


By a well directed and forceful effort at the next meet- 
ing of the Retail Dealers’ Association we should be able to 
more than double the business now upon our books. 

This, with a little field work in every district of the state 
by the members of the board of directors or other friends of 
the insurance association will soon place our business upon 
a footing of the older and stronger hardware mutuals of 
other states. There is certainly no better field anywhere than 
our own state for the work of an up-to-date and successful 
hardware mutual insurance association. 


The statistics made by Mr. Sale after the tellers had taken 
applications for insurance at this meeting, read as follows: 


Applications at Kirkwood Hotel.................... $ 21,000 
ee Rn ne ee er ere 45,000 
RNIN GUE AIR skis oak cng a dindeaben'<ceensseee 68,206 
SOU DOORS §odse cc cecaaisnabcsdseccaenel $134,200 
ee, ee a ee ee 153,750 
BEOEE  .sscsen ogee sueeet eins ss kaekesantene $287,950 
our work are embodied in the following 
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ARGUMENT FOR MUTUAL FIRE INSURANCE. 


Our president, Mr. Miles, being a very busy man just 
now, has deputized me to present the insurance feature of our 
association. 

As we all realize, we live, at present, in an age of con- 
solidation. Capital is consolidated in the shape of gigantic 
trusts and monopolies. Labor, to protect itself and maintain 
its rights, is also getting together in the shape of unions. 
The merger microbe seems to be in the air, and permeates 
all phases of our social and business life. 

The retailer, thus far, has not done much to secure to 
himself the benefits accruing from concerted action with his 
fellow-merchants. More recently, progressive dealers in near- 
ly all the states of our Union have been meeting in annual 
conventions, to talk over their troubles, and by putting their 
heads together devise ways and means for bettering their 
condition. Of all the schemes proposed, I don’t know of 
anything that promises more direct results that the estab- 
lishing of co-operative fire insurance companies. 

These companies are organized and maintained by hard- 
ware men only, writing only hardware risks, which by insur- 
ance men generally are considered the safest of all, as the 
goods we carry are not at all hazardous, and even in case of 
fire the salvage is generally a considerable item. 

The old line companies pay large agent’s commissions to 
secure business for them and have high salaried presidents 
and other officers drawing large salaries. Do business in 
gorgeously furnished offices. 

By cutting out all these useless expenditures, the co- 
operative companies are placed in a position to save their 
policy holders all the way from 25 per cent to 40 per cent 
of their premiums. 

In fact, some mutual companies, in certain years, have 
effected a saving of as high as 60 per cent on regular rates. 
The plan of action heretofore adopted by the mutual compa- 
nies doing business in Iowa, was to assess a certain amount 
of the premium when the policy was written, and then call in 
another assessment if this was necessary. This proved a 
bunglesome and tedious way, leading to lots of misunderstand- 
ing and consequent correspondence. After working hard 
with our state officers, we have succeeded in having them 
sanction the following plan in organizing our company. We 
write the policy holders at the regular rates which they are 
paying. This sum is credited to the account of the policy 
holder. At the end of the year the losses and expenses of 
doing business, that have occurred, are charged up, pro rata, 
to each policy and the balance is returned to the policy holder 
in cash, or is applied on their next year’s premium. 

We offer safe insurance at the lowest possible figure, 
namely, at cost. The only officer drawing a salary is the sec- 
retary, and the other expenses being only those incurred in 
maintaining the office, and for directors’ meeting. 

There is no argument which can be advanced against 
mutual companies. The rapid manner in which they are 
multiplying speaks for itself. 

In conclusion, I would like to extend to every one of 
you a cordial invitation to join us, giving us at least a part of 
your business. Remember, “In union there is strength.” The 
larger our membership, the greater the saving for the policy 
holders will be and consequently the cheaper your insurance. 

Pres. S. R. Miles, Mason City, said: A year ago we fig- 
ured it out that it would need $200,000 in policies to pay 
expenses, but our rate is higher than we figured, and we 
made the association pay with less than that amount. As 
showing a faith in this association twenty dealers gave their 
notes for $250 each for collateral in securing funds to pay 
losses until there were sufficient funds in the treasury to pay 
losses, and they are to be reimbursed as soon as there is 
money in the treasury. This association is organized purely 
in the interest of Iowa dealers. The secret of success of 
mutual insurance association is the volume of business done 
and the economy of the expense account. Our expenses are 
very slight. There is a secretary’s salary and a nominal office 
rent, amounting to $6 per month. Then there are the travel- 
ing and hotel expenses of the members of the executive com- 
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mittee. We have called one meeting of the full board in 
accordance with the insurance laws of the state. The board 
of directors receive their actual expense and few seek the 
position. The success of the company is now up to the 
hardware dealers of Iowa. We have 1,700 dealers here. If 
$1,250,000 can be written by 900 dealers in Minnesota, then 
next year $2,500,000 should be secured by the dealers of Iowa. 
This enables you to buy insurance very cheap. The limit of 
insurance in Iowa is $2,000 on one stock and store and $3,000 
for one block. 

The chair here appointed W. H. Millard, Cherokee, J. F. 
Doty, West Liberty, J. E. Sharpe, Moravia, and F. E. Ritter, 
Hedrick, as tellers to secure applications for insurance pol- 
icies, with the result given in Secretary A. R. Sale’s report 
above. 

President S. R. Miles of Mason City called attention to the 
resolution passed at the last meeting of the board of directors 
permitting insurance on implements or furniture or any line 
carried in connection with hardware. As a large number of 
dealers carry implements, vehicles, etc., under the same roof 
with hardware these were now included. However, insurance 
would not be written on an implement stock where hardware 
was not also carried. 

President S. R. Miles said: The first thing that I do when 
I go home will be to carefully inspect my insurance policies 
in the old line companies. As a result of this fire in Balti- 
more, some companies that were in existence before the fire 
will not be in existence much longer. A fire like that at 
Baltimore can never menace the existence of a mutual in- 
surance company like ours. 

C. E. Haas of LeMars then read the following paper on 


HOW TO MAKE YOUR FIELD AND GARDEN 
SEED DEPARTMENT PROFITABLE. 


There are no doubt many hardware dealers here, like 
myself, who, in connection with hardware, handle seeds and 
have found this branch of the business profitable. In handling 
this subject of seeds I can only speak to you from my own 
experience, covering a period of over twenty years. With 
us in our city the handling of seeds has become a very im- 
portant factor; it is one of our greatest specialties in con- 
nection with our business, and the seed business as a whole 
in our city is controlled almost entirely by the hardware 
trade. 

HANDLING SEEDS NOT AN EASY PROPOSITION. 


The handling of seeds 1s not an easy proposition; it is a 
business that calls for the closest attention and must be un- 
derstood and closely watched to make a success of it. The 
merchant who starts out to lay the foundation for a success- 
ful seed business must keep constantly in mind the all- 
important fact—namely, the handling of only good and reliable 
seeds; his motto must ever be “not quantity, but quality.” 


QUALITY COUNTS. 

Quality counts for more in the purchase Of seeds than in 
almost any line of merchandise; too much care cannot be 
given in the purchase of seeds. The question of how cheap 
can I buy seed ought never to be considered, if the question 
of quality is left out. Poor seed will only bring disappoint- 
ment to the customer and work harm to the dealer from 
whom purchased. There is no line of goods where quality is 
of so much importance as in seeds. When a person starts out 
to invest in an article of any kind said person has an oppor- 
tunity of exercising his own judgment, but in the matter of 
seeds he has to depend largely on the confidence which he 
reposes in the dealer. The merchant who is unfortunate 
enough to sell a man or woman a poor bill of seeds is surely 
sowing trouble for himself. The result of poor seeds means 
to the innocent purchaser hard labor without recompense, 
loss of a season’s harvest and disappointment. 


DOES IT PAY TO HANDLE SEEDS. 

In answer to this question I would say that in my opinion 
it does pay to handlé seeds; to our firm it represents a nice 
sum added to our annual sales, and this is not all—it brings 
a very desirable class of people to your place of business. The 
sale of almost any other article of merchandise is confined to 
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a certain few in every community. You sell a stove or a 
furnace or a piece of farm machinery, and sales of this 
rature reach only a very few or small proportion of the fam- 
ilies living in your midst. But not so with seeds. When seed 
time comes you have an article that is wanted and called for 
by every family within reach of your place of business. This 
brings people to your store, not alone to buy seed, but very 
often leads to other sales, especially seasonable goods, such as 
hoes, rakes, spades and other garden necessities 
CATALOGUE HOUSES DO NOT HANDLE SEEDS 

Another very good reason why it pays to handle seeds is 
this—viz.: Has it ever occurred to you that here is an article 
of merchandise that is not handled by catalogue houses? To 
my knowledge there is not a catalogue house in the country 
that sells seeds, and in my judgment never will be. The 
merchant need never fear competition from this source. You 
would find very few people (if they had the opportunity) 
send their good money in advance to a catalogue house for a 
bill of seeds, and wait from seed time until harvest to find 
only that their crop was a failure. When it comes to taking 
desperate chances, they will always prefer taking them with 
the home merchant, The catalogue house fellows evidently 
know this and will never go into the seed business 

WHAT KIND OF SEED TO HANDLE. 

This depends largely on location. Each man in the seed 
business ought to study local conditions and become familiar 
with the needs of the people—and govern himself accordingly 
I have found from experience that it does not pay to ex- 
periment too much with new varieties of seeds, as they often 
times prove a failure. I have found that in the long run it 
pays best to stick to well-known and time-tried varieties 

METHODS EMPLOYED. 

Perhaps there are some here who are interested enough 
and would be glad to hear how our firm has made a suc- 
cess of the seed business and some of the methods employed 
1 shall try to give you what information I can along this 
line in as brief a time as possible. I have already touched on 
the matter of quality. Well, quality was the stepping-stone to 
our success as seed merchants. After this important step 
was taken we turned our attention to minor . details—and 
these also received careful attention. 

SEEDS HANDLED. 

We handle all the common varieties of vegetable and 
flower seeds in bulk and package, also grass and field seeds, 
and in season plants, such as tomatoe, cabbage, etc. We at- 
tribute to a great extent our success to the fact of handling 
seeds in bulk. A majority of our trade prefer buying seeds 
in this manner. Some people want -to see the seed itself and 
the quantity that is being weighed out to them. These people 
are, as a general thing, good gardeners and understand their 
business. There is another class who are only looking for 
labels or a package of seed with the nicest picture on the 
outside; this 1s a fatal mistake. In selling our bulk garden 
seeds (that is, all the small variety) we use gummed en- 
velopes. We find these the most convenient, as it saves much 
valuable time on a busy day. On these envelopes we have 
printed as follows: “Reliable Seeds” and our firm name. It 
is no unusual thing to put up for one customer from ten to 
twenty packages of seeds ranging in price from 5 cents to 
10 cents each. The variety of seed and price is written on 
each package. 

SEEDS PUT UP IN PAPERS. 

Package seeds, as you are all aware, are sent broadcast 
all over this land and are handled by racket and department 
stores. In order to check this competition we years ago 
adopted a system of having put up for us our own package 
seeds. We make our own selection of varieties of seeds 
wanted, have them put up in extra large papers, containing 
about double the quantity of seed as compared with the ordi- 
nary papers We have found this plan very satisfactory and 
our package seed trade is growing from year to year 

DISPLAYING SEEDS TO BEST ADVANTAGE. 

When the season opens up we bring our stock of seeds 

to the front—we give them the most prominent location in the 
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The 
cleaned and relabeled. 
peas, sweet corn, beets, along with grass and field seeds, are 


jars and seed cabinet are thoroughly 
The more bulky seeds, such as beans, 


display 


store. 


displayed in bright new pails and everything made to look 
fresh and clean and attractive. We make our seed department 
look tempting, and many a person is led to buy seed who 
would otherwise, if stock looked old and neglected, never give 


the purchase of seeds a thought. 


A WINDOW GARDEN, 


If your store fronts to the east or south or is located so 
that you can obtain sufficient sunlight, one of the most unique 
ways that I know of to advertise your seed business is to have 


a window garden. This can easily be arranged if you have 


the proper show window by taking and filling the entire 
space in window with shallow boxes of uniform size and 
depth. Fill them with common garden soil and sow in these 


boxes a variety of the common vegetable, flower and grass 


seeds, sprinkle daily; if the seed is good it will soon germ- 
inate, and as the plants and grass begin to grow and develop 
a combination and harmony of colors that only 
A win- 


you will have 
nature can produce and the best artist cannot equal. 
dow of this kind will attract old and young. The school 
children going back and forth from school will stop daily and 
adinire your window and talk about it to their parents, and 
your seed department will be advertised in every home in 
your city, and in this little garden you can erect a sign—not 
reading “Keep of the grass,” but one that reads “We sell 
seeds that grow.” 


OLD SEED CARRIED OVER. 


When we take our annual inventory we go over our seed 
stock carefully, and any seed that has lost its germinating 
power or vitality is thrown to one side and destroyed by 
We have never yet made the fatal mistake of 
selling old seed cheap or giving it away to get rid of it. 
No matter if one gave it away, it would fall into the hands 
of a dissatisfied customer and the merchant would get the 


burning it up. 


blame for the man’s troubles. 
disposition one 
accumulations of old seed. 


The firm is now out 


I have it from good authority what 


arge seed firm made of their 
(This happened a number of years ago.) 
of business, so I am casting no reflections on any seed firm of 
the present day. This firm in question sold under contract 
their entire stock of vegetable seeds to the government and 
Uncle Sam, in his greatness of heart, scattered it broadcast 
over this land of ours, and the gentlemen who are largely 
instrumental and whose duty it appears to be to carry on 
this great work of benevolence in distributing this government 
members of Congress. Some people are mean 
enough to remark that the only time that some congressmen 
ire heard from is about seed time and voting time—of course, 


this does not apply to the delegation in Congress from our 


seed are 


own state. 


GOVERN MENT DISTRIBUTION OF SEED. 


Now this leads me to a thought that perhaps is some- 
what out of place at this time and upon this occasion. But 
the subject before us is seeds, and how can we make that 
branch of our business more profitable. So I am going to 
touch briefly on the free distribution of seeds by the govern- 
may be many of my hearers who are in the 
seed business, like myself, who feel as though an injustice 
was being done to many engaged in the seed business. In 
my opinion this free distribution of seed by the government, 
to a great extent at least, is all wrong, and steps ought to be 
taken to have this custom, as far as it relates to all the com- 
mon varieties of garden and field seeds, abolished. There are 
many receiving their entire stock of garden vegetable seeds 
every spring from the government—people who are well off, 
many of them, who ought and would buy their seeds from the 
home merchant if it were not for this free government seed. 

There is no good reason why in this day of agricultural 
development—when our country is so prosperous and good 
seed firms have been established in almost every state in the 
Union—that this practice should be continued, and we know 
that the bulk of such seeds are only the common, everyday 


ment. There 
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varieties under an assumed name and can be bought in any 
city or town in the United States. 

Take our own state of Iowa as an illustration. There are 
a number of good, reliable seed firms doing business in this 
Some of the people connected with these institutions 
are expert seed men. They have for years carried on ex- 
periments, have studied local conditions, are well acquainted 
with the nature of the soil and what it will best produce; 
they have much capital invested and have been in many ways 
instrumental in the upbuilding of the vast agricultural inter- 
ests of the country, and in alli justice it is due to the great 
seed interests that they receive at the hands of the government 
the same consideration and protection that other large busi- 
ness interests do. 


state. 


KNOWLEDGE, ENTHUSIASM, PERSEVERANCE REQUIRED. 

The seed business to be successful requires knowledge, 
enthusiasm and perseverance. The man who makes a study 
of seeds, carries on experiments at his own home and in his 
own garden, makes of himself a general storehouse of infor- 
mation on the subject, and when he talks seed to his trade 
does so intelligently. He grows enthusiastic and people soon 
look up to him as an authority in regard to such matters, and 
by perseverance his success is assured. 

THE QUESTION OF AGRICULTURE IN OUR PUBLIC SCHOOLS. 


One of the leading questions and a very important subject 
that is being considered and discussed by educators of this 
country at the present time is the study of agriculture in our 
public schools. Iowa is almost purely an agricultural state. 
The question is whether pupils shall give all their time to the 
study of books and become all bookish, or if some attention 
should be given to the cultivation ‘of the soil from which so 
many of the boys and girls of this country must earn their 
bread and butter. Personally I am pleased to see this ques- 
tion receiving some attention. If I had my way in the mat- 
ter. agriculture would not alone be taught in our public 
schools, but every school building would have its school gar- 
I wovld like it an outdoor laboratory or a part of the 
instruction. I 


den. 
schoc] equipment for the purpose of direct 
believe many pupils, if given the opportunity, would become 
interested. It would take the pupil out of doors and to 
nature, and would give him a taste of the practical side of 
life, and would make better men and women of them. My 
reason for touching upon this subject upon this occasion is 
that I believe matters of this nature are closely related to the 
Let a man who is interested in handling seeds, 


spades, rakes, plants, 


seed business. 
if he has a garden of his own, if he 
hocs and with his own hands, if he 
beautifying, not alone his own home, but taking an interest 
in beautifying the streets of his city—if a dealer in seeds 
shows tendencies in this direction, then I contend that such 
a man is well equipped to carry on a successful and profitable 
He certainly has a great advantage over a 


harvests believes in 


seed business. 
competitor who pays no attention to these things. 
CONCLUSION. 

We have left our homes and places of business to join 
hands here for the purpose of mutual protection. We are 
here to aid one another—to-day our interests are one. We are 
assembled as business men to devise ways and means for the 
advancement of all our interests. We can learn much from 
one another. I trust that some good seed may fall here 
that we can take home with us and sow into our business 
which will grow into new life and energy, so that we may be 
better prepared to meet the demands made upon us in the 
year 1904, and that our efforts will be crowned with success 





is my earnest wish. 

C. E. Haas of LeMars, responding to a query, stated that 
clover seed and timothy if kept dry will be good for four 
years. 

In response to a query of L. Lindenberg of Dubuque, who 
was temporarily occupying the chair, as to means of testing 
the vitality of seeds, a member said: Take a box with soil 
in it and place your seed on top of the soil, then lay cheese- 
cloth on that and lay dirt on the cheesecloth. By pursuing 
this method you can look at the seed when you desire with- 
out dirtying your hands or impeding its growth. 
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J. F. Doty, West Liberty, then read the following paper on 


FURNACES. 





QUESTION DISCUSSED FROM A BUSINESS STANDPOINT. 

Your president assigned to me the subject of “Furnaces,” 
and as it is never my purpose to shirk duty I will attempt to 
reveal a few of my private opinions, arrived at from my lim- 
ited experience. It is my intention to discuss this question 
from a business viewpoint and not from a scientific standpoint. 


BUY GOOD FURNACES, 

First, buy a good furnace from a responsible manufac- 

turer 
WHEN YOU SELL A FURNACE SELL IT. 

Second, when you sell a furnace sell it, sell it with a 
guarantee to heat the building to a certain temperature when 
the thermometer is a certain height; if necessary give a bond 
to qualify the contract and collect the bill. This will make the 
furnace heat better and give you a better appetite and you 
will sleep better, and it will enable you to use the money and 
pay cash for your furnaces, thereby getting the benefit of cash 
buying. You may think this theoretical and almost impossible, 
but this has been my policy during six years of experience of 
selling an average of fifty furnaces annually, and I have car- 
ried it out to the letter and find it the most satisfactory to all 
parties concerned 

\ FAIR DEAL, 

It has been my policy to sell a furnace on a fair margin 
and at a price that will warrant the employment of skilled 
labor, using of good material and the doing of a first class job. 
I believe this to be fair between man and man and I do not 
deviate from this practice. My observation has been that 
many dealers take a furnace job so cheap that they can 
neither put in a large enough furnace, employ experienced 
workmen, use good material, proper sized registers and pipes, 
set furnace right or collect their bills. 


CAUSES OF FAILURE. 

Success or failure depend entirely upon size, location and 
setting of furnace, size of registers and pipes used and their 
location and cold air ducts to the furnace, also mechanical 
ability and material used, as upon these elements circulation 
wholly depends 

CIRCULATION. 

Without perfect circulation the natural and unfortunate 
result must be failure. The prime factor in successful hot air 
heating is circulation. Better results can be obtained from the 
use of one ton of coal with furnace set right and with good 
circulation than with two and furnace poorly set and poor 
circulation, and this item is all important with seller and 
user and it has been an experience of gratification to the 
writer to learn that a fair minded man can be made to see 
this, that it is money saved in the long run to pay an experi- 
enced furnace man his price and have his house well heated 
and ventilated rather than take a chance with a cheap man 
who has but one aim and that to get the job. 


DETAIL WORK. 

lo conduct a successful furnace business it requires 
experience, study and close attention to detail work. Detail 
work is very important and many dealers give no thought to 
this phase of the business. 

There should be a good reason for locating a register 
here or there and for using a smaller pipe in one place and a 
larger one somewhere else. It is important that no changes 
be made, as this is annoying and often expensive to your 
customer, as well as yourself, and invariably results in a botch 
‘ob 

DETAIL WOKK FROM ANOTHER VIEWPOINT. 

| have known dealers who never estimated time of their 
men in setting a furnace, making pipe, time consumed in 
travel, waste of material, etc. They figure, if they figure 
at all, that they have to keep the men any way, 
and while they were traveling were resting, so that they would 
work harder when they got to their destination, and the waste 
material they could use to tack over rat holes in the store; 
and, best of all, they got the job away from the other fellow, 
this being their sole ambition 
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FURNACES CAN BE SOLD THE YEAR ROUND 

Furnaces can be sold the year round, furnaces can and 
should be sold the year round, and I believe a dealer should 
bring this forcibly before his prospective customers and try to 
close as many contracts as possible early in the season. This, 
too, may seem theoretical, but the writer finds it quite practi- 
cal and profitable. By so doing you are enabled to give steady 
employment to your men and they become interested, accur- 
ate and speedy in this special work and turn off good work to 
good advantage, and you are in position to push your work 
instead of your work pushing you. 

A HARDSHIP. 

When the furnace work is all crowded into the latter 
months of the year it works a hardship upon those whom you 
are doing work for, as well as yourself. Practical instruction 
should be given to each furnace user for operating, cleaning 
and firing their furnace. If they are from Missouri, show 
them; for upon this depends the life of furnace, consumption 
of fuel and temperature of rooms. The writer tries to impress 
earnestly upon the furnace user the importance of caring for 
the furnace when it becomes his property. 

PROGRESS LEADS THE FUTURE. 

Progress leads the future by the hand. The furnace 1s 
yet in its infancy and if the rapid strides of progress in hot 
air heating continue in the future as in the past, circulation 
will be acknowledged by scholars of science to be the true 
method of heating. 

To prove my position to be correctly taken relative to 
circulation .being a great and natural method we will review 
for a moment ancient history. Circulation was first employed 
in the creation of man and he has been circulating ever since 

A member asked, Where do you take your circulation 
from, the outside or the hall? 

J. F. Doty, West Liberty, said, Some furnaces will work 
either way. My way is to use inside air. 

In response to a query of Mr. L. Lindenberg, who was in 
the chair, about 90 per cent of the dealers present raised their 
hands to show that they handled furnaces 

W. M. Orcutt, Sioux City, chairman of the Question Box, 
then read, “What is the best methods of handling a furnace 
company outside of the state, who do not live up to their 
guarantee ?” 

It was decided that this was the proper question to address 


1 


to the dealers’ committee, as all the dealers of the association 
were banded together to remedy the complaints of individual 
members. 

D. H. Huston, Jefferson, said: What do you think of a 
case where the people did not take the ashes out of the fur 
nace and allowed the grate to burn out, and the afternoon 
of the day the new grates were put in they burned out als 
The manufacturers allowed us a discount of $1.02 on the 
second grate. 

L. Lindenberg of Dubuque said: I think they will die of 
enlargement of the heart. 

H. S. Vincent, Fi. Dodge, said: When I was on the 
grievance committee I took up the complaint of a dealer 
against a stove concern in Michigan. The stove company 
stated they were willing to leave the decision entirely with 
the grievance committee of the Iowa Retail Dealers’ Associa 
tion, but the matter was privately adjusted between the in 
dividual and the stove company. This shows, however, the 
be on the right side of the 


stove companies are anxious ti 
hardware dealers. 
F, L. Marvin of Grinnell then read the following paper by 
G. L. Miles of that city on 
PAINTS. 


RIGHTLY BELONGS TO HARDWARE DEALER 

The paint, oil and glass business rightly belongs to the 
hardware dealer, and he is a wise man who insists on having 
his share of it in spite of all comers. 

It belongs to him because he needs it; it naturally fits 
into his stock of builders’ goods; and he can handle it to 
better advantage and more economically than any other re 
tailer. 
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A POPULAR STOCK. 

A combined hardware, paint and glass stock is popular 
with the contractor and builder, as it enables him to largely 
concentrate his purchases and makes it more convenient for 
him to order his supplies. 

He will—all other things being equal—prefer to buy his 
paints, eic., with his other builders’ material. 

The hardware dealer is in the best position to get the 
paint business, especally on new work, and he can talk paint 
while looking after his other lines without in any way inter- 
fering with his regular business. 

IS BECOMING A THING OF THE PAST. 

rhe exclusive paint store is becoming a thing of the past, 
and the trade is rapidly drifting into other channels. The 
hardware dealer is neglecting a fairly profitable proposition 
if he does not add this “side line,” which can be handled 
without a dollar of added expense for help and rent. 


WILL HELP THE DEALER’S OTHER BUSINESS. 


[he paint business will help the dealer’s other business. 
Paint manufacturers are good advertisers and are _ hard 
hustlers for business. They help the dealer sell the goods by 
a direct, modern system of advertising that is effective. The 
prospective paint consumer is bombarded with good, strong 
paint arguments which help to overcome the prejudice many 
people have against prepared paints and explains why a 
good, honest paint coriposed of pure lead, zinc and oil scien- 
tifically proportioned and thoroughly ground and mixed by 
machinery is better, cheaper and more satisfactory than the 
old-time product, mixed up with a wooden paddle and pro- 
portioned by guess. 


THE CONSUMER IS EDUCATED. 


This advertising educates the consumer, creates a de- 
mand, sells paint and keeps the dealer’s name and business 
before his customers. 

The paint business has its unpleasant features. There 
seems to be something wonderfully demoralizing about it. 
There is no class of mechanics so thoroughly averse to pay- 
ing their bills as some who buy and use paint. There is no 
class of retailers who are, as a rule, so determined to sell 
their most staple goods close to the cost line as are those 
who retail white lead and oil. And I know of no class of 
manufacturers who adulterate their goods so unblushingly 
and make the loudest claims for their purity as some manu- 
facturers of and mixers of painterg’ supplies. 

Yet with all these drawbacks I do not think there is a 
more satisfactory branch of my varied stock than the paint, 
oil and glass business. 


BEGAN IN A SMALL WAY. 


I began in a small way, without experience, and added 
small quantities of different articles as I found a demand 
for them, till now I carry about everything called for in the 
line. I have pushed the little things and advertised paint 
specialties as well as the staple goods, and judging from my 
sales my customers seem to agree with me that the paint 
business belongs to the hardware man. 


FiAS STRONG COMPETITION. 


I have had strong competition. Every drug store, most 
of the hardware stores and some of the lumber dealers and 
racket stores in my town handle more or less paint. The 
business is about as badly cut up as it well can be, yet I 
am getting my share of the business, and every year makes me 
better satisfied with my paint, oil and glass business. 

If you, Mr. Hardware Dealer, are not handling paint and 
glass, I would advise you to post up, make a start, feel your 
way carefully, go slow, and branch out as you see your way 
clear. 

JOBBERS ARE HANDLING A FULL LINE. 


Many of the large, reliable hardware jobbers are handling 
a full line of paints and glass, and it is very convenient and 
a saving of freight and drayage to combine your paint and 
hardware orders. This enables a person to carry a smaller 
stock, as goods can be profitably ordered in smaller quantities 
than if paint and hardware are shipped separately. . 
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NO DEAD STOCK. 

It may be that linseed oil and white lead are sold with 
little or no profit at times, and mixed paints and high-grade 
varnishes do not afford as good margin of profit, perhaps, 
as many articles in shelf hardware. Get the little things, 
the specialties, the small package goods, household paints, 
stains; enamels, brushes and glass pay a good profit; there 
is no waste, and little or no dead stock if the buying is 
carefully done. These goods sell all the year around and 
money can be turned often. 

SUGGESTIONS THAT WILL HELP BEGINNERS. 

I shall not attempt to give the experienced paint dealer 
any instructions or offer any novel ideas on the subject, but 
believe some suggestions may be of help to the beginner and 
help to convince him that the paint business belongs to the 
hardware dealer. 

SHOULD PUSH THE SALE OF LITTLE THINGS. 

I would suggest that you go slow and not put too much 
money into the business at first, and by all means push the 
sale of the little things and you will make more money and 
work up a better trade that will keep coming to you than 
you can get by pushing the sale of heavy staples exclusively. 


SHOULD AIM TO KEEP A VARIETY. 


Better buy small quantities to begin with and aim to keep 
a variety rather than a large quantity of any article, and by 
all means do not allow a salesman to load you up with a 
large “stock order.” Feel your way carefully 


A QUESTION FOR CAREFUL STUDY. 
The articles needed for a paint stock is a question for the 
inexperienced dealer to study carefully. Lead, oil and turpen- 
tine, of course, must be kept, but a big lot of lead and oil does 
not constitute a profitable stock and should not be bought 
if it prevents the dealer from putting in the hundreds of 
profitable little things that are needed in every home at all 
seasons. Better buy a few gallons of oil at an advanced 
price and a small quantity of lead and the multitude of little 
things rather than barrels of oil and tons of lead and the 
popular sundries left out. 
SHOULD HANDLE GOODS OF HIGHEST QUALITY 


Let us prove to our customers that the paint business 
belongs to the hardware dealer by handling good, honest 
goods of the highest grades. A lasting, satisfactory business 
cannot be built up on adulterated oil and “off” grades of lead 
and mixed paint. 

There are many brands of lead that are pure; there are 
a few brands of mixed house paints that are reliable. Better 
tie to these. 

I would select the mixed paint that is not only good, but 
one that is well advertised and is sold with the most liberal 
guarantee as to quality and durability. 


SHOULD BUY BODY COLORS IN GALLON CANS 

It is possible to start in the paint business without a 
stock of mixed house paints, but if these are carried it is 
well not to buy too many colors. Body colors should be 
bought in gallon cans with a few quarts and _ half-gallons 
Some popular colors may be safely bought in five-gallon kegs, 
but I believe that larger packages should not be carried in 
stock. Dark trimmers, light interior and porch colors should 
be bought more sparingly and mostly in quart and half-gallon 
cans. 

HOUSES SHOULD BE STUDIED 

Make a study of houses and note those that look well 
and the colors that seem to meet the approval of the owners 
and the public. Avoid colors that are liable to fade or are 
cold and dingy. Your trade in house paints will depend 
largely on the selection of your colors. If a house is im- 
proved in appearance by the application of your paint and the 
colors harmonize, it will influence others to buy your goods 
rather than invest in other equally good paints that are of 
unfortunate colors. 

ARE ALL SELLERS. 

Floor paints, buggy paints, family paints in small pack- 
ages, screen wire paints, varnish, stains, enamel paints, floor 
stains, carriage top dressing, blackboard slating, paint and 
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varnish remover, bronze powders, bronzing liquids, gold paint, 
radiator enamels, bath tub enamels, graphite paint, crack and 
crevice filler, floor wax, shingle stains, asphaltum, iron en- 
amel, roof coating, pitch and even common coal tar are all 
sellers and afford a good profit. 


BETTER BUY LITTLE AND OFTEN. 

It is not necessary to put much money into any one 

article. Better buy little and often until you find what your 

demand is. Some manufacturers put up small assorted cases 

of these articles, costing $5 to $10, which makes a conven- 
ient quantity for the inexperienced to buy. 


MINUTIVE. 


A small quantity of paste filler in one, two and five 
pound cans, a few gallons of liquid filler, shellacs, japans and 
dryers in half an one gallon cans and a few one pound cans 
of the leading colors in oil are necessary for a good paint 
stock. 

Dry venetian red, white and yellow ocher, whiting and 
mineral purple can be bought in 50 or 100 pound drums or 
in barrels holding about 350 pounds. These cost but little 
and pay a better profit than the general line of hardware. A 
small keg of dry red lead and a few pounds of leading dry 
colors help to round out the paint stock. 


A MISTAKE TO SELL CHEAP VARNISHES. 


It is a mistake to sell cheap varnishes and hard oil. Peo- 
ple expect to buy reliable tools, cutlery and tinware at a 
hardware store rather than at the racket and department 
store. It will pay to have the reputation for selling depend- 
able varnishes—it is a greater mistake to select the brands, 
no matter how good, which the mail order houses are able 
to catalogue at about the retailers’ cost price. There are 
Distons and Maydoles in the varnish trade, who give the 
catalogue houses too great an advantage, as there are in 
the tool and hardware line. Keep the mail order catalogues 
on file and study them carefully. 

VARNISH STOCK. 

A single gallon of good outside spar varnish, a very 
little coach and furniture varnish, a few gallons of good floor 
varnish, several gallons of good interior varnish and a few 
gallons of hard oil in quart, half-gallon and gallon cans will 
give sufficient variety and stock of varnish. Encourage the 
use of good varnish. Keep in mind that quality is remem- 
bered long after price is forgotten.” 

SHINGLE STAINS. 

There is a growing demand for shingle stains and a 
nice trade can be built up without carrying it in stock by 
use of small samples of stained wood. It is very penetrating 
and if carried in stock should always be kept in metal casks 
or cans. 


SCRAP BOOK OF COLOR CARDS. 

The best help to the paint salesman that I know of is a 
neat scrap book holding color cards of all the goods kept in 
stock, together with a brief description of each preparation 
telling what it is best adapted for. Make it easy for your 
customer to buy paints and varnish and he, and especially she 
will find many places that need brightenenig up. 

DATA FOR COLOR CARD BOOK. 


This book of color cards should also give rules for es- 
timating the amount of paint and varnish required to cover 
a given surface, the amount of lead or dry colors and oil and 
dryer required to make a gallon of mixed paint; and such 
other information as the paint buyer will want to know. 


A GREAT HELP IN SELLING HOUSE PAINTS. 


This same scrap book can be a great help in selling house 
paints if it is so arranged that the perplexed house owner is 
aided in the selection of suitable harmonizing body colors and 
trimmers for his buildings. Assist him in selecting the col- 
ors he fancies and he will buy your paint rather than from 
your competitor, who is not prepared to offer him an attrac- 
tive combination of colors. 

SHOULD SELL HARMONIZING COLORS. 


The salesman’s work is not well done if he simply sells 
a bill of paints. He should sell such colors as wear well and 
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harmonize and look well and be a source of satisfaction to the 
owner and his aesthetic neighbors and thus influence future 
sales. 

HANDLE FLOOR DRESSINGS. 

Many dealers are finding it profitable to make a special 
effort to supply durable and satisfactory floor dressings and 
varnish, and be able to advise the purchaser how best to 
treat both soft and hard wood floors. The public wants this 
information and wants such floor finishes as will permit the 
use of more rugs and fewer carpets. Some of the much ad- 
vertised floor finishes are ready sellers and seem to be quite 
satisfactory. Floor wax and weighted waxing brushes are 
being sold very largely each year. 

BRUSHES. 

There is good money in brushes and it is well to carry 
a good assortment rather than a large number of few kinds. 
The painter wants good brushes and will use no other. He 
takes good care of them and they last well. Most people buy 
cheap and medium priced brushes and let them dry up after 
once using them. The most profit is made on the medium 
priced goods and of course more of these should be kept. 
Ten dollars, $25 or $50 invested in brushes will pay better 
profit than twice this amount invested in tools and general 
hardware. If properly bought the brush stock can be turned 
over many times during the year. 

GLASS. 


Hardware dealers should by all means handle glass, even 
if they do not sell paint. There is good profit in it, it is sta- 
ple, there is little breakage, it never becomes dead stock and 
is a seller all through the year. It is best not to keep too 
many sizes. A study of the glass list will show that several 
sizes cost the same per light, and of course one box will sup- 
ply these different sizes without loss. Many more sizes can 
be made with very little loss by cutting down larger sizes. 


FIXTURES. 


It is not necessary to buy many expensive fixtures. A 
good glass board is almost a necessity and a dozen ten cent 
steel wheel glass cutters are about as satisfactory for cutting 
glass as a high priced diamond. Glass stock can be kept very 
nicely in the original boxes set on end. 

It will pay to keep a few sizes of ground and chipped 
glass and perhaps a little ruby glass. Small samples of stain- 
ed, colored, figured, enameled and fancy glass will cost noth- 
ing and will be the means of getting many orders for special 
glass. 

If there is any money in large plate glass I have never 
been able to find it. The profit is altogether out of propor- 
tion to the risk in handling it. 

SELL GOOD GOODS. 


In conclusion let me repeat that the paint business be- 
longs to the hardware dealer; sell good goods, get posted so 
you can educate your customers, and push the sale and 
create a demand for the little things—the specialties that your 
trade will gladly buy if you show them that they can buy them 
and use them without much trouble; stimulate the paint habit 
among your customers and receive your reward in a larger 
business and increased profits. 

M. L. Corey, Argos, Ind., then took the floor and said: I 
regret that I am called from the city and will not be at 
your banquet to-night. I hope I will be able to meet the 
hardware dealers of Iowa again. I would like to have two 
hours of time when we could get right together and just 
talk. I would iike not only to hear the retailers talk but the 
jobbers and manufacturers as well. I congratulate you on 
the progress you have made and would encourage you to 
keep it up. Iowa was one of the charter members of the 
National Retail Hardware Association. Do not forget your 
promise about the Parcels Post. I thank you for the cordial 
reception you have given me and would like to have you come 
to Indiana next week. Your officers this year have worked 
hard. I thank you for your reception. 

S. R. Miles, Mason City, Iowa, said: The resolution com- 
mittee are no doubt working well enough, but I would like 
to tender to M. L. Corey and W. P. Bogardus a vote of 
thanks by rising vote, for the good work they did last year 
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on association lines, particularly the Parcels Post. The of- 
ficers of the National Retail Hardware Association are in 
the front ranks in getting results and credit be extended to 
them. 

This vote of thanks was adopted by a rising vote. 

M. L. Corey, Argos, Ind., said: I thank you for this ex- 
pression and I feel that the officers of the National Retail 
Hardware Association can do a great deal when the associa- 
tion stands behind them. 

S. R. Miles of Mason City said: We should also give a 
vote of thanks to A. T. Stebbins of Rochester, Minn., who 
has accepted a place on our program to talk on the subject of 
insurance. 

A vote of thanks was then extended to Mr. Stebbins by 
a unanimous vote. 

A. T. Stebbins of Rochester said: I thank you in behalf of 
Minnesota and I wish to thank your officers for the honor 
given to Minnesota for placing me on your program. Be 
loyal to your association. When you refuse to patronize a 
jobber who turns down a certain class of orders and then 
give your patronage to other jobbers who sell to this ob- 
jectionable class of trade you are weakening the case of the 
association. 

A flashlight picture was then taken of the members of the 
association and the meeting adjourned at 5:30. 

THURSDAY EVENING. 


Thursday evening was devoted to a banquet tendered the 
association by the Des Moines Hardware & Implement Job- 
bers. The committees having this affair in charge were as 
follows: 

Committee on Arrangements—J. F. Kratzer, T. E. Hurley, 
J. A. Gunn and F. H. Luthe. 

Program Committee—J. F. Kratzer, T. E. Hurley, E. O. 
Faeth, J. A. Gunn, F. H. Luthe, C. S. Walker and J. A. 
Hosmer. 

Reception Committee—C. S. Walker, W. F. Harsh, T. E. 
Hurley, F. H. Luthe, C. J. Luthe, E. O. Faeth, J. A. Hosmer, 
L. A. Smith, J. B. Green, F. O. Green, W. W. Tully, C. 
N. Carper, O. J. Goodwin, A. R. Dempster, L. H. Kurtz, 
J. A. Gunn, G. H. Bathrick, W. S. Brown, E. W. Brown, 
Hi. A. Crawford, H. C. Hargrove, R. J. Shank, N. A. Cruzan, 
S. D. Wadsworth, C. W. Levis, A. .L. Zimmerman and W. A. 
Marble. 

The following dainty menu was discussed. 

MENU. 
Blue Points. 
Celery. 
Bouillon in Cups. 

Olives. Gherkins. 
Baked White Fish D’Anchoi. 
Potatoes Natural. 

Fillet Mignon, Mushroom Sauce. 
Green Peas. Mashed Potatoes. 
Creme de Menthe Punch. 
Waldorf Salad. 


Neapolitan Ice Cream. Cake. 
Neufchatel Cheese. Wafers. 
Coffee. 

Cigars. 


The program for the evening was as follows: 
Toastmaster, Geo. H. Bathrick. 

Invocation, Rev. J. Everist Cathell. 

Response, S. R. Miles of Mason City, president Iowa Re- 
tail Hardware Dealers’ Association. 

Address, Hon. Lafe Young of Des Moines. 

Address, W. S. Brown of Des Moines. 

Address, L. Lindenberg of Dubuque, member Executive 
Committee Iowa Retail Hardware Dealers’ Association. 

Address, E. O. Faeth of Des Moines. 

Address, Congressman J. A. T. Hull. 

Address, C. F. Schmidt of Marshalltown, member Execu- 
tive Committee Iowa Retail Hardware Dealers’ Association. 
Address, Rev. J. Everist Cathell. 

Address Daniel Stern of THE AMERICAN ARTISAN. 
Address, F. H. Luthe of Des Moines. 
The following toast was prepared by M. L. Corey, Argos, 
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Ind., for the banquet, but was not delivered as he was forced 
to leave the city on an early train: 
GREATNESS OF IOWA. 


men. Iowa 
of them is 


Iowa is a great state. Iowa produces great 
politicians have minds of their own, and one 
causing a large party to scratch its head at this time. 

Secretary Wilson made two blades of grass grow where 
one grew before and brought figs under the Stars and Stripes. 

Iowa hardware dealers are up to date, enterprising, progres- 
sive. This magnificent representative gathering speaks for 
itself. Iowa is one of the most loyal charter members of 
the National Retail Hardware Dealers’ Association. Its in- 
fluence and co-operation has ever been a source of encourage- 
ment and inspiration, and I am proud to join you to-night 
around this festal board. 

NATIONAL ASSOCIATION. 

The National Association includes all the organized states 
east of the Rocky mountains. We are incorporated in Indi- 
ana. Our president lives in Maine, our vice-president in 
Pennsylvania, our treasurer in Minnesota, our secretary in 
Indiana, while Iowa, Illinois, Michigan and Indiana are rep- 
resented among our executive committee. Our retail organ- 
izations are formed to promote fair dealing, good will and 
better business methods, and protect the interest of the 
hardware dealer from illegitimate competition and unjust 
discriminating legislation. We believe the merchants of Iowa 
are good enough, big enough, honest enough and ready and 
willing to supply the wants and necessities of lowa’s peo- 
ple on a fair, square and economical basis, and they ought in 
all justice to have that privilege. 


A WONDERFUL ADVANCE. 
Our entire country has made a wonderful advance. Every 
trade, business and occupation has shared the blessings. The 


farmer has joined hands with his local merchant, and to- 
gether they worked for home institutions, home enterprise, 
and_ local You see the result in our thousands 
of thriving villages, in the enhanced price and desirability 
of the farmers’ lands and homes, in the refinement and en- 


joyment of a common people. 


progress. 


These conditions have devel- 
oped independent institutions, independent business manhood, 
independent thought and capacity that has pushed us forward 
and to the front until other nations even now are distanced 
in the race. With all this magnificent progress, this evident 
universal advantage, there has been a continual discordant 
note, a persistent attempt to array the local buyer against 
the local seller and break down our established methods of 
distributing products. 
POSTAL PROGRESS LEAGUE. 

Two or three years ago some people in Boston organized 
what is known as the Postal Progress League. They now 
have headquarters in New York, and branches in San Fran- 
cisco. Colonel Pope, the bicycle maker, is president, and 
John Wanamaker chief prophet. Their published aims are to 
secure postal reform. What they really want and demand 
is a domestic parcels post. Let me explain. There are two 
kinds of parcels post, designated as foreign and domestic. 
The former is an arrangement made with foreign countries 
to carry packages at such rate as may be agreed upon, and 
is decided by treaty between such country and the president 
and postmaster general of the United States. No act of con- 
gress is necessary. We had such arrangement with Ger- 
many and have agreements with several other countries now. 
In order to encourage foreign trade and transportation our 
government has already in force certain concessions beyond 
our own domestic mailing rates, and these inconsistencies 
are being used by the league to awaken sentiment for their 
measure, and prejudice against our postal methods and de- 
partments. They have made statements in public and 
through the press that are misleading and untrue, and when 
we have asked them to explain they have never even an- 
swered our letters. 


FAVOR A FOREIGN PARCELS POST. 


As business men, we are in favor of a foreign parcels 
post whenever it is of advantage. We oppose most vigorous- 
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ly the domestic scheme, as being impractical, unjust, class 
legislation. Let us briefly notice the bills before congress. 
The Henry and Hearst bills are almost alike, both carrying 
I1-pound packages for 25 cents, or an average of about 2% 
cents a pound. This package may be 3% feet long and fill 
two cubic feet of space. It proposes to collect and deliver 
these packages from house to house, to register them for al- 
most nothing, and pay an indemnity against loss or damage 
for a nominal fee. All the bills are united in emphasizing 
the following special item: Third class (or printed motter 
not entitled to second-class rates) and fourth class (mer- 
chandise) to be consolidated under the title of “merchandise.” 
Why censclidate if this bill is in the interests of the con- 
sumer, as some claim. Two supply houses in Chicago would 
save $500,000 in postage per year under this law. Are they 
interested? This league says no. They ask us to carry mer- 
chandise by mail at 2 cents per pound, which is less than 
freight rates for long distances. The actual cost to the 
government to-day is over 8 cents per pound. Last year our 
government carried 750,000,000 pounds of mail. Fourteen per 
cent of this was letters and postal cards, and paid 78 per cent 
of the entire revenue; 65 per cent was second class and paid 
only 4 per cent. 
SHOULD BE DENIED MAILING PRIVILEGES. 


Nearly one-fourth of the second-class mail is cheap, trashy 
literature, chiefly supported by mail order advertisements; 
nearly all of them favor a domestic parcels post. Every time 
you mail a letter or card you help mantain these cheap 
periodicals, which, according to Assistant Postmaster Gen- 
eral Madden, ought to be denied the use of these mailing 
privileges. Without this drag the postal department would 
be nearly self-sustaining. Our postal department has now 
230,000 employees, and the financial transactions last year 
amounted to over one billion and twenty-six millions of dol- 
lars—more than any other nation on the globe. This work 
was done accurately, quickly and safely. 

ENGLAND AND THE PARCELS POST. 

Pass domestic parcels post and you add 50,000 more em- 
ployees, and increase the postal deficit over $100,000,000 per 
year 

They point us to England, with its thickly populated com- 
munities and short hauls, and ask us for the same rates. If 
our average distances are considered, we are to-day carrying 
packages for less than they. This bill will work great in- 
jury to every retail merchant, every jobber, every town and 
village, and encourage centralization of trade and popula- 
tion, and should be most vigorously opposed by every influ- 
ence we can bring to bear. 

LEAGUE HAS PLENTY OF MONEY. 


The league is in Washington now; they have plenty of 
money ; they are threatening to defeat any congressman who 
votes against their measures. They hope to secure an ex- 
perimental route between Washington and Philadelphia and 
New York, and if they secure this it will be so manipulated 
that it will be a great victory for them. The success of the 
measure means gradual decay for the present retail system, 
and the building up-of gigantic corporations by class legisla- 
tion. It means the government entering the carrying busi- 
ness on an immense scale at a direct loss. It means central- 
ization with all its dangers. 

It is for you, as business men of the great state of Iowa, 
to enter your protest and assist us to defeat this latest mail 
order scheme. 

this entertainment was tendered by Luthe Hardware Co., 
Brown-Hurley Hardware Co., J. I. Case Threshing Machine 
Co., H. C. Hargrove, Green Foundry & Furnace Co., Des 
Moines Stove Repair Co., Kratzer Carriage Co., Des Moines 
iron Co., L. Harbach, Merchants’ Transfer Co., Hawkeye 
Transfer Co., David Bradley Mfg. Co., Port Huron Machin- 
ery Co., Racine-Sattley Co., Advance Thresher Co., Nichols 
& Shepard Co., Avery Mfg. Co., E. Bements Sons, Langan 
Bros., W. J. Pratt Co., Gaar, Scott & Co., Sims & Gray, 
Reeves & Co., Walter Boyt Saddlery Co., Cruzan & Co., 
Mitchell & Lewis Co., Parlin & Orendorff Co., Hayes Pump 
& Planter Co., American Seeding Machine Co., O. J. Good- 
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win, the Janesville Machine Co., Northwest Thresher Co., 
Des Moines Saddlery Co., Dempster Mfg. Co., Moline Plow 
Co., Kingman & Co., the Huber Mfg. Co., Frick & Co., Beck- 
man Bros., S. M. Wilson, International Harvester Co. of 
America, Fuller & Johnson Mfg. Co., Sterling Mfg. Co., A. 
W. Stevens & Co., Ohio Cultivator Co. 
FRIDAY MORNING SESSION. 

C. H. Thomas, Kent, read the following paper prepared by 

F. W Woodruff, Correctionville, on 


HAY TOOLS IN A HARDWARE STORE. 


BY F. W. WOODRUFF. 
SOME PERSONAL EXPERIENCE. 

Gentlemen: On the 10th day of January I received a 
letter from Secretary Vincent asking me to prepare a paper on 
“The Sale of Hay Tools in a Hardware Store” to be read at 
the dealers’ convention. I confess that I was surprised for 
I make no pretension at literary work, much less at instruct- 
ing my brother dealers in the science of selling goods, and 
the most that I can do will be to give you a little of my own 
experience without any regard to the rules of rhetoric. I can 
see no reason why every hardware man in Iowa who caters 
to the farmer should not sell more or less hay tools and 
make them an important and profitable part of his stock in 
trade. 

HAY PAYS. 

There are few communities in Iowa where the hay land 
does not produce a better profit than wheat, oats or corn. In 
my territory, and the country is comparatively new, two tons 
oi tame hay can be grown on an acre of ground in any ordin- 
ary season and this quantity of hay will sell at an average 
price of $7.50 per ton, making $15 per acre, which you must 
admit makes good returns for the land. The expense of 
growing being much less than for any other crop, the net profit 
is apparent. When we recognize this fact the importance for 
caring for such a crop is truly evident and should be im- 
pressed upon the farmer, who may be induced to buy such 
tools as will materially help him in his efforts to save his hay. 

DEALER PLAYS AN IMPORTANT PART. 

In the sale of hay tools, like every other line that is 
auxiliary to the hardware trade, the dealer himself plays an 
important part in educating his customers. He should by all 
means make himself familiar with his goods if he is to inspire 
any great degree of confidence, and avoid to the utmost the 
exposure of his own ignorance 

THE FIRST HAY CARRIERS, 

I remember quite well when the farmers in my territory 
began to use the hay carrier in their barns. The track was a 
crude affair made of two 2 by 4s nailed together, and although 
clumsy it answered the purpose and greatly facilitated the 
handling of a large hay crop. My faith at that time was just 
as strong as it is now, but the large barns were not there, hay 
was only worth $3 per ton and customers were scarce. I have 
on hand now a few old style “carriers for wood track” which 
I am likely to keep until I seH out or quit the business. 

I continued to buy improved goods as the trade demanded 
until the purchase of a stock of hay tools became as important 
as that of any other line. For a number of years my scheme 
for making sales has been to suspend twenty feet of track 
from the ceiling of my ware room adjoining my store and 
near the front door, where it can be seen. 

SELDOM FAILS TO MAKE A SALE. 

There are many farmers yet who are not familiar with 
the hay carrier and they have to be shown, so I put a hay car 
on one end of this track and a sling car on the other, both 
well oiled and with enough three-quarter manilla rope to 
show the prospective customer just how they would look and 
work in his barn. This exhibition seldom fails to make a sale. 
Experience teaches me that it is not only good policy, but 
profitable to carry a first class article. A peor one is not only 
dangerous to those using them, but the expense of breakage 
and time wasted in repairing soon destroy a legitimate profit. 

BUY THE BEST. 


Buy the best, for it costs but a little more. See that you 
get a carrier made of malleable iron that is not liable to 
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break. Get one that has a first class track, one that will carry the time of the calling of this convention we added 102 new 
either a fork or a sling without springing. If we know the members since our convention last year. Most of these mem- 
weak points in this line we can avoid them, and I believe lam bers were added owing to the efforts of the solicitor of the 
safe in saying that a great many makes are possessed of some Iowa Retail Grocers’ Association, with whom we joined in 
of the following imperfections: soliciting members throughout the state of Iowa. We are 

They are made of common gray castings and break easily. enabled to get this assistance through the kind auspices of 

The wheels or rollers are not properly adjusted, allowing the executive committee of the Retail Grocers’ Association of 


















































the car to spread and come off the track. 

Too many dogs and springs that wear and become weak. 

A track that is inconvenient to hang and often uneven. 

First class track may be had that is convenient to put up 
and this is important, for the carpenter who builds the barn is 
often to be reckoned with. About one-half of my sales are 
made to contractors who build the barn complete with hay 
track and carrier. 

I mention these defects for I believe that any dealer who 
cares to do so can avoid much grief by keeping only first class 
goods. I am not here to advertise any particular line, but to 
emphasize that it be a good one. I feel safe in especially rec- 
ommending the average dealer to convince himself that he is 
right and then buy one line only. 

The main reason for this is that he shows his own confi- 
dence in the goods and also that he can carry a larger salable 
stock with the same capital. He does not find himself with 
only one style of carrier and another style of track. 


PAYS IN THE LONG RUN. 

Another very important reason for selling one line is that 
you get the benefit of being advertised for another sale of the 
same goods. It takes tirne to build up a trade on one line, but 
when once established it is much easier to make sales. 

ADVERTISING HAY TOOLS. 

I am a firm believer in advertising a good thing and stay- 
ing by it. I have issued a little book, which may be seen at 
the secretary's desk, setting forth the advantages of the dif- 
ferent lines I sell. In that book I devoted two pages to “hay 
tools” and it has returned me business and created a demand 
for almost everything it advertised. If you do not care to get 
up a book you can get illustrated advertising matter from any 
manufacturer whose goods you sell, and if mailed direct to 
your customer, showing that it came from you, it will produce 
good results. I am opposed to the practice of sending long 
lists of names to the manufacturer, for this reason, that many 
things are advertised, not in your line, but competitive to your 
stock, and when you send out the printed matter yourself 
your customer feels that you are showing a personal interest 
in him and he is more likely to respond. I make use of the 
local paper and advertise the hay carrier alone, commenting 
on its usefulness and telling why the one I sell is superior to 
all others. This shows my own confidence in the goods and 
creates a demand for them. The picture of a good washing 
machine will help materially to sell it. 

DOES A CONSERVATIVE BUSINESS. 

If you will open a copy of Sears & Roebuck’s catalogue 

you will find the most unimportant article illustrated and a 





this state, with whom we joined in an effort to secure legis- 


lation for the benefit of the retail merchants, both grocery and 


hardware. 
SHOULD ADVANCE CAUSE OF GARNISHEE BILL. 


And I wish to take this opportunity of requesting each 
member of the association who has any influence with either 
the senator or representative from his district in the state to 
use this influence for advancing the cause of the garnishee 
bill. This bill, as most of you know, will be enacted for the 
purpose of making 25 per cent of a person’s salary liable to 
garnishment. This bill should appeal to every member who 
has accounts on his books, that the debtor may not laugh at 
him when he asks for payment of the same. 


BILL TO PREVENT SALE OF STOCKS IN BULK. 


The dealers are also interested in the bill now before the 
legislature to prevent the sale of stocks of goods in bulk for 
the purpose of defrauding the creditors. The idea of this 
bill, as I understand it, is to prevent a person who becomes 
seriously involved financially from transferring his stock to 
a relative or friend, and allowing the jobber to whistle for 
his pay, and oftentimes these stocks are put upon the mar- 
ket and sold at 50 cents on the dollar, or thereabouts, in 
direct competition with the legitimate retail dealer. In this 
way and on this account this bill is of interest to the retail 
dealer, and I hope you will all use your influence to help 
the passage of the bill. 


WILL COME AWAY FILLED WITH ENTHUSIASM. 


It was the pleasure of your secretary to attend the meeting 
of the secretaries of the various states affiliated with the Na- 
tional Association in Chicago last March, and I wish to say 
that if every member of this association could have attended 
that meeting as I did they would come away filled with en- 
thusiasm and confident in the success of the good cause. 

In closing, I wish to thank each and every member of the 
association and my friends on the outside of the associa- 
tion who have aided me in the work of the year. It was 
all new work to me, and if it has been successful it is due 
as much to your help as to my efforts. ‘ 

The following resolution was carried: 

Wuereas, It has pleased the Almighty Providence and 
All Wise God to remove from our midst the founder and first 
president cf the association, P. C. Devol, Sr., of Council 
Bluffs, died Dec. 28, 1903, and while we bow with submission 
to His will there, be it 


little reading matter just below it that will convince you imme- Resolved, That we cherish his memory for the good move 
diately that there is nothing too good for the patron of a cata-_ jn starting this association. 
logue house. Now I do not advocate reckless advertising. I Resolved, That we tender our heartfelt sympathy to his ‘ 
try to do a conservative business and let the merits of the bereaved family; and be it further , 
goods increase my trade, but I believe that we should not Resolved, These resolutions be spread on the minutes of . 
hesitate to speak out and show the people that we have un- this association and they be published in the trade journals f 
limited confidence in the goods we offer for sale. The most and the secretary be instructed to transmit a copy to his be- e 
important feature of the hay tool trade is a good stock of hay reayed family. 
and sling cars, track and hangers, forks and slings and plenty It was adopted by rising vote. 7 
of rope. Be ready for your customer when he comes and you The committee on resolutions reported as follows . 
can hold a whip row over the dealer who is always just out, : 
but expecting some in a few days. I thank you for your atten- RS SS ee See | 
tion. WuHuereas, The officers of the Iowa Retail Hardware , 
A motion favoring Iowa products for Iowa dealers was Dealers’ Association, especially our worthy president, S. R . 
adopted. Miles, have worked so hard and faithfully to start and get z 
Secretary H. S. Vincent, Ft. Dodge, then read his report as in working order the Iowa Retail Hardware Dealers’ Mutual ~ 
follows: Insurance Association in the past year, also Mr. Harry Vin- 
REPORT OF SECRETARY VINCENT. cent, our worthy secretary has worked hard in getting up the 7 
fine program for this meeting; therefore be it d 
PROGRESS OF ASSOCIATION HAS BEEN SATISFACTORY. Resolved, That we hereby extend our heartiest thanks to tI 


The progress of the association this year has been very 
satisfactory to the officers and executive committee. Up to 


them for their service rendered; we also thank Mr. M. L. 
Corey, the secretary of the National Hardware Dealers’ As- 











sociation for his visit and valuable information given our 
association. We also extend our thanks to Mr. A. T. Steb- 
bens of Minnesota, for his valuable information in regard to 
the insurance of our association. 

THANKS TO JOBBERS. 

Resolved, That we extend our heartiest thanks to the Des 
Moines hardware and implement jobbers and kindred inter- 
ests and manufacturers of, Des Moines who were instrumental 
and interested in getting up and giving the magnificent ban- 
quet tendered us Thursday evening, February 11, 1904, at 
the Savoy House. 

THANKS TO COMMERCIAL EXCHANGE. 

We hereby extend our thanks to the Commercial Ex- 
change, especially the secretary, Mr. Milo Ward, for his 
courtesy and energy in preparing the hall for this meeting. 

THANKS TO TRADE PRESS. 

We cannot forget the trade journals, the Iron Age and 
‘Tue AMERICAN ARTISAN, for their presence and their good 
work in helping the Iowa Retail Hardware Dealers’ Asso- 
ciation for this work; they shall also have our hearticst 
thanks; we also include the Des Moines daily papers for their 
report of our meeting. 

The constitution and by-laws of the Iowa Retail Hard- 
ware Dealers’ Association as revised by the constitution com- 
mittee and adopted reads: 


CONSTITUTION. 





ARTICLE I. 

Sec. 1—The name of the association shall be the lowa 
Retail Hardware Dealers’ Association. 

Sec. 2—The object of the association shall be to promote 
the interests of the hardware trade of Iowa. 

ARTICLE II. 

Sec. 1.—Any person, firm or corporation in Iowa engaged 
in the business of selling hardware and known and recognized 
as a regular retail hardware dealer, may, on the payment of 
three dollars, become a member of this association. Any per- 
son, firm or corporation in Iowa, known and recognized as 
hardware jobbers and manufacturers and all traveling sales- 
men in Iowa, selling hardware and kindred lines, may become 
honorary members of the association on the payment of one 
dollar 

ARTICLE III. 

Sec. 1—The officers of this association shall be president, 
vice-president, secretary, the secretary, who need not neces- 
sarily be a member of the association, and treasurer, and nine 
members, no two of whom shall be chosen from the same 
congressional district, who with the president and vice-presi- 
dent shall constitute a board of directors. 

Sec. 2—The president, vice-president and board of direc- 
tors shall be elected annually by ballot and shall hold office 
until their successors have been elected and qualify. 

Sec. 3—The secretary and treasurer and in executive in 
committee of three, of whom the president shall be one mem- 
ber, shall be elected by the board of directors, and may be 
removed at their option. It shall be the duty of the executive 
committee to audit al] accounts against the association and 
transact all the duties of the board of directors when same 
are not in session. The treasurer shall receive and disburse 
funds of the association under the direction of the executive 
committee, through a voucher signed by the president and 
secretary, keeping careful account of the same. The secretary 
shall work under the directions of the executive committee 
and his duties shall be assigned by the same. 

Sec. 4.—The board of directors shall fix the salary of 
the secretary and require bonds from the treasurer and secre- 
tary in any amount they may deem sufficient, said bond to be 
approved by president of the association, the fees of the bond 
company to be paid by the association. 

Sec. 5.—In case of a vacancy in any of the offices in this 
association, the same shall be filled by the board of directors 
until the next annual meeting. A majority of the board of 
directors or executive committee shall constitute a quorum for 
the transaction of business. 

ARTICLE IV. 
Sec. 1.—The regular meetings of the association shall be 


THE AMERICAN ARTISAN AND HARDWARE RECORD 






















































































67 


held annually on the second Wednesday of February at such 
place as may be designated by the executive committee. 

Sec. 2.—The board of directors and executive committee 
shall be subject to the call of the president or a majority of 
the board or executive committee. 

Sec. 3.—It shall be the duty of the vice-president, in case 
of the president’s inability to serve, to exercise supervisory 
control over the affairs of the association, preside at all meet- 
ings of the board of directors and to carry out and enforce all 
measures adopted by the association, calculated to improve the 
hardware business. 

Sec. 4.—The executive committee shall appoint for each 
county a member whose duty shall be to obtain membership 
in this association and encourage the formation of local 
associations. 

Sec. 5.—The presiding officer shall appoint at the annual 
meeting a sergeant-at-arms. 

Sec. 6—The amendments to the constitution and by-laws 
may be made by the board of directors or by the membership 
at any regular meeting by a vote of at least two-thirds of 
the board of membership present. 


BY-LAWS. 





ARTICLE I. 

The annual dues for membership in this association shall 
be $3.00, except in case of honorary membership, which shall 
be $1.00 per annum. All dues must be paid before a person 
can be recognized as a member or become entitled to act in 
this association. 

ARTICLE Il. 

Twenty-five members shall constitute a quorum to trans- 

act business at any meeting. 
ARTICLE III. 

Each firm shall have one vote at any meeting of the as- 
sociation. 

ARTICLE IV. 

The sergeant-at-arms shall guard the door and see that 
none but members be admitted except by order of the presid- 
ing officer. 

Committees on legislation, auditing and nominating then 
made their reports. 

The report of the nominating committee was as follows: 

President—S. R. Miles, Mason City. 

Vice-President—H. S. Vincent, Ft. Dodge. 

Executive Committee—T. A. Nichols, Burlington; D. A. 
Stauffer, lowa City; W. B. Baumgardner, Dubuque; G. S. 
Johnston, Tama; F. W. Ritter, Hedrick; Thomas Gadd, Des 
Moines; F. P. Bollinger, Afton; Chas. Swaine, Council 
Bluffs; W. H. Millard, Cherokee. 

President S. R. Miles, Mason, and Secretary H. C. Vin- 
cent of Ft. Dodge, were renominated for national delegates. 

The convention adjourned at 12:30 p. m. 

The board of directors hardware association and insur- 
ance met at the Kirkwood Hotel at 2:30 p. m. 


CONVENTIONALITIES. 





Sam T. White and Theodore Rosche were repre- 
senting the White Lily Washer Co., Davenport, Iowa. 
They had one of these washers on exhibition in the 
east lobby of the Kirkwood Hotel, and were kept busy 
in explaining its mechanism to interested visitors. They 
were giving away a handsome White Lily, which was 
decidedly in evidence in the coat lapels of the Iowa 
dealers. Their exhibit was surmounted by some taste- 
ful posters, 2x3) feet in dimensions, calling attention 
to the White Lily washers. 

The Brown-Hurley Hardware Co., Des Moines, 
were represented by W. S. Brown, T. E. Hurley, E. 
W. Brown, F. J. Camp, M. K. Hemingway, Chas. 
Glenn, R. F. Manart, W. S. Lacy, Chas. Graham and 
E. T. Jones. A number of dealers visited their estab- 
lishment and looked through their line of Minnesota 
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paints, brushes, ladders, ice cream freezers, steel goods, 
guns, ammunition, fishing tackle, cutlery, stoves, screen 
doors, poultry netting, lawn mowers, hay carriers, etc. 
Doe-Wah-Jack always had a warm spot in his heart 
for the Hawkeye state and the main parlor of the 
Kirkwood Hotel was occupied by J. L. Parker and H. 
L. Mosher, representing the Estate of P. D. Beckwith, 
Dowagiac, Mich. These quarters were handsomely 
decorated with palms, carnations. Posters showing 








the Round Oak furnace with casing removed and also 
Doe-Wak-Jack in all his glory of aboriginal dandyism, 
viz., paint and feathers. As an exhibit they showed 
the Round Oak Chief steel range with high closet and 
reservoir and also a design of the oven door of this 
range showing the workings of their oven ther- 
mometer. As souvenirs they gave away a handsome 
stein showing delicately contrasting colors and adorned 
with a picture of Doe-Wah-Jack. A second souvenir 
of theirs, which was also deservedly popular, was a 
miniature Round Oak heater used as a watch charm. 
H. O. Spencer, representing the Richards Mfg. Co. 
of Aurora, Ill., was on hand as usual. This veteran 
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convention follower is deservedly popular with hard- 
ware dealers all through the West, and his line of door 
hangers and other hardware specialties are very favor- 
ably considered by the trade. He was giving away a 
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handsome souvenir in the shape of a Morocco match 
box. 

J. B. Reeve of Des Moines, Iowa, the agent for the 
Joliet Stove Works, Joliet, Ill., had a magnificent ex- 
hibit in the alcove of the main floor of the Kirkwood 
Hotel. He was showing the new base burner of this 
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firm with cellar shute, Moore’s Premium Range No. 
269 with oven thermometer and thermometer guide; 
also new anti-scorching cover and Moore’s Fire Keep- 
er No. 18 with special designed ash pail. Mr. Reeve 
was giving away a handsome celluloid match box as a 
souvenir. 

R. E. Cutler of the Cutler Hdw. Co., Waterloo, Iowa, 
was one of the popular Iowa jobbers to be met with 
in the corridor of the Kirkwood Hotel. Mr. Cutler has 
an unusually wide personal acquaintance with the 
trade in the state. 

The L. J. Mueller Furnace Co., of Milwaukee, Wis., 
were represented by E. C. Mueller and Frank J. 
Hannan, with headquarters in Room 7 of the Kirk- 
wood. They were distributing as a souvenir a hand- 


Lid MUELLER 


FURNACE Co, 


——">. 
ve 
MILWAUKEE 


— 





some match box with celluloid cover, showing a picture 
of “Love’s Flight.” Their exhibit included Mueller 
side wall registers and safety furnace pipe and fittings 
in oval and square style. 

The Belleville Stove Works, Belleville, Ill., had a 
handsome exhibit in Room 15 of the Kirkwood Hotel 
in charge of their Mr. H. C. Wing. Mr. Wing was 
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showing one of the Kinwood gasolene stoves manu- 
factured by the Kinzey Mfg. Co., Dayton, Ohio, and 
also a magnificent line of St. Claire stoves and ranges, 
including the Malleable St. Claire square with high 
closet, St. Claire with oven thermometer square and 
high closet, and Reliance St. Claire with high closet 
and reservoir; also the splendid St. Claire cast range, 
the Charm St. Claire Oak, the Incandescent St. Claire 
and the Radiant St. Claire hot blast. 

J. W. Dunington and R. B. Nixon, representing the 
Minneapolis branch of E. C. Atkins & Co., Indianap- 
olis, Ind., were occupying Room 17 the Kirkwood, 
where they had a magnificent line of the goods of this 
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company on exhibition, including hand saws, wood 
saws, butcher saws, compass saws, ax saws, back saws, 
mason’s trowels, cabinet scrapers and saw-filing vises 
and cross-cut filing tools. Their line of souvenirs were 
unique and were in unusual demand. They included a 
whetstone on which appeared the word “Atkins” and 
one of their saws, some unique saw pins and a hand- 

















some watch fob. This exhibit of theirs was the same 
they showed with much marked success at Grand 
Forks, N. D., before the North Dakota Hardware 
Dealers’ Association. 


The Cole Mfg. Co. of Chicago had an exhibit in 
Room 63 of the Kirkwood Hotel, where they were 
represented by E. L. Duquette, Miles Foott, H. B. 
Huffaker and C. W. Brelsford. Their quarters were 
decorated with large yellow signs calling attention to 
the fuel saving qualities of Cole’s hot blast, and four 
of their handsome stoves were on exhibition. They 
were distributing a circular calling attention to Cole’s 
original Air Tight stoves and spiral tubular radiators. 
This firm have an unusually strong hold on the Iowa 
dealers, as H. A. Cole, who performed such herculean 
exertions in organizing this association and bringing 
it to its present high degree of efficiency, and C. W. 
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srelsford, for several years the efficient secretary of the 
organization, are both “Cole” people. 

Few stove salesmen have met with such marked suc- 
cess in catering to the want of Iowa hardware dealefs 
as E. D. Waterman, who has represented the Germer 
Stove Co. of Erie, Pa., in northern Iowa and southern 
Minnesota for a number of years. Mr. Waterman is 
the soul of geniality and is thoroughly posted on the 
requirements of western and northwestern dealers. 
Messrs. Waterman and E. Leytze, who have scored a 
decided success as Radian Home representatives, had 
their headquarters in Room 83 of the Kirkwood. 

The Quaker Mfg. Co. of Chicago Heights, IIl., mak- 
ers and jobbers of combination hot water heaters, warm 
air furnaces, furnace regulators, registers, pipe and 
fittings and furnace supplies were represented by E. L. 
Heald, their secretary. Mr. Heald is a practical fur- 
nace man of wide experience, and has many friends 
among the Iowa dealers. 

A. R. Sale, Mason City, secretary of the Iowa Re- 
tail Hardware Mutual Fire Insurance Association, was 
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giving away a handsome souvenir in the shape of a 
leather purse. 

The National Enameling & Stamping Co. were rep- 
resented by F. M. Starkweather and A. R. Murphy, 
and were distributing a clay pipe mottled in imitation 
of their well-known enameled ware, a package of Dur- 
ham tobacco and a box of matches, as well as an inter- 
esting booklet, entitled “Kitchen Experience,” which 
told the story of “Peggy and Polly,” and also contained 
interesting data of weights and measures, time table 
for meats and vegetables, time of boiling vegetables, 
etc. This firm do not sell their goods directly to the 
lowa, trade but were merely helping the jobbers hand 
ling their goods in this commonwealth. 

Charles Smith of the Charles Smith Co., Chicago, is 
one of the best-known furnace men in the country, and 
his line of furnaces are very popular. Mr. Smith is a 
man of genial disposition and magnetic personality, 
and his fund of information on all details of heating 
work make his advice considered very valuable by the 
trade. Mr. Smith was kept busy shaking hands with 
his many friends in the Iowa trade. 

J. J. Dalton and Robert Moscrip did the honors for 
the Stowell Manufacturing & Foundry Co., Milwau- 
kee, Wis., with headquarters in Parlor D of the Kirk- 


wood Hotel. Their line of exhibits consisted of a line 
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of hay carriers, parlor and barn door hangers, side 
wall registers, hanson vises, tackle boxes, sling pul- 
leys, hay slings, carriage pole tips and saw clamps. 

- A. J. Collins, representing the Majestic Mfg. Co., 
St. Louis, Mo., gave away a lead pencil as a souvenir, 
one end of which on examination proved to be an 
eraser, although it looked like a sharpened lead. 

John F. Bebb, with headquarters in Room 34, was 
representing the Geo. M. Clark Division of the Ameri- 
can Stove Co., Chicago. He was exhibiting a Jewel 
steel range for coal 20-18, with high closet and reser- 
voir. He also had a section of the frame of this range 
showing the asbestos lining. 

W. J. Heald, representing the Lenox Mfg. Co., Mar- 
shalltown, Iowa, made his headquarters in Parlor D 
of the Kirkwood, where he was showing a model of the 
Torrid Zone furnace. Mr. Heald is deservedly popu- 
lar among Iowa dealers, who recognize his rare ability 
in the furnace field. 


The Detroit Stove Works were represented by A. P. 
Lundgren. They were giving away a pencil which 
they styled the Detroit Jewel Mum Pencil. On one 
end of this pencil was a regular lead pencil and the 
other, on examination, proved to be an eraser, although 
it looked exactly like a sharpened lead. 


C. H. Cure, with the Thomas White Stove Co., 
Quincy, IIl., has a large circle of friends among Iowa 
dealers. He was distributing to the dealers in the state 
a handsome morocco cover memorandum book, which 
had pages for insurance expiration, identification page, 
1904 calendar, popular and electoral vote for President 
in 1900, number of shrubs or plants for an acre, 
strength of ice, objects visible at sea level, lumber table, 
table showing capacity of corn cribs, population of the 
United States by states and territories, population of 
cities of over 75,000 inhabitants, population of cities of 
over 25,000 inhabitants, postal statistics, page for mem- 
oranda for every day in the year, map of the United 
States, brief business laws, receipts for cleaning dif- 
ferent substances, names of Presidents of the United 
States, calendar for 1905, table of weights and meas- 
ures, and interest calculations. 


The Kieth Furnace Co., Des Moines, Iowa, were rep- 
resented by their Geo. E. Wiltsie and R. S. Keith. A 
large number of dealers visited their handsome city 
salesroom at 710 Mulberry St., Des Moines, where 
they were shown some of their attractive furnaces, in- 
cluding the All Cast Monitor, the Monitor Steel, Mon- 
itor Wood, and Monitor All Cast Return Flue Ra- 
diator. 

L. K. Wynn, representing the Gen City Stove Mfg. 
Co., Quincy, Ill., was distributing a very neat little 
morocco covered memorandum book which contained 
a variety of useful information, including the popular 
and electrical vote for President in 1900, number of 
shrubs and plants for an acre, population of the United 
States by states and territories, capacity of corn cribs, 
and a great variety of other interesting data. 


The Green Foundry & Furnace Works, Des Moines, 
were represented by Frank Green. They were distrib- 
uting as a souvenir a 15-inch green ruler, gold lettered, 
with brass edge, which called attention to the Ever- 
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green line of hot air furnaces, sash weights, roof crest- 
ing and castings. 
FRINGE 

Theodore Rosche, White Lily Washer Co., Davenport, la 

Sam T. White, White Lily Washer Co., Davenport, Ia. 

H. A. Hines, Pittsburg Plate Glass Co., Davenport, Ia 

J. P. Maxwell, Pittsburg, Plate Glass Co., Davenport, Ia 

J. L. Parker, Estate P. D. Beckwith, Dowagiac, Mich. 

H. L. Mosher, Estate P. D. Beckwith, Dowagiac, Mich 

Daniel Stern, THE AMERICAN ARTISAN, Chicago. 

S. P. Johnston, THE AMERICAN ARTISAN, Chicago. 

R. R. Shuman, The Iron Age, Chicago. 

J. W. Forbes, Rathbone, Sard & Co., Aurora, IIl 

C. B. Minnis, Rathhbone, Sard & Co., Des Moines, la 

J. J. Dalton, Stowell Mig. & Foundry Co., Milwaukee, Wi- 

Robert Moscrip, Stowell Mfg. & Foundry Co., Milwaukee. 
Wis 

C. M. Hutson, The Allith Mfg. Co., Chicago. 

H. C. Smith, The Allith Mfg. Co., Chicago. 

H. O. Spencer, The Richards Mfg. Co., Aurora, Ill. 

E. E. Gould, The Malleable Iron Range Co., Beaver Dam 
Wis. 

Silas McClure, The Malleable Iron Range Co., Beaver 
Dam, Wis 

H. C. Wing, The Kinsey Mfg. Co., Dayton, O 

H. C. Wing, The Kinsey Mfg. Co., Dayton, O., and Belk 
ville Stove Works, Belleville, III. 

W. L. McCasky, Charles Matthews, Columbia, Mo. 

H. W. Beegel, Robeson Cutlery Co. and Rochester Stamp 
ing Co., Rochester, N. Y. 

Ben Shaw, Rochester Stamping Co., Rochester, N. Y. 

B. F. Carpenter, Robeson Cutlery Co., Rochester, N. Y. 

J. B. Reeve, Joliet Stove Works, Des Moines, Ia. 

John F Bebb, Geo. M. Clark Division American Stove Co.. 
Chicago, III 

W. M. Fulton, Malleable Steel Range Mfg. Co., South Bend, 
Ind. 

Harry A. Engman, Jr., Malleable Steel Range Mfg. Co.. 
South Bend, Ind. 

W. C. Arthur, Detroit White Lead Works and Detroit 
Varnish Co., Detroit, Mich. 

W. D. Ellsworth, Pittsburg Steel Co., Pittsburg. 

J. G. Sibert, Herrick Refrigerator Co., Waterloo, Ia 

J. H. Farquharson, M. & D. Range Co., Chicago. 

E. L. Myers, Watertown Thermometer Co., Watertown, 
N. Y. 

G. W. Dunnington, E. C. Atkins & Co., Inc., Minneapolis, 
Minn. 

C. A. Overton, Overton Adjustable Stove Pipe Co., Dun- 
lap, Ia. 

H. Kellogg, Overton Adjustable Stove Pipe Co., Dunlap, Ia. 

R. B. Nixon, E. C. Atkins & Co., Minneapolis, Minn. 

Chas. Smith, Chas. Smith Co.,. Chicago. 

G. W. Nauman, Nauman Company, Waterloo, Ia. 

R. A. Beak, American Steel & Wire Co., Chicago, III. 

Leo Rider, American Steel & Wire Co., Chicago, Il. 

J. A. Carrey, Excelsior Steel Furnace Co., Chicago, III. 

W. B. Neff, John Deere Plow Co.. Moline. III. 


B. Waterman, Germer Stove Co., Erie, Pa. 

. J. Collins, Majestic Mfg. Co., St. Louis, Mo. 

1. L. Corey, National Secretary, Argos, Ind. 

J. Rigby, Kratzer Carriage Co., Des Moines, Ia. 

. N. Kratzer, Kratzer Carriage Co., Des Moines, Ia. 
M. Walker, Kratzer Carriage Co., Des Moines, Ia. 

. C. Gurney, American Wire Fence Co., Chicago, II! 
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F. M. Starkweather, National Enameling & Stamping Co.. 
Milwaukee, Wis. 

E. L. Heald, Quaker Mfg. Co., Chicago Heights, III. 

O. S. Hitchner, Western Machine Co., Albia, Ia. 

R. E. Cutler, Cutler Hardware Co., Waterloo, Ia. 

E. L. Duquette, Cole Mfg. Co., Chicago. 

Miles Foott, Cole Mfg. Co., Chicago. 

H. B. Huffaker, Cole Mfg. Co., Chicago. 

A. R. Murphy, National Enameling & Stamping Co., New 
York. 
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A. B. Carhart, Carhart & Nye, Manchester, Ia. 

Frank J. Hannan, L. J. Mueller Furnace Co., Milwaukee. 

G. C. Mueller, L. J. Mueller Furnace Co., Milwaukee. 

E. L. Bigelow, Lunders, Tracy & Clark, New Britain, Conn. 

P. Pamplin, Bucks Stove & Range Co., St. Louis, Mo. 

Geo. W. Trout, Geo. W. Trout Hardware Co., Chicago. 

Tom Watson, Bridge & Beach Mfg. Co., St. Louis. 

O. F. Little, Bridge & Beach Mfg. Co., St. Louis. 

E. L. McBride, Ringen Stove Co. Division American Stove 
Co., St. Louis. 

John F. Bredow, Davenport Gas & Machine Co., Daven- 
port, Ja. 

E. Leytze, Germer Stove Co., Erie, Pa. 

M. M. Hutchins, Detroit Vapor Stove Co., Detroit, Mich. 

H. C. Mason, Central Supply Co., Des Moines, Ia 

E. H. Thorley, Central Supply Co., Des Moines, Ia 

H. H. Smith, Central Supply Co., Des Moines, Ia. 

Matt. R. Bingham, Michigan Stove Co., Des Moines, Ia 

S. E. Price, Allith Mfg. Co., Chicago. 

W. J. Heald, Lennox Mfg. Co., Marshalltown, Ia. 

M. Cochrane, Channon-Emery Stove Co., Quincy, III. 

W. S. Brown, Brown-Hurley Hardware Co., Des Moines. 

T. E. Hurley, Brown-Hurley Hardware Co., Des Moines. 

E. W. Brown, Brown-Hurley Hardware Co., Des Moines. 

F. J. Camp, Brown-Hurley Hardware Co., Des Moines. 

M. K. Hemingway, Brown-Hurley Hardware Co., 
Moines. 

Chas. Glenn, Brown-Hurley Hardware Co., Des Moines. 

R. F. Manatt, Brown-Hurley Hardware Co., Des Moines. 

W. S.Lacy, Brown-Hurley Hardware Co., Des Moines. 

Chas. Graham, Brown-Hurley Hardware Co., Des Moines. 

E. T. Jones, Brown-Hurley Hardware Co., Des Moines. 

Frank O. Green, Green Fdy. & Furnace Co., Des Moines, Ia. 

.. A. Thompson, C. Sidney Shepard & Co., Chicago. 

A. P. Lundgren, Detroit Stove Works, Detroit. 

Geo, E. Wiltsie® Keith Furnace Co., Des Moines. 

H. C. Avery, Eclipse Stove Co., Mansfield, O. 

R. S. Keith, Keith Furnace Co., Des Moines, Ia. 

C. H. Cure, Thos. White Stove Co., Quincy, IIl. 

L. K. Wynn, Gem City Stove Mfg. Co., Quincy, III. 

R. J. Klinsmid, Aurora, III. 


Des 


+o 


PROGRAM INDIANA RETAIL HARDWARE DEAL- 
ERS ASSOCIATION CONVENTION. 


The following interesting program has been pre- 
pared for the meeting of the Indiana Retail Hardware 
Dealers’ Association : 

MONDAY, 2 P. M. 
Special called meeting of officers and executive committee. 
Denison hotel. 
TUESDAY, IO A. M. 
Denison Hotel Lobby. 
Payment of dues. Receiving new members, house warming. 
TUESDAY, 2 P. M. 

Open session. Trade representatives invited. 

Greeting to dealers and camp followers—President Edward 
M. Bush. 

Announcing committees: 
by-laws, auditing, grievance, door-keeper, question box. 

Address, “A Survey,” Z. T. Miller, ex-president National 
Retail Hardware Association. 

Address, “Better Freight 
Dealers’ Association.” 

Address, “Has an Association Membership a Dollars and 
Cents Value?” Daniel Stern of THE AMERICAN ARTISAN. 

Paper, “Adoption of Metric System,” J. B. Gohman, Indian- 
apolis 
men of the country to adopt the Metric system. 

Address, ““The Science of Salesmanship,” A. F. Sheldon, 
Chicago. 

“Shop Talk and Business Pointers.” 
traveling men and manufacturers. 


Resolutions, nominations, press, 


Transportation, Indiana Grain 


There is before congress a bill requiring the business 


Five-minute talks by 


TUESDAY, 9 P. M. 


Smoker. Given by the association. 
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WEDNESDAY, 10 A, M 

President's address. 

Report of secretary-treasurer. 

Report of delegates to national convention, J. L. 
Portland 


Fulton, 


Address, *“Observations,” ex-President W. P. Lewis, New 
Albany 

Insurance report and discussion 

Paper, “Necessity and Advantage of Local Associations,” 
Vice-President A. N. Shidler, South Bend. 

Discussions. 

WEDNESDAY, 2 P. M. 

Paper, “Evolution of Trade,” J. A. Shapker, Mt. Vernon 

Paper, “Adding Specialties and Side Lines,’ Louis C. 
Bartholomew, Michigan City. 

Paper, “Hardware Business in a Country Town,” C. A. 


Ellis, Carlisle 

Paper, “The Influence of Local Newspapers, and Why We 
Should Cultivate It,” T. J. Lindley, Jeffersonvill 

Question box, 

General discussion. 

Special questions considered, “To Whom Should the Ship- 
per Look for Redress for Goods Lost or Damaged in Transit 
—the Merchant or Carrier?” 


THURSDAY, I10 A. M. 


Report of committee on by-laws. 

Discussion. 

Report of auditing committee. 

Report of grievance committee. 

Report of nominating committee. 

Election of officers. 

Selecting place for next meeting. 

Remarks by R. R. Shuman of The Iron Age, and others. 


THURSDAY, 2 P. M. 
Unfinished business. 
Initiation of officers-elect. 
Naming new executive committee, 


~ tee 
MEETING OF COLORADO DEALERS. 
I’. C. Moys, Boulder, Colo., secretary of the Colo- 


rado Retail Hardware Dealers’ Association, is sending 
out the following live letter to the hardware fraternity 
of that state: 


“Referring to the annual convention at Denver February 
15 and 16, since you received my letter of January 20 I have 
had replies from most of the dealers in the state and from 
Ov er 
sixty have signified their intention to be present and quite a 
number will bring their wives. 

“Inclosed find pregram as finally decided on. All honorary 
members, as well as any other hardware men, wholesale or 
retail, are cordially invited to attend the open sessions. 

“For this occasion we have secured a rate of one and on 
fifth fare on all railroads in the state on the certificate plan. 
Buy a ticket to Denver (taking a receipt for same) on Feb- 
ruary 13, 14 or 15, and after I indorse your certificate you can 
buy a return ticket at one-fifth regular fare. 
returning for three days after close of convention. 
to take receipt when you buy your ticket to Denver, 

“If you have not notified me whether you are coming or 
not, please do so at once, as it is important that we know just 
how many to depend on. 

“If you have not decided to come I hope you will so 
decide, as our meeting will not be complete unless you are 
there. Let us get out in force and make this an event to be 
remembered.” 


present indications we will\ have a rousing meeting. 


Tickets good 
Don’t fail 


The Advance Furnace Co., Joliet, Ill., are a new fur- 
nace concern capitalized at $20,000. 


The Meyer Furnace Co. of Peoria, Ill, have in- 
creased their capital stock from $50,000 to $100,000. 
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Meeting Nebraska Retail Hardware Dealers 
Association. 





TUESDAY AFTERNOON SESSION. 

The meeting was called to order at 2 p. m. by the presi- 
dent, C. A. Peterson, Oakland. 

Pres. Peterson said: I take great pleasure in announcing 
to you that we have with us to-day a man with whom you are 
more or less acquainted; a man who has had the honor to 
represent the city of Omaha in its highest executive office 
for a considerable length of time. He is a man who is not 
only held in the highest esteem by the people of the city 
of Omaha, but is loved by the citizens of the state of Ne- 
braska. 

He has very kindly consented to meet with us here to-day 
and to say a few words of welcome. Gentlemen of the con- 
vention, I wish to introduce to you Hon. Frank E. Moores, 

Mayor Moores gave the following 


ADDRESS OF WELCOME. 


Ordinarily this might be a hard meeting for me to address, 
but my friend, the Rev. E. V. Moore, has started in and 
given you a heartfelt prayer, and a convention or body of 
men that are so wise as to have their proceedings opened by 
prayer bespeaks for them that they are on to their job and 
know their business. 

The city of Omaha is in the state of Nebraska, as you all 
know, and what is good for Omaha is good for the state of 
Nebraska, and what is good for the state of Nebraska is good 





for Omaha. We are glad to see you with us to-day. I wish 
that it was a little later in the season and the weather was 
better, so that we could take you around and show you many 
important changes that have taken place in our city in the fast 
year or last few years, but the weather prevents, neverthe- 
less I greet you with a welcome just as hearty as though we 
could take you around and show you the town. The opening 
of 1904 brings prosperity on the eve, and I predict one of the 
most satisfactory years we have had since we have been a 
city. 

Now, gentlemen, the town is yours, and you can have ev- 
erything in sight, but our auditorium—that isn’t finished; rain 


goes through the roof and I am sure you would not care for 
that, but the next time you come to Omaha we will have our 
auditorium finished, and we will give you a dickens of a good 
time if you come here again. Hope you will come when the 
weather is more pleasant, and when we can show you more 
attention and go around and have a good time. I cannot re- 
sist the opportunity of telling you that my ‘phone number is 





President J. ©. Cornell, Ord, 


55; if any one gets into trouble ! am at your service. 

C. K. Lawson, Hastings, responded to this address of wel- 
come as follows: 

In behalf of the members, I thank you for all the courtesies 
and privileges extended to us, and hope that you will all 
profit by the same, and when you go home, feel that you have 
had a good time and be glad to meet here again, as the mayor 
has said. 

A few minutes’ recess was then taken, during which time 
the members were given an oppertunity to register and pay- 
ment of dues. 

Pres. C. A. Peterson then read the following 


ANNUAL ADDRESS. 





EAGERLY LOOKED FORWARD TO 

It is with extreme pleasure and satisfaction that 1 am per- 
mitted by good fortune to extend to all my greeting and con- 
gratulations on this thitfd annual meeting and upon the con- 
ditions that have made it possible. 

The seeming interest displayed by our members as evinced 
by the attendance is conclusive evidence that these annual 
gatherings are eagerly looked forward to with the conscious- 
ness of self betterment and business helpfulness, and where 
we can congregate together and enjoy the hospitality and 
social intercourse of brother retail hardware men and to ex- 
change business ideas and go home feeling within us that we 
have been benefited, resting assured that the next year will 
be full of good things and increased prosperity. 

GET TOGETHER. 

The value of business friendship and business intercourse 

cannot be estimated. The hetter we know each other, the 
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more we are acquainted with each other’s business methods, 
the more will these be conducive to a more harmonious un- 
derstanding and business friendship. 

I am sure that all who attended last year’s meeting at Lin- 
coln came away feeling greatly enriched by the many things 
of business importance there heard spoken by our successful 
brethren and fellow hardware men and departing with a heart 
full of tender. metcies for our immediate competitors. 

The purpose of commercial organization is not solely a 
mercenary one or one to maintain better prices or increase 
the volume of. business, but has its social and moral part— 
a part which will bring into being and stimulate our better 
natures—a part which reminds us that we must be friends 





First Vice Pres. F. A. Keés, Beatrice. 


and sociable in all our business relations though we be com- 
petitors—-a part which will remove all distrust of our fellow 
hardware men and dissipate the last vestige of unfair methods 
to get trade and prestige. 


A FELLOW FEELING DESIRED. 


Some are inclined to think that war is a necessity between 
competitors. I refuse to believe this, but believe as it was 
once said, “War is hell,” and that the warriors are the only 
losers. Though business wars seem inevitable betimes, it can 
be averted by a conscientious regard for the right and a 
feeling of brotherhood towards our fellow men. 

By all reports the ensuing year is to be a prosperous one 
for the hardware trade and let us all make hay while the 
sun shines and take care that in the end the ends will meet. 

Let us uphold our glorious state; let us spread her worth 
and let us push our association to the betterment of all con- 
cerned. 

Our secretary should be commended upon his work, which 
has surely been a burden upon him, as his own business at 
home demands his attention. I surely feel greatly indebted 
to Mr. Hall for his work during the past year, while I have 
been your president, and sincerely hope that the association 
may always be blessed by such a secretary. 

With many wishes for the welfare of this association and 
hoping that all may do all in their power to foster the 
interests of this association, I bid the association godspeed 
and the retail trade an unprecedentedly prosperous year. 


AND HARDWARE RECORD 








Pres. C. A. Peterson, Oakland, then announced the appoint- 
ment of the following committees : 

Entertainment Committee—Nathan Roberts, Omaha; C. F. 
Schram, Omaha, Nebraska; Morris Hussie, Omaha. 

Press Report—Milton Rogers, Omaha; Mr. L. E. Peterson, 
Wayne; Mr. L. F. Holloway, Fremont, Nebraska. 

Finance—Max Uhlig, Holdrege, Nebr.; V. L. Fried, Oak- 
land; L. Pettingill, Omaha. 

Resolution—C, H. Rudge, Lincoln; A. E. Lind, Newman 
Grove; J. C. Cornell, Ord. 

Question Box—Nathan Roberts, Omaha; Ed. Kenzel, 
Wisner. 

The roll call was next in order, but was deferred until the 
following morning’s session, 

The president announced for a few minutes the meeting 
would be open for a general discussion: 

Mr. H. Veith, Lincoln, then spoke as follows on the travel- 
ing salesman: 

Can he be of much benefit to our association? He can be 
of much benefit to our association, and should therefore be 
treated and considered as a kind of honorable member of the 
association and might be invited to meet with us as long as 
we are not in secret session for various reasons, as follows: 
He is in constant touch with us the year round, and also 
meets our competitors who have not become members of 
our association. He can therefore help to bring them in iine 
by telling them of the benefits they would derive as members 
of the association providing he had knowledge of those bene- 
fits. He can help to bring together competitors in smaller 
towns who are not friendly to each other and induce them to 





Second Vice Pres. Max Uhlig, Holdrege. 


join us in our meetings, where the unfriendly feelings of such 
competitors will end in respectful friendship. He certainly 
claims to be our friend and cannot afford to lose our con- 
fidence, and can therefore act to a certain point as a con- 
fidential agent for the association, as he will rarely betray 
confidence. He is generally full of good suggestions and 
good suggestions we want at our meetings; if invited by us 
we will see more of them together than at any other time, 
and we can find them out a little better, which would not 
hurt any of us. He is also more or less full of good jokes, 
and we might listen to them at our entertainments, as they 
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might be at least invited to them. Other members of the as- 
sociation may think different on this subject, but I always 
think a great deal of the traveling salesmen, no matter what 
line he sells As a rule, we know them first before we get 
acquainted with the house he represents, and my motion 
would be to invite them. 

Loyd Scruggs: I have nothing to say on this subject, 
but would give the honor to Mr. McBride. 

Mr. McBride: I am pleased to meet with you, and it shall 
be my aim and desire to further the best interests of the Ne- 
braska Hardware Association at all times. 

F. D. Kees, Beatrice: I am really surprised at what 
a short speech these gentlemen are making. When they come 
to anybody’s place they surely have a longer talk than this, 
and I would certainly expect a little more from the traveling 
men 

Chas. Smith of the Chas. Smith Co., of Chicago, said: I am 
glad to meet with you, because I feel at home. I have been 
coming to Nebraska for twenty-five years, and think I am the 
oldest traveling salesman probably in the house. At Minneap- 
olis two years ago I was elected as an honorary member of 


that association, and I have felt proud of it ever since. I be-~ 


lieve that a large majority of the dealers like to have the trav- 
eling men call and see them. I have never met with an unkind 
reception anywhere. I believe if the members of the Nebraska 
Retail Dealers’ Association would listen a little more to the 
traveling men instead of trying to get rid of them, as a few 
do, who are not experienced in the business, I believe it would 
be better for the dealers. A traveling man should be an edu- 
cator in his line, and if he is not, he is not the man for a 
s: lesman. 

A successful salesman learns but little from the house he 
travels for, but as he calls on a large number of dealers in 





Third Vice Pres. A. Degner, Norfolk. 


different sections of the country he can generally get one or 
more good points from almost every one that he sees, and in 
this way he becomes an encyclopedia in whatever line he 
may be traveling for. 

A traveling man should always remember that wherever 
he is he is the representative of the house he travels for and, 
in many cases, the only person from the house that the dealer 
ever sees, and he should be, and generally is, the retail deal- 
er’s best friend. 

Dealers should remember that the manufacturer is deep- 
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ly interested in the success of the retailer. Their interests 
are one. Whatever hurts the retail dealer hurts the manu- 
facturer, and the reverse also is true. They stand or fall 
together, and we as manufacturers want you to stand by us 
and we will stand by you. 

In conclusion let me say that one of the best things about 
these conventions is that we get together. Friendships are 
formed, apparent differences are healed and we part having 
a better opinion of each other. I would also like to add that 
although I have been selling goods in this state for more than 
twenty years, vet the firms I have had the honor to represent 





Sec, Treas. Harry Hall, Lincoln. 
have never lost a dollar from bad accounts in Nebraska out- 
side of one city, the name of which I don’t care to mention. 
W. M. Glass, Lee-Glass-Andreesen Hdw., Co., Omaha, 


said: I do not care to take up much of your time. I 
used to be a traveling man myself, and I believe 
believe and I am glad to see that your organization takes 
action, which I presume they will, in reference to bringing 
in the traveling men as honorary members. I feel that their 
aid and assistance will materially help you build up your 
organization. We all want to see the Nebraska Hardware 
Association one of the best in the country, and I want to as- 
sure you, as far as we are concerned and our men, we will 
give you all of the assistance we possibly can and help you to 
build up your organization and make it one of the best in the 
country. 

The president then appointed Albert Degner, Norfolk, 
as sergeant-at-arms, and C. H. Jacks, Tekamah, as his as- 
sistant. 

The convention then convened in executive session for the 
purpose of reading the minutes of the previous convention 
and having the paper on “Insurance,” by H. J. Hall, Lincoln, 
read and discussed. 

At 5:30 the meeting adjourned. 

TUESDAY EVENING SESSION. 

A very enjoyable feature of the first day was a banquet 
extended to all the visiting dealers by the members of the as- 
sociation and jobbers of the city of Omaha. About 200 par- 
ticipated and the occasion was made one of merriment and 
good-fellowship. Promptly at 7:30 Tuesday evening the 
guests of the hardware jobbers of Omaha marched into the 
prettily decorated banquet hall of the Commercial Club. The 
tables were arranged in the form of an L, the speakers’ tables 
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being at the angle, when the following dainty menu was 
served: 
s MUSIC BY 
M enu NORDIN’S ORCHESTRA 























Martini Cocktail 
Blue Points 
Hearts of Celery 


Clear Green Sea Turtle Soup 


Queen Olives Chow Chow 


Broiled Wall-Eyed Pike, Parsley Butter 


Pommes au Gratin 
Sweetbreads Jardiniere a la Romaine 
Punch au Hirsch 


Filet of Beef Larded aux Champignons 


Pommes Souffle 
Fresh Shrimp Salad en Mayonnaise 


Ice Cream 
Assorted Fancy Cakes 


Coffee 
Cigars 





After the cigars had been lighted, W. S. Wright, the toast- 
master, assumed charge ofthe function with some happily 
































- THE TJASTMASTER 
Toasts W. S. WRIGHT 
“Our Fair State” % ‘ H. M. Bushnell 


“The Traveling Man” . . Henry Veith, Lincoln 


“Any Old Subject” . ‘ F. D. Kees, Beatrice 


Reminiscences by a Hardware Man” Euclid Martin 


“People that I have Smiled with” Frank H. Dunlop 


“The Present and Future for the 


Hardware Man” . ; Morris Hussie 


“The Ladies” H.I1. Hall, Lincoln 


“Metropolis of our State” ‘ 4 F. W. Judson 





chosen words, and after welcoming the guests to Omaha, 
and inviting them to come again, introduced as the first 
speaker of the evening H. M. Bushnell, who responded to the 
toast of “Our Fair State.” He was followed by Henry 
Veith, who responded to the toast, “The Traveling Man,” 
and who said that since 1869 most of his business had been 
with the traveling men and he had always put confidence in 


them, which had never been betrayed, and he believed in 
encouraging a home for aged traveling men. He closed with 
a humorous story, telling of how a traveling man had sold 
him a bill for the first stock of goods he purchased. 

D. Kees, 


as follows: 


He was followed by F. Beatrice, who responded 
to “Any Old Subject,” 

Mr When I received Mr. 
Roberts’ letter asking me to say a words to-night and 
asking me io choose my own subject, I felt very much like 
an Irishman who was helping to dig the subway in New York 
City: - He was--réturnaing from his werk with a friend one 
evening and they This 
was brightly lighted and filled with a dazzling display of dia- 
monds and other precious stones 


Toastmaster and Gentlemen: 


few 


stopped before a jeweler’s window. 


“Ain't thot foine?” said one. “How would you loike to 
have yer pick?” 
“B’gorra, Mike,” said the other, “Oi'd rather hov’ me 


shovel.” 
So I did not pick out any particular subject, but will give 





Ex-Pres. C. A, Peterson, Uakliand. 


you a No. 6 scoop full of thoughts which have come to me 
during this meeting. 

This association would pay if we did nothing more than 
meet old friends and form new friendships. 

It is a good thing for men in the same line to get together 
and discuss ways of conducting business, and to organize 
for their common good. A hardware man is very much like 
a hardware stock. Every stock contains some old goods which 
take up shelf-room, and are valuable only for the experience 
they represent. I wonder how many of you are without a 
few dozen of “Attwell burglar-proof sash locks and ventila- 
tors”? 

There is also a damger that a:man’s.ideas- and busmess 
methods may become shelf-worn, but he wil not realize it un- 
less he finds out what the other fellow thinks and how he 
does business. Our yearly meeting is the great opportunjty 
for this. interchange of thought, and the dealer who stays 
away makes a great mistake. 

I am very glad that I came 

Euclid Martin responded to the toast, “Reminiscences by 
a Hardware Man,” as follows: 

\ MISNOMER. 
The toast assigned me by your committee of “Reminis- 
cences of a Hardware Man” might be termed a misnomer, 
might be “Wandering 
I presume that Judge 
Wright in having me assigned for this toast expected that 


and a more appropriate toast the 


Thoughts of an Ex-Hardware Man.” 














































I would confi my remarks to hardware reminiscences, but 
I shall first give you some information with reference to our 
genial toastmaster that has heretofore been known by but 
few people, if any. Everybody in Omaha recognizes this 
gentlemen by the cognomen “judge,” and every one admits 
that the title fits the man and that ‘the man becomes the title, 
is entitled to wear this handle to his 
Most people in this com- 
the same is true of you gentlemen, 


but as to just why he 
name has never been made public 
munity, and I presume 
think that Mr. Wright has always been in the hardware 
this is not a fact. It is true that Judge Wright 
has been connected with the hardware business of Council 
Bluffs and Omaha for the last 
vious to this he was a minister in Maine, and a judge in 


business, but 
forty or fifty years, but pre- 


Montana, and it was while filling the duties of the former 
position that he acquired the benign countenance which he 
wears so gracefully, and it was while presiding over a mock 
court in the state of Montana, somewhere near Helena or 
Butte, that he gained notoriety from a judicial standpoint by 
always being able to tell the difference between gold and 
copper. But as to the reminiscences of a hardware man. 
STARTED IN’ BUSINESS IN ILLINOIS 

A little over thirty-six years ago I left my father’s farm in 
central Illinois and: aequired a working interest in the hard- 
ware store of Burt & Bell at Minonk, IIl., a village at that 
time of less than 500 inhabitants. My partners were both 


middle-aged men, and one. of them, having other interests, 





Ex-Third Vice Pres. Frank Hacker, Friend. 


Che re- 
maining partner was a heavy, corpulent man, who was en- 
tirely willing that I should at once assume all of the responsi- 


did not give any attention to the hardware store. 


bilities connected with the business. I was permitted to 
sweep out the store in the morning about 6 o'clock. 
POLISHING STOVES IS GOOD EXERCISE. 

Immediately after breakfast I was allowed to proceed to 
the polishing of stoves, which, by the way, at that time was a 
more difficult process than that which maintains to-day, and 
next to golf I consider it one of the greatest physical exer- 
cises known, and is second only to golf perhaps in the fact that 
it is not so clean. After the physical exercises were ended I 
waited on customers during the day and kept the books at 
night; thus a responsibility was thrown upon me that was 
very beneficial, although the life was rather strenuous 
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THE FIRST JOBBER HE PATRONIZED 

The first firm of whom I bought goods was Miller Bros. & 
Keep of 55 State street, Chicago, Ill., where they remained in 
business until the great fire of ’71, after which they resumed 
at 19 Lake street. The head of this concern was A. R. Miiler, 
a large, fine-looking man with gray hair, appearing to me at 
that time to be past middle life and fulfilling my ideas of a 
first-class business man. This firm remained in Chicago un- 
til something like twenty-two years ago, when they closed 
their business there, and the next I heard of A. R. Miller he 





Ex-Pres. C. Ww. Morton, Omaha. 


came to Omaha and arranged to go into the wholesale hard- 
ware business, rented a building located immediately east of 
the Millard Hotel. Coming on a little later to make final 
arrangements, Mr. Miller was accompanied by his invalid 
wife, who, while here, was taken sick and a doctor was called 
(and, by the way, he must have been a poor one), who advised 
Mrs. Miller that she would not be able to have health in 
this climate. This to Mr. Miller was a command to leave 
Omaha, which he did at once, and soon thereafter opened a 
wholesale hardware store at Minneapolis, where he was in 
business some years. His venture there was not altogether 
successful, and I next heard of him when calling upon the 
firm of Wells & Nellegar, Chicago, as being on the road 
selling some specialties, ‘and for the past five years one 
familiar with Omaha would no doubt have seen a large, fine- 
looking old man with splendid face about 80 years of age 
canvassing the wholesale merchants with sample case in hand, 
going from one store to another, and this is A. R. Miller, 
thirty-six years ago one of the most successful merchants in 
the city of Chicago. 
A GOOD HARDWARE MAN AND A GOOD FELLOW. 

Chicago has produced many _ successful hardware 
men, some of them have passed to the beyond, oth- 
ers have grown rich and are living in comfort, but the 
grandest Roman of them all is A. R. Miller. The first travel- 
ing man that came to see me for the firm of Miller Bros. & 
Keep was a small, thin, dudish-looking fellow, who came into 
the store one morning just as I had finished my golf exer- 
cise in blacking stoves, wearing an immaculate pair of gloves 
and a silk hat, a rather exasperating picture for a stove pol- 
isher to look upon, but I soon discovered that Mr. Nellegar 
was a good hardware man and a good fellow, and I con- 
tinued to buy goods from him for a number of years. He 
left the road, went into business for himself and is now the 
junior member of the firm of Wells & Nellegar, the second 
largest hardware store in Chicago, a city that at one time 
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boasted of n ! concerns, among them Hibbard & 

Spencer, Win. Bleir & ( Seeberger & Breaky, Markley 
& Alling Co., Miller Bros. & Keep and others. 
\ FINE SPECIMEN OF MANHOOD 

Following Mr. Nellegar there called upon me from this firm 

a tall, fine-looking young man by the name o. Hamill, one 

of the finest specimens of manhood that it has been my 

pleasure ever to know. Earnest Hamill called to see me 

monthly for several years, always receiving an order. He 

finally 


left the road and entered the commission business in 
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the city of Chicago, and from this he drifted into the bank- 
ing business and is to-day the president of the Corn Exchange 
Bank, with « capital of three million dollars, surplus 6f two 
million dollars and over twenty million dollars deposits. I 
had. the pleasure of calling to see Mr. Hamill last fall and 
found him the same genial man that he was thirty-odd years 
ago. He had, of course, grown older and stouter and took 
apparent pleasure in discussing the old days when he was a 
traveling hardware salesman, and he said to me that while 
their bank iiad many accounts, both large and small, they had 
none upon their books that he watched with such jealous care 
and in which he took as. much pride as the accounts which 
they had in the little towns along the Illinois Central railroad 
which he visited as a traveling salesman, mentioning in 
particular my own town of Minonk. It seems to me that 
these two men, A. R. Miller and Earnest Hamil:, represent 
a theory of the business world that is worth our considera- 
tion—namely, that the difference betwen success and failure 
is but little to begin with. Two men of equal capacity start- 
ing out in life under practically the same conditions, may 
soon drift widely apart. one of them by being a little bit 
too liberal and caring too little for his own interests and too 
much for others, while the other man may be equally courte- 
ous in all his business transactions, but at the same time 
preserve his own rights and interests. 

HARDWARE BUSINESS MUCH THE SAME 35 YEARS AGO. 

Business thirty-five or thirty-six years ago in a_ hard- 
ware store was conducted about as I presume it is to-day. I 
distinctly remember the kinds and prices of many goods sold 
at that time. I remember that the carpenter would have no 
hammer but the Maydole, no saw but the Disston, and that 


ARTISAN AND HARDWARE RECORD 










































1 
| 
I 


the blacksmith would buy no horseshoe but the Burden, but 


I doubt if implement men have made as much progress as 
hardware men in the conduct of their business 
HANDLING REAPERS 


1 


In the earlier days I made a specialty of reapers, handling 


’ 
the McCormick machine, which was_ always sold at list price 
and freight collected and notes taken when machines were de- 
livered. A rather odd incident happened in connection with 
my implement business during the earlier years of my ex- 
perience \mong other machines sold was a six-foot har- 
vester to a man by the name of Jacob Johnson, the richest 


When Mr. 


Johnson came to get his machine the bundle carrier was 


man in the county and the largest land owner. 


missing. Some of you men will no doubt remember that a 
bundle carrier means a few little strips of boards, for which 
he farmer paid $15. Mr. Johnson took out his machine, but 
did not receive his bundle carrier until he had run his ma- 
chine one or two days, and he objected to paying full price. 
On account of not being able to agree with him as to what 
damage he should have, I waited some weeks until the general 
agent of McCormick came around, a Mr. J. S. Buck, who, 
by the way is now one of my traveling men. Mr. Buck and 
I called to see Mr. Johnson, fully expecting to make some 
allowance for the non-delivery in proper season of the bundle 
carrier. We were invited to dinner and after partaking I 
proposed to Mr. Johnson that we arbitrate our difficulties. I 
said that Mr. Buck came out direct from Mr. McCormick 


himself and we wanted to avoid trouble with so influential a 
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citizen as Mr. Johnson. Uncle Jakey agreed at once to the 
proposition. He and I stated our case to Mr. Buck, who, 
after full deliberation as to the fact, decided in my favor, and 
I have ever since that time been in favor of arbitration. 

A KEG SHY. 

Perhaps you will pardon me if I refer to one other little 
incident which occurred in the earlier days of my hardware ex- 
perience. I received one day a consignment of goods, among 
which was one ton of nails. The goods were deposited by the 
drayman upon the sidewalk in front of my store some time 
during the forenoon. It was quite a busy day and I did not 
get time to roll in the nails until evening, when I found 
but nineteen kegs. I, of course, took the matter up with the 
station agent. He remembered distinctly checking out twenty 
kegs,.and remembered as well checking on to the dray wagon 
the twenty kegs, and the drayman, whose recollection was in 
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no wise inferior to the station agent’s, remembered that he 
had delivered twenty kegs upon the sidewalk. The evidence 
was so strong that I was forced to admit that I had received 
twenty kegs of nails instead of nineteen. Some two years 
after this the Illinois Central railroad decided to transfer 
their station house from one side of the tracks to the other, 
and in doing so found far back under the platform a keg of 
ten-penny nails marked to me. Of course, they were deliv- 
ered, but when opened there was simply a keg full of red 
streaks of rust. 
POLISHED THEM WITH STOVE POLISH. 

Now in those days the price of a keg of nails 
was an important factor to me, and I did not want to lose 
so much. I therefore decided to black them, emptied them 
upon the floor and proceeded to mix them up with Dixon’s 
stove polish, after which they were put in the nail bin with 
other ten-penny nails and weighed out in small amounts to 
customers. About the time the nails were all out my cus- 
tomers commenced coming in with packages of nails, saying 
“those nails I got of you the other day were all greasy and 
they were of no account.” I readily took them back and gave 
them other nails, and it seemed to me before these nails were 
finally disposed of that I had weighed out and exchanged a 
carload of nails. The joke was too good to keep and was 
told by myself and got into the local papers, and finally ended 
up with the story that I had one of my clerks polish the entire 
keg of nails one at a time. 

ARE PURSUING THE RIGHT COURSE. 

Referring to your organization, I am not very fa- 
miliar with it up to the present time, but am_ sure 
you are pursuing the right course. This is an age 
of organizations and combinations and this course is necessary 
in many instances in order that proper results may be had. 
I contend that any organizations for the betterment of busi- 
ness methods is entirely proper and that combinations where 
men for better results combine their capital and in which a 
dollar in money means a dollar’s worth of stock are all 
right. It is the trusts where $10 worth of stock is issued for 
one dollar in money that are causing our trouble to-day. I 
have always noticed that in intelligence and in character the 
hardware men are equal to those engaged in other lines of 
business, and after looking around this table to-night and 
seeing the men here assembled I am convinced that I have 
heretofore underestimated the character and abilities of hard- 
ware men, and I can in my imagination see the day when the 
last bin of nails has been emptied and the last hammer and 
saw has been sold,.and when the retail implement dealer has 
gathered together the odds and ends of a ten years’ business 
and shipped them to the jobber as defective goods, when they 
have been received and credited up and the red lines drawn, 
and when we have all crossed the dark river and settled our 
passage with Charon, I seem to see a procession of well-fed, 
well-groomed men passing unchallenged through the gates to 
paradise, and shall know that the hardware men of Nebraska 
and western Iowa have arrived. And I can with equal clear- 
ness of vision discern over to the left a group of sad-faced 
men with dejected mein and can hear St. Peter inquire of the 
attendant as to who these men are, and upon being informed 
that they are jobbers of farm machinery from the great trans- 
Mississippi country, St. Peter will at once cross himself and 
say to the attendant, “These.men have done penance below; 
their days of scourging are ended; conduct them through the 
gates down the center aisle to the equipment counter and 
help them select their wings.” 

He was followed by Frank H. Dunlop, who responded to 
the toast, “People That I Have Smiled With,” and told several 
humorous dialect stories. 

The next toast, “The Present and Future for the Hard- 
ware Man,” was responded to by Morris Hussie, who told 
some anecdotes and made a neat address. 

H. J. Hall created considerable merriment by going 
through a pantomime in responding to the toast, “The Ladies.” 

F. W. Judson responded to the toast, “The Metropolis of 
Our State.” 

L. G. Susemihl told some humorous stories and sang a 
song from “Robin Hood.” 








Lloyd Scruggs entertained the audience with some jug- 
gling. At 11:15 the audience, after singing “America,” ad- 
journed. 
WEDNESDAY MORNING SESSION. 

The meeting was called to order by the president at 10 a. 
m. An opportunity was given for registration and payment of 
dues. The meeting resolved itself into an executive session, and 
the first in-order was the presentation and acceptance of the 
following repo.t of H. J. Hall of Lincoln: 


SECRETARY’S REPORT. 


As secretary of the association, I belieyg it is incumbent 
upon me to embody in this report not only such matter as 
we have traversed during the past year, but also to empha- 
size such items as have come under my observation in the 
execution of the duties of secretary, which seem to me most 
beneficial to the interests of this organization. 

BEHIND IN ORGANIZATION. 

Other and similar trade associations are making rapid 
strides along their work of mutual promotion. The lumber- 
men have members in almost every town in the state; the 
implement men are also equally as well represented ; they have 
added such features as insurance, local organization in vari- 
ous counties and towns and employ a secretary who devotes 
his entire time to the work. I feel that the hardware men 
will be true to the reputation which they hold as progressive 
business men and adopt features which will advance the in- 
terests of jobber, retailer and consumer. There is only one 
way by which we can hope to accomplish results and that is 
by considering these subjects at our annual meetings and 
taking definite steps toward permanent development of these 
various lines. 

I shall not review the subjects of which you are all fa- 
miliar, the parcels post bill, insurance matters and other ques- 
tions being discussed and disposed of at their proper time on 
the program, but will briefly give you a few facts concerning 
association work and will then take up the plan which I have 
outlined for future action. 

URGES NEW MEMBERSHIP 

During the past year I have sent out several letters to all 
the dealers in the state urging them to join. A few responded, 
but the hardware dealers are not flocking to the association 
as they should. We must prove to the hardware dealer in 
every town in the state his needs of the association more than 
the association’s need of him if we wish to get them in- 
terested. Our membership will include every dealer if the 
committee appointed to consider this plan presents same and 
receives your approval. A few of the first members have 
dropped out, while many new ones have been added. This 
we expected, and the total result shows an increase which is 
encouraging. 

The program, which was the first of the kind we have 
issued, entailed a great deal of work. Net receipts will be 
about $100 after all expenses of program are paid. If we 
had decided to issue a program of this character earlier, the 
results would have been considerably larger. The letters re- 
ceived from prospective advertisers asking for Space if we 
intended issuing the program caused us to undertake the work 
at a late date. 

The correspondence in the office during the past year has 
been heavy, and the largest item of expense is for postage. 

PERSONAL LETTERS BENEFICIAI 

I have requested members to write personal letters to many 
non-members, and this has been productive of results; it is, 
however, asking much from members without apparent re- 
turns for their efforts. We propose to have every effort from 
now on show some result. 

GRIEVANCES ADJUSTED 

Many of the members have sent in complaints, sometimes 
against the jobber, and also against the manufacturer; in all 
cases these matters have been given prompt attention, and in 
most cases adjusted in a matter entirely satisfactory to the 
complainant. I may find it necessary io call on some cf the 
members who are present and ask them to give their state- 
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ment of the benefits of the association in matters of this 
kind. 

Now to the plan outlined for promotion of the interests of 
our association: 

LOCAL ORGANIZATION ADVOCATED. 

First—That our constitution and by-laws be amended to 
incorporate therein the substance of the following: 

Second—That the president of this association appoint one 
dealer in each county in the state who shall be chairman 
of his committee; that such chairman shall name four other 
dealers-in said county to constitute a county committee. 

Third—That the cbject of such committee shall be to hold 
meetings of all dealers in the county, as often as may be 
deemed necessary by said committee, for the purpose of form- 
ing mutual interests in the hardware trade; to establish uni- 
form prices on such staple articles as are deemed most bene- 
ficial for the jobber, dealer and consumer; to avoid illegiti- 
mate competition, and to promote the general welfare of the 
merchants in said county, and to adjust all grievances. That 
such committee shall make a report of the minutes of its 
meetings to the state secretary, and to act in conjunction 
with the state association. 

COUNTY ASSOCIATIONS SUGGESTED. 

Fourth—That in order to form such local association, the 
state secretary be instructed to open correspondence with 
dealers in various counties where no such committee has 
been formed, for the purpose of interesting the dealers, and 
upon consent of the dealers to so form,-they are to divide 
the expense of organizing pro rata among themselves, that a 
competent person be delegated to visit said county and or- 
ganize the said local organization. 

AN ORGANIZER WANTED. 

Fifth—That the president, secretary and executive commit- 
tee of this association shall be empowered to select and dcle- 
gate a competent person to act in the capacity of such travel- 
ing organizer, with instructions and plan of organization, and 
such organizer to receive as compensation therefor such sum 
as may be agreed upon between the local dealers in such 
counties. 

Sixth—That the state secretary be delegated the power 
of receiving and recording the minutes of these various 
county committees, and to assist in the adjustment of all 
difficulties, and to aet with each local organization in pro- 
moting the work of the association. 

LOCAL BODIES PART OF STATE ORGANIZATION. 

Seventh—That all members of the local organization are 
admitted as members of the state and national organization 
upon the payment of their dues to their chairman, who shall 
forward same to the state treasurer immediately on receipt 
of the dues. The state treasurer will promptly return the 
membership card properly signed. 

Eighth—The state committee, as above named in para- 
graph 5, will plan the work for the various county organiza- 
tions and submit the same to local chairman; all matters 
which come before the local organization of a perplexing 
nature shall be submitted to the state committee for their 
final action. 

I believe that the foregoing plan, if adopted, will have 
the desired result of bringing new members into the state 
asseeiation*> from every city; town, village and hamlet in the 
State. 

BUSINESS PRINCIPLES NEEDED. 

[he membership fee of $3 is insufficient to accomplish 
desired results. If we propose to do business we must pro- 
ceed on business principles, and as an illustration I wish to 
cite the lumber dealers and implement dealers of this state, 
who are already a power for good. 

HAS OPTIMISTIC VIEWS. 

I wish to thank the members for the support and co- 
operation they have given me during the past year as secre- 
tary and te express my gratitude for the honors conferred 
upon me. Jn turning over the office to my successor I shall 
be glad to see him take up the work, and with the united 
assistance of cach officer and member, bring about results 
which will place the Nebraska association at the head of our 
state organizations. The Nebraska association must grow, 
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and every dealer in the state seek to become a member, and 
that harmony, sociability and friendliness will exist among 
the united retail hardware dealers is my earnest desire. 

In conclusion I respectfully ask the members at this 
meeting to appoint a committee who will take up the subject 
as I have briefly outlined it and make a report before this 
convention adjourns. 

The matter of employing a secretary and the detailed 
work can be left in the hands of a committee. In this con- 
nection I would suggest that the secretary of the insurance 
committee. be .the.secretary- of the -association, and that the 
same treasurer of the insurance company can act as treasurer 
of this association. This committee can also confer with the 
committee on insurance, and their report submitted for con- 
sideration. 

LOCAL AND STATE INTERESTS IDENTICAL 

By this plan of organization you can see how the dealers 
in the state can be interested in the state association; also 
how the subject of insurance can be brought to their personal 
attention and the two, local and state, organizations can go 
hand in hand, which will certainly result in the hoped-for 
organization of the state. 

It means more work for all, with corresponding results, 
and less work for the few. 

M. L. Corey, secretary of the National Retail Hardware 
Dealers’ Association, then gave the following 


ADDRESS. 


HAS SEEN AN INCREASE IN MEMBERSHIP. 

It seems that I am somewhat unfortunate to-day in being 
unable to talk while I would like to. I hope that my voice 
will hold out until I can tell you what I do want to say to the 
hardware dealers in Nebraska. As your president has told 
you, I was With you at the “born,” and I have been here 
each year. I have seen an increase in members, an increase 
in enthusiasm, and an intelligence in doing your work, which 
i can surely and honestly command. Your action yesterday 
in not censuring your governor elevates you in my opinion. 
It is so easy to censure, so easy to find fault with something, 
ind to misconstrue somebody else’s ideas. Your officers no 
loubt went before the committee and before the legislature, 
representing your ideas, and when they saw fit to change 
them, you naturally felt resentful, yet when the question came 
up for you to decide, you saw that he was your governor, and 
vou did nothing to imply to him that he was not honest in 
his opinion. Now you can go before the legislature and be- 
fore your governor again with any request, and he must 
respect you, because you have respected him. 

BANQUET WAS PLEASANT 

I want to say a word in regard to your banquet last night. 
It was one of the most agreeable functions that I ever at- 
tended. Everything was arranged in the most praiseworthy 
manner. I wanted to say something, as I was on the program, 
but I was afraid if I talked last night I would not be able to 
say anything to you to-day. When you were calling last night, 
I was in sympathy, especially with those in the back part of 
the room. When Brother Veith was talking, I thought his 
story was one of the best things I ever heard; it reminded 
me of a little story which I am going to tell 

REFUSED TO COME BACK. 

I was on a train one day over in lowa, and we did not 
seem to be getting anywhere; we had been poking along ail 
day, and a Dutchman got on the train, and he did not have 
any ticket. The conductor came along and says to him, the 
fare is 35 cents. He says, no, it is 25 cents. The conductor says, 
We charge you 10 cents extra when you do not get your tick- 
et; he wouldn't pay it, so they put the fellow off; after he 
had been put off he run on ahead, and started to walk up 
tne track, and the engineer blew the whistle. The fellow 
turned around and says, “Whistle all you want to, I won't 
come back.” 

PROGRESS ALI. ALONG THE LINE. 

I want to say to you gentlemen as one of the officers of 
the National Retail Hardware Association, that we have met 
harmony and progress all along the line. This year will show 
more new members than any in our history. Ohio prob- 
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ably has been making the greatest progress in this direction. 
I do not believe there has been a single day within the last 
three months that we have not had a letter from the Ohio 
secretary saying “Here is a new member, send him the Bul- 
letin.” I do not there, but if 
Minnesota does not 

The work done during the past year has been along a 
more extensive line than we ever undertaken before. 
Early in the year we went to Philadelphia and attended a 


know what they have down 


look out it will lose its laurels 
sure. 
have 


You have, no doubt, seen some 
of the reports of this, as we gave it in the Bulletin, and it 
I want to say to you gentle- 


conference with the jobbers. 


was printed in our trade papers. 
men that the results from that meeting 
cluded. We 


getting our bearings 


are not yet all con- 


are just beginning to reap the benefits; we are 


1 


and if during the next year we make 


the same progress that we did the last year you will all be 


glad that vou belong to the National Retail Hardware Deal- 
ers’ Association 
RESULTS ARE LARGELY PERSONAL 


It is not right, probably, that I should tell even the mem- 
bers, I do not think it politic at any rate to tell all the mem- 
bers, all of 
they are personal, and we find personal cases do not gain any- 
thing by repetition. In fact, There are some 
things, gentlemen, you do not even tell your wife; you might 
That is the 
are going on, but you can have confidence in your 


the results we obtained, because in a great way 


they lose. 


stir up discord and differences of opinion. 
feature we 
national and state officers, and those whom you choose to rep- 
resent you 

SECRETARIES SHOULD GO 

When you choose your next national delegates to be sent 

to the national convention see that you send your secretary, 
as the secretary is the man upon which your association must 
depend for its growth and prosperity, and the secretary is the 
man that ought to be there, because we are going to try to 
have all the secretaries attend at the annual meeting. One 
of the things last year that the secretaries decided upon at 
the meeting was that we would send to each other all the 
correspondence that was sent to all of the members over the 
state. There has been nothing done that helps them along 
in their work so as this, because it gives all the secretaries 
the benefits of each other’s experience. 

JOBBERS HAD CONTRIBUTED. 

In November I received a letter from a friend of ours in 
New York city stating that the secretary of the Postal Prog- 
ress League was calling upon manufacturers and _ soliciting 
their membership, and their subscriptions in order to pass a 
Parcels Post Bill. We investigated this matter and we found 
it to be a fact. We found that our 
facturers and jobbers had already contributed very largely, I 


largest hardware manu- 


do not know exactly how much, but at least $100 in some 
cases, and many of them considerably more. They had done 
so because they had heard but one side of the story We 
thought they ought to hear both sides of the story, because 
every retail hardware convention had passed resolutions con- 
demning the parcels post, because we had gone on record, 
and written about it, but those manufacturers did not know 
The 


called to a 


we were opposed to it, at least that is what they said. 
Postal 


meeting of hardware manufacturers at Atlantic City, and it 


secretary of the Progress League was 
was too late when we took the matter up as his name had 
gone on the program, but we received an invitation to attend 
that. meeting; it came by telegram and your national presi- 
dent and myself went to Atlantic City and appeared before 
We had the privilege of talking before those 
jobbers and when we got there we 
thought the opportunity was too good to be lost, and I am 
sure that those people understood the question better for our 
having attended the meeting; the action taken there was to 
awaken the jobbers and manufacturers, and they would not 
endorse the bill; and were even opposed to it. 

SHOULD CARRY MAIL NOT FREIGHT. 

The government to-day pays about 8 cents per pound for 
transporting all classes of mail, including newspapers, letters, 
postal cards, everything. The government has gone on the 
principle that it should not become a common carrier of 


that committee 
manufacturers, and 
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freight, but should carry correspondence. We carry our 
mail in the highest priced cars obtainable, only about four 
tons to the car when full. We do not think they expect to get 
the parcels post bill passed as they have it framed, but they 
want to get an experimental post, which will make hard 
work for us to defeat in the future legislation. You ought 
that bill. because 


it is strictly class legislation, because it will save the catalogue 


to write to your congressman to oppose 
houses more money in a day than it will save all the hard- 
ware dealers in this whole country in a year. You might say 
it was a broad assertion, but I am told it will save the cata- 
logue houses in Chicago half a million dollars in a single year 
in sending out their catalogues. 


CLAIMED CATALOGUE HOUSES OPPOSE THE BILI 


All the farmers on earth in this country would 
not receive that much benefit, so it is not in their 
interests, and yet the parcels post people tell us that 


the catalogue houses are all against this bill. It does not 
look reasonable; at any rate we do not believe it, and it is 
not the first time we caught them in a lie. We want you 
to write to all of your congressmen and straighten him out 
so that he will oppose it; that say to the senators and con- 
gressmen if you oppose this bill you will never go back to 
This 


speeches, literature and letters that are being distributed to 


congress. is ihe argument they are using in their 


trying to get the farmer against you. 
PEOPLE. 


the farmers; they are 
GOVERN MENT 

This its the great danger 
in competition with its people; it should not go and force the 
express companies out of existence, because it might just as 


SHOULD NOT COMPETE WITH 


lhe government should not come 


well go in and force the hardware dealers out of business; 
in entering in competition it will help one class at the ex- 
It is something you want to think about. 
There is another proposition before congress that we feel 
like encouraging, and that is good roads. We like 
to help the farmer to get it. I feel different from some peo- 
ple. I cannot see why your interests and the farmers’ are 
identical. You help the town in which you live, you are 
helping his property. If he makes money on his products 
I would never say anything to them, but whenever you keep 
still, they would naturally say that those statements are true, 
you cannot tell a man all the time that you can sell a man 
goods lower than he can buy them. The fellow is going to 
That is the position the retai! hardware dealers 
are in to-day. They are afraid to talk with the farmer. What 
is the best thing to do? I think we should be more pro- 
nounced in our views. They are trying to array the farmer 
against the merchant all over the country, like the catalogue 
The agricultural papers are doing it. 


pense of another. 


would 


believe it. 


houses are doing it. 

A number of members spoke on this question. 

Daniel Stern of THE AMERICAN ARTISAN said: “The remarks 
of the gentleman from Lincoln might provoke a discussion, 
and I do not care to provoke one, but I propose to tell you 
that if you had been present at the Atlantic City meeting in 
November, and knew the effect of your representation there 
that you would not ask to have your stationery go through 
the mails in plain wrappers, but would allow the world at 
large to know that you have a retail organization. You all 
know that in union there is strength; but I do not believe you 
are aware or know of the strength that you possess It was 
my privilege to be at Atlantic City and hear and listen to 
the literary fireworks of the secretary of the Postal Progress 
League, and apparently his remarks were effective, but when 
your representative replied to him, the gentleman did not 
(Applause.) I do not know whether 
I ought to betray any confidence, but the addresses delivered 
there were received with some dissatisfaction. 
facturers and jobbers thought it was presumptuous for retail- 
ers to send a representative to teach the manufacturer and 
jobber how to conduct their business; quite a few expressed 
themselves so, but if the retail hardware dealers ever made a 
wise move, it was when they had representatives at Atlantic 
It- has 
been my pleasure to have heard Mr. Corey, I dare say, in 
some thirty or forty association meetings, but I want to as- 
sure you that Mr. Corey and Mr. Bogardus never addressed 


know where he was. 


Some manu- 


City, and the results achieved were for your. benefit. 




























































































a body of retail hardware dealers with the enthusiasm, and 
with the force with which they talked to those jobbers and 
manufacturers; they realized that they were the mouthpiece 
for thousands of dealers; and several of the subscribers to 
the Postal Progress League and officers and directors therein 
have since repudiated their connection with it. A few got 
up in the opening meeting and asked that their names be 
eliminated; they had had their eyes opened; the result was 
gained by the representation that you had at Atlantic City. I 
have had the privilege of attending many of the manufactur- 
ers’ and jobbers’ meetings, but there never was an address 
before them that commanded the attention and brought the 
results of those made by your representatives. It is a matter 
of record, that the National Hardware Association, by unani- 
mous motion have had the remarks of Mr. Corey and Mr. 
Bogardus printed and sent to many of their traveling men, job- 
bers and hardware men of the United States. It is the first 
time, at their cost, have they ever circulated such literature. 


If you will read those remarks, you will find that they 
have promised the members of Congress and the members 
at large that they were speaking for the retail hardware trade 
in opposing the Parcels Post. Why don’t you back up those 
statements made by your representatives and petition your 
congressmen in this matter? It is not too late now. Make up 
your mind to do as they have suggested.. You cannot expect 
your national officers or your local officers to do your work 
and do it all the time, if you do not back them up. The secre- 
taries of your state and national association need your help, 
and if you expect them to accomplish results, they must have 
your assistance. I hope you will not ovelook nor forget this 
matter. 

The chair appointed nominating committee for the selec- 
tion of officers for the ensuing year as follows: 

L. Pettingill, Omaha. 

F. D. Kees, Beatrice. 

F. A. Dean, Holdrege. 

C. H. Rudge, Lincoln. 

C. K. Lawson, Hastings. 

The president then appointed the following committee to 
consider the secretary’s report: 

E. Hoppe, Lincoln. 

M. A Harglerode, Holstein. 

Nathan Roberts, Omaha. 

At this point discussion was in order, and then followed 
the report of the recommendations of the nominating com- 
mittee of the new officers, who were unanimously elected, 
the secretary being authorized to cast the ballot as follows: 

President—J. C. Cornell, Ord. 

First Vice-President—F. D. Kees, Beatrice. 

Second Vice-President—Max Uhlig, Holdrege. 

Third Vice-President—A. Degner, Norfolk. 

Secretary-Treasurer—H. J. Hall, Lincoln. 

Mr. J. C. Cornell, the newly elected president, responded 
to calls for an address as follows: 

Gentlemen of the Association: I thank you very heart- 
ily for the compliments which you have paid me in electing 
me an officer of one of the best hardware dealers’ associa- 
tion in the United States, and it is certainly an honor to me, 
and I assure you I am proud of the same, and with the as- 
sistance of the brother officers and with the same as- 
sistance from the members, we shall try to become not only 
one of the best but the best retail hardware dealers’ asso- 
ciation in the United States. Gentlemen, I thank you. 

F. D. Kees, Beatrice, Neb.: This is rather unexpected; it 
is the second time within a year in which I had the honor to 
vote for myself. About a year ago they elected me in our city 
for one of the aldermen. We were all new men in the coun- 
cil, only one old man was left. I thought I was a little the 
best looking fellow in the crowd and I should have the 
most honor. A friend of mine came to me and says, “Guess 
you want to be elected president of the council, and do not 
be so foolish"as not to vote for yourself.” Gentlemen, I took 
the hint, and the nomination was made. Another name was 
presented, and when the vote was counted there were eight 
aldermen, and eight names for Kees. It was a great sur- 
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prise to me. I did not know how it happened. I suppose it 
was a slip of the pen. 

My heart and my sympathy is with this organization. I 
want to see the harware men of this state join hands and do 
good for all of them. 

Mr. Max Uhlig and Mr. 
thanks tor the office tendered them. 

H, J. Hall said: 
matter and owing to the fact that it is about time to ad- 
journ, I will not take up your time. 

The meeting adjourned at 12 o’clock to reconvene at 1:30. 


Degner made a few remarks of 


I have already expressed myself in this 


THURSDAY AFTERNOON SESSION. 


J. F. 


Know About Local Organization.” 
a very able manner and presented facts which showed that 


Goehern, Seward, delivered a paper on “What We 
He covered the matter in 


the benefit derived therefrom was of considerable importance. 
This was followed by a paper by Max Uhlig, Holdrege, on 


“OUR COMPETITORS AND OUR PROFITS.” 


The history of money getting is commerce. Henry Ward 
Beecher advised young men to get into debt if they could 
for a small amount of land in the country districts. He said: 
“If a young man will only get into debt for some land and 
then get married, these two things will keep him straight or 
nothing will.” 

WAS GRINDING THE GRIST. 

We are al] straight, Mr. President—in debt, live in country 
districts and married, I guess. Thanks to Mr. Beecher’s ad- 
vice, we are on the right road, but unfortunately the secre- 
tary’s invitation to address this association on the subject of 
“Our Competitors and Our Profits,” less than 
a week ago and found me grinding the grist of invoice. 
However, I hastily gathered a few thoughts which I trust may 
be at least suggestive. 


was received 


MONEY MAKING NOT DIFFICULT. 


Money making in the United States, where we have more 
land than people, is not at all difficult for persons in good 
health, but it is the most difficult thing in the world to keep. 

“The road to wealth,” says Dr. Franklin, “is as plain as to 
the mill.” 

It consists simply in spending less than we earn, which 
seems to be a simple problem and yet we are here to-day 
studying the problem with earnestness of purpose. 


WITH A GLAD HAND. 


Competition is the life of commerce, the germ which works 
the leaven of success, a factor of complexities now as ever 
before. 

We meet competition with a glad hand because it inspires 
effort, stimulates energy and keeps one from getting into a 
rut. Then we face circumstances just as they are and go one 
better, with an eye on the “jack-pot.” 

We scowl at competition when it antagonizes and engenders 
bad feeling. 

It seems even dangerous when the local dealer must meet 
the competition of organized capital combinations and trusts. 


A GAME OF CHECKERS, 


We recognize our competitor as one who is selling the 
same line of goods. We are rivals and opponents, both stri- 
ving for the same common object, which I will liken to a 
game of checkers. The game is no game unless one wins out, 
and as we play game after game, the interest broadens and 
We find it is of no use to get angry and become 

One fellow can’t always win unless he is a 


develops. 
passionate. 
master hand. 

Much of the pleasure derived from business is found in 
the profits, the result of employed capital, also in the effort 
to increase and build up trade. Both of these factors can 
be counted as practical results, but we have other profits which 
are not practical but which are great factors also—namely, 
influence and superior standing. 
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INTERESTS ARE MUTUAL. 


In considering the best method of combining these forces 
in competitive strife I invite attention— 

First—To competitors. They are not, must not and never 
can be enemies; quite the contrary. Only the friendliest of 
feeling and the cultivation of business relations are con- 
ducive to profits. 

Second—Competitors must live up to a high ideal of truth 
and charity. The other fellow is all right; learn to have faith 
in him and see that you live up to his standard. 

Third—Competitors must learn that their interests are mu- 
tual. What is good for one is good for the other. 

Fourth—They must plan and work together not only to 
maintain standard prices but to elevate, promote and push the 
welfare of our line of business. 


COMPETITION LESSENS PROFITS. 


Where there is a good deal of competition and the gross 
profits on sales are at the lowest, it generally requires that 
four times as much be sold yearly as the stock of goods kept 
amounts to, to make the business profitable. 

Suppose the gross profits to be fifteen per cent; four 
times this will be sixty per cent, which if stock is $10,000, 
will give you a total profit of $6,000. 

If the stock can be turned over this often at this profit, 
and the aggregate of profit is enough to cover expenses and 
leave a net result sufficient to satisfy the dealer, then the 
problem is solved. 

The oftener the stock is turned over, the cheaper the dealer 
can sell his goods. If he can sell five or six times the amount 
of his stock in a year and makes relatively as much profit on 
his sales as when he only sold three times his stuff, his net 
profits will be largely increased. 


COSTS MONEY TO DO BUSINESS. 


The marked cost on the goods should not only be the 
prime cost of invoice, but should include freight as well as 
the per cent it takes to do business, or else there is a loss 
of profit. 

Should a contingency arise in competition when one oppo- 
nent might sell one or more articles at less than actual cost, 
it would be advisable to displace them from your stock until 
he either finds out his mistake or goes out of business. It 
would be utter folly to follow his lead. 

Such competitors generally enjoy but a brief business ca- 
reer, 


LOOK OUT FOR LEAKS. 


Detail engrosses a good share of the attentive dealer, who 
sees and arrests all useless expense. Minor matters are ag- 
gregates either of expense or profit; there might be leakage 
or damage to his merchandise or there might be unnecessary 
use of fuel or lights or tools, or his employes might not give 
their best energy to the business. 

Do not confound the attentive dealer with the other one as 
parsimonious and exacting, whom we all condemn. 


STOP THE LEAKS. 


The attentive dealer stops a leak in a dripping cask of oil, 
although by the leakage he might lose a quart. At the same 
time he may willingly give away the same amount in retail- 
ing to insure good measure to his customers. 

A dealer should be careful that he does not run into the 
opposite extreme and think that saving is making. Often- 
times this is done. Suppose a dealer in the rear of the store 
should straighten crooked nails that had been drawn from 
the covers of the cases in which goods came, so that they 
might be used again, while in plain view of him customers 
are standing at his counters waiting to be served. 

It would be economy to throw these nails into the street. 
The man is deceiving himself. He is really enjoying recrea- 
tion at the expense of profit. 


THE MARGIN COUNTS. 


True economy is misunderstood and people go through life 
without properly comprehending the principle. 
It does not consist of saving cheese patings or candle-ends 





or in cutting off two cents from the laundry bill and doing all 
sorts of little things. 

Nay! It consists in making the income exceed the outgo. 
There must be a margin. 


7 
BELIEVES IN ADVERTISING. 


Profits are used oftentimes to feed poorly written adver- 
tisements. Advertising is indispensable to modern retail busi- 
ness, but much lies in the article to be advertised. 

I think it a waste of profits to simply display. your. busi- 
ness card as a general dealer in hardware, stoves, tinware, 
ete., but advertise your specialties, explain them vigorously 
and keep everlastingly at it and you will soon see the result 
in increased profits. 


IMITATES IZAAK WALTON. 

1 go after profits as Grover Cleveland goes fishing. I 
cast my net down in deep water and I make sure there is 
no leak to let the small fry slip through. I never worry over 
fish I don’t catch; I simply recast my net with redoubled 
effort. 

Conditions are constantly changing and competition feeds 
more and more on the margin of profits. Then I look up 
new lines of trade, introduce new lines of goods, rearrange 
attractive window displays and expand to meet the indi- 
vidual condition. 

In this competitive struggle as I clean up a sale of seven 
cents’ profit, my eye falls on a former customer, with Sears, 
Roebuck on his arm, and to win him back to grace I must 
meet Sears, Roebuck prices, and I claim this as profit; no 
one else can. 


LUBRICATE THE WHEEL. 

I liken competition to a wheel. The spokes are the deal- 
ers, each fitted nicely in the hub of organization, radiating 
outward to the rim, which is commerce; running along 
smoothly because well oiled with profits. 

Therefore, if any dealer thinks legitimate business in Ne- 
braska is unprofitable, he is simply a spoke out of repair. 

Report of committee on the secretary’s report, recording 
the proposed amendment to the by-laws, as follows: 

This matter that has been referred to your committee 
would respectfully recommend that the membership fee of 
this organization pay $5.00 instead of $3.00, and that the 
work outlined here be delegated to the secretary and exec- 
utive committee, and that they be given power to act. 

Secretary Cunningham of the Nebraska Grocers’ Retail 
Mutual Fire Insurance Company, addressed the meeting on 
legislatife matters. The insurance committee reported and 
action was held as executive matter. 

The committee on resolutions then reported as follows: 


THANKS FOR HOSPITALITY. 
WuereaAs, The state of Nebraska has the reputation 
of being the most hospitable state in the Union, and where- 
as in the retail hardware and jobbing business in the city of 
Omaha live the best entertainers that ever crossed the Mis- 
souri river; be it 
Resolved, That we, the Retail Hardware Dealers’ Associa- 
tion of the State of Nebraska, extend our Omaha brethren 
our sincere thanks for the- elaborate entertainment they have 
so generously shown us and extend to them our best wishes 
for much happiness and success. 


THANKS TO NATIONAL OFFICERS. 

WueEreas, We realize the beneficial results of the confer- 
ence held last May in Philadelphia between the officers of 
the National Retail Hardware Dealers’ Association and the 
officials of the National Hardware Association, also the thor- 
ough understanding of our position as opposed to the parcels 
post bill, as demonstrated by our President Bogardus and 
Secretary Corey at the sessions of the American Hardware 
Manufacturers’ Association, and the National Hardware Asso- 
ciation at Atlantic City last November, therefore be it 

Resolved, That we endorse the action of the officers of 
our National Association in both of these conferences and 
believing as we do these conferences tend to a better under- 
standing between manufacturer, jobber -and retailer, and 
closer relations commend our national officials to confer with 
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manufacturers and jobbers as frequently as_ practicable. 
THANKS TO JOBBERS. 

Wuenreas, A resolution was offered at our last annual meet- 
ing the question that the jobbers doing business in the state 
of Nebraska desist from any retailing of goods to consum- 
ers other than to the United States government, railroad and 
other large corporations, and whereas certain jobbers in 
Omaha and Lincoln have to a large extent complied with 
said request; be it 

Resolved, That the appreciation and thanks of this asso- 
ciation be tendered through our secretary to said jobbers for 
progress made along this line; be it further 

Resolved, That the secretary is hereby authorized and 
requested to further urge upon our friend, the jobber, the 
necessity of absolutely refusin, to retail any goods to any 
consumer other than above specified. 

THANKS TO TRADE PRESS. 

Resolved, That were it not for the trade press, our ef- 
forts and labors would in a measure only partially be done 
and we appreciate the notices given us by the trade press, 
especially the efforts of Mr. Newell of the Iron Age and. Mr. 
Stern of THE AMERICAN ARTISAN, and extend to them a 
vote of thanks for the able manner that the report of our 
conference will receive at their hands. 


THANKS TO OFFICERS. 


Resolved, That a vote of thanks be extended to our of- 
ficers for their untiring efforts in behalf of our association, 
and especially our secretary for the efficient manner in 
which he has performed the duties which have fallen on 
him as secretary. 

THANKS TO M. L. COREY. 

Resolved, That we appreciate the assistance of our Na- 
tional Secretary, M. L. Corey, at our meeting and extend to 
him a vote of thanks for his ever ready advice. 

THANKS TO COMMERCIAL CLUB, 

Resolved, That a vote of thanks be extended to the 
Commercial Club of this city for the use of their club- 
rooms, especially to their efficient secretary, Mr. J. E. Utt, 
whose patience and valuable assistance are things which every 
member received a share. 

The resolutions were adopted. 

The finance committee then reported as follows: 

We have examined the treasurer’s books and beg leave 
to submit the following report: 

Cash received during the fiscal year of 1903..........$651.43 
I, SD... b in 0.5 « 4,000 20450 senses aeeaenpenees 646.55 

CON, anos caeedne eeecnnnbebemna ie $ 4.88 

This does not include the dues paid to-day, nor the bal- 
ance due the association from advertisers for space in pro- 
gram. 

We recommend that the annual dues should be advanced 
‘o $5.00 per annum, in order to carry on the work vigorously. 

We also recommend that we send only one delegate to the 
National Association instead of two. 

We find that 22 members have not paid their dues and 
recommend that some action be taken. 

After considerable discussion the above report was 
adopted, with instructions to the secretary to correspond with 
the delinquent members, and if the membership fee was not 
paid, that the members be dropped from the roll. 

C. H. Rudge of Lincoln read a paper on 


NECESSARY FACTORS FOR SUCCESS 
TAIL BUSINESS. 


IN RE- 





Mr. President and Members of Nebraska Retail Hardware 
Association: It is with much reluctance and only after a 
good deal of persuasion of our secretary that I have con- 
sented to give you my limited knowledge of a few of the 
necessary factors to make a retail hardware business suc- 
cessful. 

‘And I am quite sure I can see a number of faces here who 
are more competent to respond to this subject than I am. 
I say they are more competent for the reason they have 
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started in the retail hardware business since I did and have 
now retired and are living on the interest of the large for- 
tunes made, and that is good evidence that some one of them 
should have been chosen to talk to you on this subject 
instead of me. 

However, I will endeavor to give you a few ideas that I 
have tried in a measure to follow: 

The subject is ‘““Necessary Factors for Success in a Retail 
Store.” In the retail business there are quite a 


number of very important factors to consider, and I trust you 


Hardware 


will pardon me if in my remarks I get too far away from 
my subject 
SHOULD 


USE DISCRIMINATION, 


One of the first things to consider is in buying the right 
kind of goods and buying a class of goods that you can build 
up a reputation on. If you wish to be successful, you should 
have the reputation of havmg the best goods in your line in 
And much care should be taken to secure a line 
that you can tie to and stay with, and not be buying promis- 
cuously from every jobber or factory that comes along. Take, 
I know of some merchants 
in this state that carry from three to five lines of stoves. 
I believe this is a mistake, for I do not think any dealer can 
handle more than one line of stoves and do justice to himself, 
leave alone doing justice to the company he buys from. 
IS A ONE-LINE MAN, 
I have been in business in this state 


your city. 


for example, your stove line. 


for nearly eighteen 
years and practically have handled only one line of stoves, 
one line of refrigerators, one line of furnaces, one line of 
table cutlery, and with the exception of some four years, one 
tine of builders’ hardware. I might mention many other 
lines that we have sold exclusively. 

CONSISTENCY IS A JEWEL. 

I helieve that if you show a customer a stove made by one 
foundry and show your customer all the good points and 
merits of the stove, and say you think it is the best stove 
made, and then show them a stove made by another foundry, 
and you have to tell him you think that stove also is the 
best stove made, vour customer is liable to get to thinking 
that there might be still other stoves made, and would de- 
sire to see them before buying, and your chance of losing 
the sale is much greater than if you only had one line to 
show them. 

Now, atter you have decided on the right line to buy, 
you must be able to buy them right. And it is impossible 
for a local dealer in many of the smaller towns to keep 
posted as to prices and much information must be gained 
through the commercial man. 

BE GOOD TO THE EVANGELIST OF COMMERCE, 

And just a few words as to the way you should treat the 
commercial man. I believe they should have as much atten- 
tion as your customer, and when you make dates with them, 
be punctual and keep them, always remembering their time 
is as If you gain the confidence and 
good will of the traveling man, I believe you will come as near 
buying your goods at the right price as in any other way. 
Now after these goods are bought, you must find the trade 


valuable as yours. 


to dispose of them to, and how are you going to do it? 
ATTRACTIVE SHOW WINDOWS A FACTOR. 

One strong argument in favor of securing trade is a nice, 

And I am afraid that 


many merchants do nct appreciate the value of a nice win- 


neat storercom and display windows. 


dow display, for I have seen many hardware stores in Ne- 
the 
washed by the last rainstorm and some seasons of the year 


braska where windows had the appearance of being 


they are few and far between. It is not always necessary 
to trim your window with hardware, but put something in 
the window that will attract attention and cause people to 
talk. 
window and it was the talk of the town. 
people wotld call us by ‘phone to find out how long it would 
be there, and a friend of mine tells me he heard of it in 
Chicago. You see, it was something unusual and the adver- 
tising we received from this was of more benefit to us than 
$50 spent in a newspaper. 

A great many merchants in the smaller towns might say 


Only a few days ago we had a fat steer in our front 
For several days 
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it doesn’t pay me for the trouble and expense of fixing up a 
neat and attractive window. I say, “Jt does.” If your town 
is large enough for you to do business in, it is large enough 
for you to have a nice window display. The expense in- 
curred is the best investment you ever made. You will get 
more returns in sales from this one thing than anything else 
you can do. 

Now about your store. You have heard it said, “Goods 
well bought are half sold.” I want to add to this by saying, 
“Well bought and well displayed.” 

BELIEVES IN NEATNESS. 

Next to your windows a neat and well-kept store and stock 
will secure for you more business than any other thing 
you can do. I can call to my mind many hardware stores 
that I have been in that had the appearance of second-hand 
stores. You will see rusty shovels and steel goods standing 
out in front which many think are advertisements to draw 
trade, and in many cases hide your display window. Now, 
if this display was made in your show window and not on the 
sidewalk, how much better it would look. And nothing looks 
more careless than to see boxes on your shelves with ends 
or sides broken and in many cases without covers. 

Well do I remember one of my first experiences in a 
hardware store. I was shown how to repair broken boxes 
and was told never to put cotton wrapping twine around a 
box that went on the shelves, but to always use 18B twine. 

WEARS OUT FEATHER DUSTERS. 

With a little care and labor a stock of hardware can be 
made as attractive as any other kind of merchandise. Do 
not be afraid to use a little paint every year or two, and 
wear out a few feather dusters every month. You have 
many points to gain by doing this. One is, ladies buy a 
large amount of hardware, and they like to trade where the 
stock is kept neat and clean. Insurance men will give you 
a better rate on your fire risk, which is something we are 
all looking for. 

And how about your show cases? I am afraid many hard- 
ware men do not appreciate their value. A good, large and 
well kept show case will soon pay for itself and helps to make 
your store attractive. Also I wish to impress upon you that 
too much care cannot be taken to display goods so they 
will attract the attention of your customers. Many sales will 
be consummated if goods can be placed so that they can be 
seen by your customers. 

€OURTEOUS SALESMEN COUNT. 

Another prominent factor for success is the treatment your 
customers should reccive from your salesmen. One of the 
hardest things J have to contend with is the inattention given 
by salesmen to customers who make small purchases running 
from 5 to 25 cents. I find they do not give the customer 
the attention on the small sales as they do on the large 
sales, and this is a grave error and a costly one if allowed 
to continue. For who knows that the customer for a paper of 
tacks to-day may not want a lawn mower to-morrow? 

DIPLOMACY ANOTHER FACTOR. 

We also find it hard to draw the line on guaranteed goods 
and what to do with customers when they return an article 
that has proven defective or that they have had an accident 
with. They invariably bring it back and I know in many 
cases they are not justified in making any demand upon you 
for exchanging it. It has been somewhat of a problem 
for me to decide what to do. On small articles, such as 
tools and cutlery, we do not hesitate to replace, thinking it 
much better to be imposed upon than to make our customer 
feel hard toward us. I think many goods are returned that 
should not have been, from lack of business experience your 
customer has had, and not from any desire to gain any ad- 
vantage over you. And you can’t afford to make a customer 
feel angry toward you. No matter how small a customer, 
they may be, for the few cents it would cost you to replace it. 
While you may think you do not care for their trade, and 
I know of many people who come to our store whom I wish 
would never cross our threshold, and if it were not for their 
influence and talk with their friends, I should be frank and 
say to them we do not care for their business. But you 
must put up with it and treat them a little nicer than other 
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people, so that you can have their influence which they cer- 
tainly would have with their friends. 
THE HELP PROBLEM. 

Another very important factor is the help problem. Does 
it pay to keep cheap help or high-priced help? I have given 
this some attention in our business and find the most satis- 
factory and most profitable help-I have are the high-priced 
men, and if possible I-should recommend the system adopted 
by the jobbers—keep sales separate and let the volume of 
business be a basis to fix salaries. 

THE EXPENSE ACCOUNT. 

Another very prominent factor is the expense account. 
I would like to know how many hardware merchants here 
know what it costs them to do business. I know that some 
dealers figure very close and are able to tell you to the frac- 
tion of a cent what the cost of doing business is. And the 
dealer who does not know what it costs and happens to have 
sharp competition will sooner or later be up against a propo- 
sition that is liable to give him many sleepless nights. A 
question is often asked, “What items should be figured in as 
expense?” The first item I figure in is the one usually left 
out by many dealers. That is interest on the amount of capi- 
tal invested. You should also add to your expense account 
a salary for your own time and that should be just what your 
time would be worth to some one else. Other items, such as 
advertising, rent, help, taxes, insurance, etc., I think every one 
figures ‘in. And J] know it often surprises the very best of 
us when we find it costs us from 20 to 30 per cent on our 
sales to do business. 

HEAVY COST OF DOING BUSINESS. 

I recently had a call from a gentleman who is many years 
older than I am in the trade, who was desirous of selling 
some hard coal base burners. His price, I think, was $42.75 
each. I told him we had to sell the stove for $55 and there 
was no money in it. His reply was that we could make $10 
on each stove and was surprised when I told him that the 
cost of doing business in order to sell his stove amounted to 
more than the $10. He said he had never thought of figuring 
the expense of doing business as a part of the cost of an 
item. 

RENT, 

I have often heard it discussed as to what per cent on 
sales you should pay for rent and I find quite a difference of 
opinion. The most conservative say from 3 to 5 per cent. I 
would say you should not exceed 3 per cent. You also often 
hear it said, “We don’t have to pay any rent because we own 
our own building.” This is wrong for the building you oc- 
cupy, the capital invested is worth something f you, and 
your business should pay the interest at Teast on money 
invested in building. 

ADVERTISING. 

Another prominent factor is the advertising. I will not go 
into detail on this, as we have another paper on advertising, 
any more than to say what per cent of your sales should be 
used in advertising. This is something like the rent prob- 
lem, upon which many differ. My judgment says it should 
not exceed 2 per cent of your sales. The cost of selling goods 
should not exceed 8 per cent of your sales,;~and in many 
places 5 to 6 per cent should cover this item. The other 
items of expense are not so great and to these I have not 
given so much thought as the three defined. 

AMOUNT OF STOCK. 

Another very prominent factor is how large a stock is a 
retail dealer justified in carrying, independent of what capital 
he has? I would say that location and freight rates figure 
somewhat on the amount, but in the eastern part of this 
state, when the jobber can be reached and goods received in 
five to six days, the maximum amount of stock should be 
one-third of your annual sales. A larger percentage can be 
made on the capital invested if you can carry one-fourth, 
one-fifth or one-sixth of your annual sales; or, in other words, 
you should turn your stock over not less than three times 
and as many as six if possible. 

There are many other factors that I might mention which 
are of minor importance, and which can be brought out, 
if desired, in your discussion. 
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J. C. Cornell of Ord read the following paper on 


ADVERTISING. 


BELIEVES IN IT. 

About the first question that a country merchant asks is, 
Does it pay to advertise? We would answer that question 
by asking another, Does your business pay? If not, try 
advertising. If it has been satisfactory, advertise and make 
it better. The larger the business properly handled and ad- 
vertised, the greater the profit at the end of the year. There 
is in these present times of evolution in business methods 
an opportunity for the country merghant to not only follow 
the footsteps of his city brothers, but furnish some additional 
idcas of advertising that is not only a benefit to himself and 
his business, but a benefit to the town in which he is lo- 
cated. There is a merchant in Nebraska who questions the 
benefit of advertising. We advise him to take a day off and 
read “Fortunes and Freaks in Advertising,” by Paul Latzke. 
He tells an interesting story of the N. K. Fairbanks Co. that 
illustrates the benefit of advertising and the profit it brought. 

a A TEST CASE. 

For years advertising agents besieged this concern to ad- 
vertise their goods in magaiznes and other periodicals. The 
company was persevering, but fruitless, until the Philadelphia 
Advertising Agents succeeded in securing a contract, and 
they suggested that certain counties where the Fairbanks peo- 
ple had a large trade be set aside for experiment. In these 
counties the Fairbanks Co. was selling a certain brand of soap 
through a salesman; it was preposed that the same soap be 
put up under ancther brand. This brand to be advertised 
through the papers through this particular section at the same 
time their salesmen continued their efforts with the old brand 
At the end of six months it was found that the new brand 
was outselling the old, and when the balance sheet was drawn 
the net’ profits on the advertised soap, after all expenses for 
printers’ ink had been paid, exceeded the profits on the goods 
sold through the salesmen by $8,000 

PERSISTENCE IS NECESSARY. 

The experience was conclusive and to-day Fairbanks & Co. 
are the greatest advertisers in America, spending hundreds of 
thousands of dollars each year for publicity. This is only 
one case in thousands that we might call to your attention 
that has enjoyed the same results; there are no cut and dried 
values for making advertising successful; each merchant has 
to work out in a measure his own salvation; there is, how- 
ever, one way to make it’ pay; end that is by persistence and 
common sense for which there are no substitutes for advertis- 
ing or anything else for that matter. Do not forget the fact 
that your printer and his paper have to live as wel! as your- 
self, and that you can get value received for every dollar you 
spend with him for advertising. If you will select a certain 
place in his paper and insert a well-written advertisement on 
seasonable goods, changing each week, we are satisfied that 
the result will be very flattering to you. 

SUGGESTS SEASONABLE ADVERTISING. 


Do not leave a Christmas advertisement running until next 
June and expect to get good results, but give this part of your 
business as much attention as is necessary to make it a suc- 
cess. Such articles of hardware as are sold only in certain 
seasons of the year should be pushed at the proper time. Do 
not neglect vour show window. A neat, clean show window 
is one of the mediums we have to advertise seasonable goods 
at a very little expense, and as the greater bulk of hardware 
stocks are in season twelve months of the year, it does not re- 
quire an expert window dresser to make the attractive window 
that will appeal to the intended purchasers. 

GET ON THE RIGHT TRACK. 


We do not think much of the dodger or handbill; the 
cheap dodger, like a begger, is most always stopped at the 
front door, while the newspaper, like a friend of the family, 
gets right into the best room of the house and is always wel- 
come; to give you some idea of the amount of money ex- 
pended by the different concerns for advertising, we quote the 
following: “A certain firm of soap makers give a monthly 
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publication $240,000 for one page; a New York dry goods 
house $180,000 for the privilege of putting their advertisement 
on the backs of stfeet car transfer ships. Two hundred thou- 
sand was the price paid for the privileges on the elevated rail- 
way in New York city. If it will pay these concerns to spend 
fortunes each year advertising, it is conclusive evidence that 
the small merchant can lose nothing in following the example. 
Personally we believe in advertising, not only with local news- 
papers, but with original schemes. Get on the right track 
and the rest is easy. Map out a plan of advertising on the 
right Jines and it will take an uncommon amount of blunder 
ing to make a failure. 

[he Question Box was then opened and the following 
questions were read and discussed by the members: 

Would it be to the interest of the dealers to refuse to 
figure hardware bills? 

What charge is generally made for the storage of a hard 
coal stove during the summer, including blacking, taking 
down and setting up in the fall? 

What length of time is considered a storage season, and if 
stove is left longer than this time, what should be additional 
storaye charge per month? 

What constitutes a legitimate hardware profit? 

It a merchant of an ordinary country hardware store 
pays (freight included) 42 cents a box for 12-Ga. loaded 
shotgun shells and sells them for 45 cents, is he making a rea- 


sé mable and 


sufficient profit on that line of goods? 

How shall we deal with the wholesale grocery houses 
who have added hardware specialties, insurance, etc., to their 
stock? Should we as hardware men patronize them? 

Che foliowing resolution was presented by C. H. Rudge 
f Lincoln: 

Resolved, That we request the manufacturers of shelf 
hardware the advisability of putting up shelf hardware in 
paper boxes of uniform color and label, and that our secre- 
tary send a copy of the resolution to the National Secretary 
that it may be brought up before the National Convention. 

he resolution was discussed and carried. 

[he following resolution was introduced by Henry Veith 
of Lincoln: 

Inasmuch as we, the members of the Retail Hardware 
Dealers’ Association of the state of Nebraska, consider that 
the presence of hardware traveling salesmen at our yearly 
conventions can be of great benefit to our association, be it 
therefore 

Resolved, That the traveling hardware salesmen be here- 


‘ 


by admissahle to a 


ll of our open sessions while assembled in 
convention, as well as all entertainments which we might have 
during such convention 

The above was discussed and adopted. 

The press committee reported as follows: 

Resolved, That the Nebraska Retail Hardware Dealers’ 
Association in executive session extend a vote of thanks to 
the press for their uniform courtesy extended to the associa- 
tion in reporting and publishing, not only our business ses- 
sion, but the widespread publicity given and the assistance 
rendered in the upbuilding of the association. 

‘he president appointed Mr. H. A. Peterson, Oakland, 
and Nathan Roberts of Omaha, to escort the new president to 
the chair. 

Pres. C. A. Cornell of Ord appointed the following execu 
tive committee: Nathan Roberts, Omaha; H. Henke, Grand 
Island; Frank Hacker, Friend. 

The subject of the location of the next annual meeting 
place was taken up and discussed. Invitations were extended 
by the members from Lincoln, Fremont and Omaha. 

After considerable discussion Omaha was selected as the 
next annual meeting place. 

The meeting adjourned at 5:30 p. m. 

Che following dealers were in attendance at the conven- 
tion: 

P. A. Krause, Albion. 

W. A. Scott, Axtell. 

E. J. Holmes, Bloomington. 

C. K. Lawson, Hastings. 








































































J. B. Hunter, Aurora. 

R. C. Buckley, Bradshaw. 

John S. Marsh, Guide Rock 

T. G. Peck, Rushvill 

Leon Baker, Lincoln 

G. C. Teich, Bancroft. 

\ M Russell, Ord 

Frank E. Lahr, Lincoln. 

Henry Veith, Lincoln. 

Elm & Wright, Genoa 

Liggett Wisda Hardware Co., Ord. 
L. E. Peterscn, Wayne, Nebr. 

E. A Butler & Co., Ansley. 

Theo. Sinhold, Omaha. 

\. Lubely, Hartington 

FE. S. Hayhurst, Loup City. 

Ed. Johnson, Clarks. 

C. Peterson, Minden. 

Frank Hacker 


Friend 


’ 


Rosenberg Hardware Co., Lexington, Nebr. 


H. J. Hall, Lincoln 

H. Henke, Jr., Grand Island 
D. J. Catchpole, Sterling. 

C. H. Rudge, Lincoln. 
Morhart Bros., Red Cloud. 

G. Hullet, Hartington. 

Theo. Nelson, Diller. 

J. F. Wozab, Humboldt. 
Skalak & Arnold, Humboldt. 
Wm. J. Wolslezer, Snyder. 

H. E. Mason, Weeping Water. 
J. H. McGrath, Hastings. 
Fred Pelz, Blue Hill. 

Milton Rogers & Son, Omaha. 
F. W. Brown, Byron, Nebr. 
Theo. Reinholtz, Brunning. 
Nathan Roberts, Omaha. 

C. A. Peterson, Oakland. 
Johnson Hardware Co., Omaha. 
M. A. Hargleroad, Holstein. 

F. W. Ackerman, Norman. 
Nickolson & Peterson, Minden 
Geo. D. Leach, Bloomfield. 
P. G. Satt, Wausa. 

Max Uhlig, Holdrege. 

The Arndt Hardware Co., Blair. 
Walter Gaebler, Winside. 
Frank S. Tracy, Winside. 

F. A. Laase, Lyons. 

S. C. Cornell, Ord. 

W. R. Johnson, Havelock. 

F, J. Hoeger, Sutton. 

Geo. M. Tallon, Tobias. 

Fred Binderup, Hastings. 

L. P. Byers, Valley. 

J. F. Goehner, Seward. 

lhos. J. Jamrog, Ashton 

S. M G. Bradley, Ogallala. 
H. J. Lee, Fremont. 

L. F. Holloway, Fremont. 

A. E. Smail, Crete. 

H. L. McDonald, Eagle. 

J. D. Gordon, Craig. 

H. E. Olson, Stromsburg. 
Shimonek & Son, Wilber. 

T. W. Hungate, Herman. 
Geo. Goodbrood, Cordova. 
Chas. P Schneider, Syracuse. 
P. F. Conant, Benedict. 
Scammon & Son, Friend. 

C Fetterman & Son, Germantown. 
Fried & Holmquist, Oakland. 
Schwedhelm & Winter, Bancroft. 
J. H. Heine, Hooper. 

R. E. Bicknell, Elk Creek. 

E W. Parker, Wilsonville. 
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C. L Kelly, North Bend 
Neiburg & Stoltzman, West Point. 
Sewell A. Sanderson, Lincoln. 
D. M., Johnson, Weeping Water. 
J. C. Michelson, Omaha. 

C. A. Hedman, Battle Creek. 
G. H. Glasser, Stanton. 

J. H. Siert, Bennington. 

John Friday, Norfolk. 

H. J. Lee, Fremont. 

Albert Degner, Norfolk. 

E W. Shafer, Tekamah 

F. H. Ranslem, Scribner. 

Gus. Wessel & Co.. Wisner. 
Degner & Becker, Wisner. 

J. B. Thomas, Lyons. 
Gordon Hardware Co., Gordon 
J. O. Hyder, York 

C. A. Schrandt, York. 

FE. E Henkle, Howard 

C H. Jack, Tekamah. 

August Hast, Wilcox. 

T. V. Weinholdt, Horton 

F. Kelly, Cambridge. 

H. Bayer, Pender. 

Fred Deitz, Seward. 

H A. Peterson, West Point. 
WW. Weaver, Tilden. 

John Hussie Hardware Co., Omaha. 
W. E. Carney, Talmage. 

F. D. Kees, Beatrice. 

J. P. Morton & Son, Omaha. 
S. C. Oaks, Seward 

Frank A. Dean, Holdrege. 
Earnest Hoppe, Lincoln. 

W. C. Klein, Milfcrd. 

J. H. Krabeil, M:liford. 

Wm. Patterson, Lincoln. 
Schrandt & Miller, Aurora. 

J. C Wright, Ashland 

J. G. Wright, Hebron. 

E. C. Kinzel, Wisner. 

A. F. Meyer, Falls City. 

North & Winterbottom, Falls City. 
Perry & Bell Co., Holbrook. 
D. H. Stout, Julian. 

Abbott Bros., Unadilla. 

Clark Hardware Co., Ashland. 
E. M. Phillips, Tobias. 

M. J. Weidner, Lindsey. 
Thomas Rawlings, Wakefield. 
C. W. King, Omaha. 

John H. Behrens, Pender. 

F. C. Mather, Aurora. 

W. H. Smith, Lincoln. 


CONVENTIONALITIES. 





Parlor No. 2 of the Merchants Hotel was occupied 
by a triumvirate, the Richards Manufacturing com- 
pany through their Mr. H. O. Spencer, the L. J. Muel- 
ler Furnace Co., represented by Geo. C. Mueller and 
F. J. Hannan, and also the Allith Manufacturing 
Co. Parlor 2 was the rendezvous. The hospitalicy 


was most lavish. 


Frank W. Lynn of Hibbard Spencer, Bartlett & Co., 
Chicago, occupied room 31 of the Merchants Hotel, 
where he showed a line of their stove specialties and 
sewing machines. He was assisted by L. E. Evans 


and O. A. Bischof. 


A. R. Wilson with the Thos. White Stove 
Quincy, IIl., shook hands with his many friends and 
presented each of them with a magnificent calf-bound 
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memorandum book, which contained a daily diary, cal- 


endar, Atlas of the United States and other valuable 
information. 


R. B. Nixon, one of the genial representatives of 
































pins into everybody, but as the pin was an aluminum 
facsimile of an Atkins saw, it was always acceptable. 

H. O. Spencer appeared to be one of the most pop- 
ular men at the convention and he increased his popu- 
larity by dispensing with great liberality a magnificent 
leather match wallet, which he presented with the 
compliments of the Richards Mfg. Co. of Aurora, III. 

E. L. Duquette and H. E. Huffaker were extolling 
the merits of Cole’s Original Hot Blast and Air Tight 
stoves. These two popular representatives of the Cole 
Mfg. Co., Chicago, had a kind word for everybody. 

Chas. Smith of the Chas. Smith Co., Chicago, man- 
ufacturers of the Hero furnaces, appeared to be the 
best mixer at the convention. Mr. Smith says he has 


d traveled in Nebraska for t wenty-five years, yet he was 
‘s the most active hustler in the corridors of the Paxton. 
|. He is a good story teller and is always surrounded by 
d a crowd of eager listeners. 

4 Wm. H. Wood, with the Quincy Stove Mfg. Co., 
y ‘Quincy, Ill., presented his many friends with a pocket 


diary neatly and attractively bound which contained 
considerable valuable information. 


l, F. D. Kees of Beatrice, Neb., distributed circulars 

d extolling the merits of several of the specialties he 

Ss manufacturers, including Gosset’s detachable suspen- 
sion hinge and Kee’s line of corn huskers. 

f The most prominent display made was that in the 

d center of the main corridor of the Paxton Hotel, where 

d Sam T. White of the White Lily Washer Co., Dav- 











enport, Iowa, reigned supreme. 
surrounded by an interested audience to whom he was 
extolling the merits of the White Lily washers. Mr. 
White was assisted: by his Nebraska representative, 
Wm. G. Patterson. 
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He was continually 





FRINGE. 


Wm. G.-Patterson, White Lily Washer Co., Davenport, Ia. 
Sam T.. White, White Lily Washer Co., Davenport,\ Ia. 
Frank J. Hannan, L. J. Mueller Furnace Co., Milwaukee, 


Wis. 


E. L. Bigelow, Landers, Frary & Clark, New Britain, Conn. 
M. L. Corey, Secretary National Retail Hardware Associa- 


tion, Argos, Ind. 


Geo. H. Loy, Charter Oak Stove & Range Co., St. Louis, 


Mo. 


G. C. Mueller, L. J. Mueller Furnace Co., Milwaukee, Wis. 
H. O. Spencer, Richards Manufacturing Co., Aurora, III. 
James T. Newell, The Iron Age, St. Louis, Mo. 

Geo. W. Trout, Trout Hardware Co., Chicago, IIl. 

R. B. Nixon, E.-C. Atkins & Co., Minneapolis, Minn 

R. R. Shuman, The Iron Age, Chicago, III. 

Silas McClure, Malleable Iron Range Co., Beaver Dam, 


Wis. 


Wm. H. Wood, Quincy Stove Mfg. Co., Quincy, IIL 
Daniel Stern, THE AMERICAN ARTISAN, Chicago. 

E. L. McBride, Ringen Stove Co., St. Louis, Mo 

Frank K. Berry, Des Moines, Ia. 

E, L. Duquette, Cole Mfg. Co., Chicago, III. 

H. B. Huffaker, Cole Mfg. Co., Chicago, IIl. 

A. L. Wilson, Thos. White Stove Co., Quincy, Ill. 

J. H. Little, Bridge & Beach Mfg. Co., St. Louis, Mo. 

H. M. Fenlon, Bridge & Beach Mfg. Co., St. Louis, Mo. 

R. J. Klinsmid, Aurora, Ill. 

Frank W. Lynn, Hibbard-Spencer-Bartlett Co., Chicago, III. 
L. E. Evans, Hibbard-Spencer-Bartlett Co., Chicago, IIL 
O. A. Bischof, Hibbard-Spencer-Bartlett Co., Chicago, III. 
H. L. Pipp, Columbian Enameling & Stamping Co., Terre 


Haute, Ind. 


Lloyd Scruggs, Majestic Mfg. Co., St. Louis, Mo. 

W. H. Curtin, Wyeth Hardware & Mfg. Co., St Joseph 
Frank M. Tobin, Tobin Arms Mfg. Co., Norwich, Conn. 
L. G. Susemihl, H. F. Brammer Mfg. Co., Davenport, Ia. 
Wm. G. Patterson, Malleable Iron Range Co., Beaver Dam, 


Wis. 


S. E. Price, Allith Mfg. Co., Chicago, IIL. 

Chas. Smith, Chas. Smith Co., Chicago, III. 

A. C. Davis, Hunt, Helm, Ferris & Co., Harvard, Ill. 
R. H. Derby, H. F. Brammer Mfg. Co., Davenport, Ia 
Walter Mack, Abram Cox Stove Co., Chicago, III 

Wm. S. Wright, Wright Wilhelmy Co., Omaha 

Lou Norris, Green City Stove Co., Quincy, III. 

A. C. Culter, Culter & Proctor Stove Co., Peoria, IIl. 
F. C. Shays, Am. Sheet & Tinplate Co., St. Louis, Mo. 
F. D. Kees, Beatrice, Neb. 

H. J. Lee, Lee Hardware Co., Fremont, Neb. 

C. A. Overton, Overton Mfg. Co., Dunlap, Ia 

H. Kellogg, Overton Mfg. Co., Dunlap, Ia 
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POEL DIONE 
DEATH OF HENRY W. OLIVER. 





The trade will regret to learn of the death on Feb. 
8 of Henry W. Oliver of the Oliver Iron & Steel Co., 
Pittsburg, Pa. H. W. Oliver was born in the town 
of Dungannon, County Tyrone, Ireland, Feb. 25, 1840. 
His parents settled in Pittsburg in 1842, and made that 
city their home. He was educated in the public schools 
of Pittsburg and Newell’s academy, and started to 
work when about 13 years old, as messenger boy in 
the office of the National Telegraph Co., in Pittsburg. 
About two years later he entered the employment of 
Clark & Thaw, general forwarding agents, where he 
remained for some years. In 1859 he became shipping 
clerk for the iron manufacturing firm of Graff, Bennett 








Henry W. Oliver. 


& Co. In 1861, he enlisted in the Twelfth regiment of 
Pennsylvania volunteers, serving until the end of his 
term of enlistment. He also volunteered at the time 
of Lee’s invasion in 1863 as an emergency volunteer. 

On Jan. 1, 1863, in partnership with William J. 
Lewis and John Phillips, he organized the firm of 
Lewis, Oliver & Phillips, and began to manufacture 
bolts and nuts on a small scale. In 1866 Mr. Oliver’s 
two brothers were admitted to the firm which continued 
in business until 1880, when the partners organ- 
ized the firm of Oliver Bros. & Phillips. In the mean- 
time the business of the firm had been enlarged to-an 
enormous extent, until it was among the largest manu- 
facturers of bar iron and iron specialties in the United 
States. In 1888 the works were incorporated under 
the name of the Oliver Iron & Steel Co., Mr. Oliver 
heing chairman of the board of directors. 

Mr. Oliver was a public-spirited citizen and a man 
of large affairs. His crowning achievement was due to 
his early appreciation of the value of the Mesabi ores. 
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Besides this company he was identified with a great 
number of enterprises. He was a wonderful man and 
his death is deeply felt by those who knew him. 

He was married in 1862 to Miss Edith A. Cassidy 
of Pittsburg, who survives him. He also leaves a 


daughter, Mrs. Henry R. Rea. 
Sr 
ARTISTIC WINDOW DISPLAYS. 


Lyle K. Dagnan has devised some notable window 
displays for M. L. Carpenter, hardware and stove 
dealer at Wellington, O. These include the automobile 
and airship shown herewith. 

The wheels of the automobile are large pie tins 

















Automobile, 


tacked on wooden axles. The body is a large double 
with small brass cuspidors for headlights. The con- 
roaster and a bread pan. The dash is a crumb tray 
troller is a stove lifter. Shelf brackets screwed to a 
board forms the seat. A piece of green felt on board 
serves for a cushion. The round guards are made of 
hoop iron, while a can of paint and a length of jack 
chain are employed to make the motor. 

The body of the airship is composed of two tin milk 
pails and two large funnels wired together. The pro- 





Airship. 


peller is a bolt passed through the funnel holding three 
milk skimmers. The wings are made from a frame of 
wire covered with white muslin. The car is a bread 
tin supported by jack chains. The rudder is made from 
a paperhanger’s knife. A small flag and toy man 
makes it complete. It is supported by invisible steel 
wire. 
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IMPROVED SHOP CARD. 





C. A. Dewey, the Kenosha, Wis., hardware dealer, 


Date Rec’d 
























THE AMERICAN ARTISAN AND HARDWARE RECORD 89 


part of 1903 he decided to experiment with a system 
and liked that so much better than the style he had 
been using that the former was abandoned. We pre- 


NUMBER 
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has for several years past used a very effective card sent herewith one of the blanks used by Mr. 
for keeping track of tinshop work. During the latter 
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filled out and one not filled out. 





Dewey 
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SAMPLES OF SHOP REPORTS. Wis., uses a very admirable shop card, as is shown by 
the accompanying reproduction. This card has data 


for the different material used and the hours of labor 
Charles Skidd, 121 Milwaukee avenue, Kenosha, employed. 


J ~ Chas. Skidd, ~ 


KENOSHA, WIS. 























a a Date 

Complete Sactiiisieal 2 armen 
Workman SHOP REPORT. Hrs. 

Helper Pa - eae 








ALL WORK MUST BE DONE IN THE BEST POSSIBLE MANNER. 


| Wrk. | Helper 











MATERIALS USED No. Lbs. Ft. Inch | Quality Gauge Dol. Cts. Date | Hrs. Hrs. 











Galv. Gutter 
Galv. Gutter 


Conductor 


Conductor 

Elbows | 
Elbows | 
Shoes 
Hangers 
Hooks 
Miters 
Receivers 


Cut-Offs 





Iron 
Iron | 
Sheet Zinc | | 


Sheet Iron 


Copper | 
Tin | 
Tin 

Valley Tin 

Hip Tins | 
Shingle Tins | 
Rige Roll | 
Solder 














Remarks 
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DATES ARE CHANGED. 





C. B. Carter, Knoxville, Tenn., secretary of the 
Southern Hardware Jobbers’ Association, recently 
sent out the following letter to the members of that 
association : 

Owing to the fact that the annual convention of the 
National Association of Manufacturers will be held in Pitts- 
burg, Pa., on the 17th, 19th and 20th of May—the same dates 


selected by our association for our annual convention in 
Atlanta—it has been thought best to change the dates for our 





AND HARDWARE RECORD 


HOTEL ARAGON 
PN ION ox dis vxte een sans eens een 
European plan......... 


2 up per day. 

Terrier. « | «2 3 

HOTEL MARION. 

American plan......................$2 per day without bath. 

American plan. ............+.+.++++-$2.50 per day with bath. 
eo 


EXHIBIT AT ALL CONVENTIONS. 





The Stowell Mfg. Co., South Milwaukee, Wis., 


are manufacturers of hardware, door hangers and rail, 








Job No. . 

Chas. Skidd 
Commenced. ge KENOSHA, WIS. Date__ 
Complete. SE “ 
Workman SHOP REPORT Hrs, ___ 
ee eee Oe eee ences 


WRK, HELP 








MATERIALS USED 


} 
| 
| 


DESCRIPTION OF WORK 


| 
| 
} 





convention to the week following—May 24, 25, 26 and 27— 
inasmuch as many of the manufacturers who attend our con- 
vention also attend the annual gatherings of the National Asso- 
ciation of Manufacturers. You will therefore take proper notice 
of this change and by all means make arrangements to meet 
with us on that occasion—or we should put it, the officers will 
meet with the members at that time. The individual members 
are supposed to be there, rain or shine, for it is only from well 
attended meetings that the officers can hope to secure for the 
membership proper and satisfactory results. Your officers can 
not do all the thinking for the association—at least they 
should not. It is their province to direct the wisdom of the 
combined membership in such directions as will accomplish the 
best results. 

While it is yet some time before the Atlanta convention, 
yet we shall ask you to keep the same in mind, especially as to 
considering matters which you think should be discussed on 
that occasion. This office will cheerfully assist you in com- 
piling any data or information pertinent to such subjects as you 
may have in view, and we earnestly urge you to use the asso- 
ciation in all its functions. The writer is one of your em- 
ployes and he is anxious that you should assist our executive 
committee in outlining such work as would seem advantageous 
to your interests. 


Mr. Carter also sent out the following schedule of 
special rates made by the Atlanta hotels: 


THE PIEDMONT. 
European plan...............++++++-$1.50 to $3.50 per day. 
PI ID, oo 05 v08ncecessssonien $3 to $5 per day. 
KIMBALL HOUSE. 
American plan..... i simatic eeemmdet $2.50 to $4 per day. 


Beropene OIAR. ....222.ccccccccsceses $1 to $3 per day. 


hot air registers and ventilators, brass, grey and malle- 
able iron castings to order, hay tools, shoe lasts and 
stands, tackle blocks, wire workers’ and plumbers’ 
goods, wagon malleables and chain belt. ‘This com- 
pany made an exhibit at the Western Vehicle and Im- 
plement Dealers’ Convention at Kansas City, at the 
North Dakota Retail Hardware Dealers’ Convention at 
Grand Forks and the Wisconsin Retail Hardware 
Dealers’ Association at Milwaukee and the Iowa Re- 
tail Hardware Dealers’ Association at Des Moines. 
The trade were very much interested in the lines. We 
invite dealers to call on us at the conventions at St. 
Paul, Feb. 24, 25, 26; East St. Louis, Feb. 23, 24; St. 
Louis, Feb. 23, 24; Indianapolis, Feb. 16, 17, 18; 
Cleveland, Feb. 24, 25, 26. 
ee eee 
SOUTHERN SUPPLY AND MACHINERY DEBAL- 
ERS’ ASSOCIATION WILL HOLD 
MEETING. 





The third annual convention of the Southern Sup- 
ply & Machinery Dealers’ Association will be held 
at Old Point Comfort on the 12th, 13th and 14th of 
April, headquarters being at the Hotel Chamberlain. 

The officers of this association have succeeded in 
obtaining an exceedingly low rate from the Hotel 
Chamberlain, and there will be reduced railroad rates 
to Old Point Comfort from all points. All supply 
dealers, whether they are members of our association 
























































92 THE AMERICAN ARTISAN AND HARDWARE RECORD 


or not, also all manufacturers who are in accord with 
the policy adopted by this association, are extended a 
very cordial invitation to be present. 


se 
o- 


SPECIAL SAW SET. 








Chas. Morrill, 277 Broadway, New York, has added 
to his already long list of Sawsets the “Special,” shown 
herewith.. This is an improved No. 95 Sawset and 
contains a number of important features. 

The anvil instead of being at right angles to the 
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path of the plunger, as in the No. 95 Sawset, is in- 
clined as in the No. 1 Sawset. This does away with 
breaking the point of the plunger, as it permits the 
plunger to be made larger and stronger and to be more 
evenly tempered. It also permits the workman to see 
how much set he is getting on his saw. The under 
handle has been made the movable handle, thus pre- 
venting the accidental breaking of any of the saw teeth. 
It is claimed the gauge screw regulating the width 
of set is firmly secured in any desired position by 
means of a lock nut. The whole sawset has been some- 
what shortened and the graceful contour of the pre- 









THE SPECIAL SAWSET 
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TRADE @ TIGI® MARK 


ON ALL OF MY GOODS 











vious models has been preserved. The encasing of 
the plunger prevents the dust and dirt from accumu- 
lating and clogging up the spring and presents a more 
handsome appearance. 

The action is similar to the No. 95 Sawset. The 
operator simply has to know the number of points to 
the inch of his saw, turn the revolving anvil to the 
corresponding figure, and set the gauge screw as de- 
sired, in general just enough to permit the saw to go 
through easily. Then it is a case of simply going 
down one side of the saw setting the alternate teeth, 
then reversing the saw and setting the other teeth in 
the opposite way. 


ECLIPSE NO. 1 CLOTHES DRIER. 





The accompanying cut shows the Eclipse No. 1 
clothes drier manufactured by the Eclipse Mfg. Co., 
Milesgrove, Pa. 

_ It has eight arms each 2% feet long, and is elegantly 
finished in black japan and gold bronze. The No. 3 





Eclipse No. 1, Clothes Drier. 
Eclipse clothes drier is made from cold rolled Besse- 
mer steel, nicely japanned. There are eight arms two 
feet long, made from the best selected hard maple, 


nicely polished. This makes sixteen feet of drying 
surface. It is neat, light and strong, and only weighs 
one and one-fourth pounds each. It is a giant in 
strength ; never breaks or wears out and is very cheap. 





BUSINESS CHANGES. 





NEW FIRMS. 


Watertown, Tenn.—A. J. Phillips & Co. 
3irmingham, Ala.—Shoffner & Dannahe. 
Fort Worth, Tex.—Panther City Hardware company. 


CHANGES. 


Clio, S. C—H. G. McCall succeeds D. M. McCall. 

Columbia, S. C—The Dial Hardware Co. are succeeded 
by M. S. Weller. 

McCurtain, I. T—Newton & Clinton succeed Delee Bros. 

Waverly, Ill—J. H. Shutt has taken a partner into his 
business and the style of the firm will be Shutt & Seales. 

Kansas, Ill—Wm. W. Miller is succeeded by Thos. Neal 
& Son 

Whiting, Kans.—Mullendore & Ennis are succeeded by 
Harry Marshall. 
Kans.—Michael 
by Robt. Morgan. 

Naponee, Nebr.—Anna M. 
& Hattan. 

York, Nebr.—E. V. Zimmer has sold an interest in his 
business to E. McMullen. 

Lucca, N. D.—H. J. Shaw is succeeded by Ludwig Carl- 
son. 

Union, N. D.—Ole Fauskee is succeeded by M. O. Flor- 
ence. 

Belview, Minn—O. A. Darud has disposed of his interest 
in the firm of Sandager & Darud. 


Lebanon, & Wanamaker are succeeded 


Tharp is succeeded by Croley 


MISCELLANEOUS. 


St. James, 
larger quarters. 

Surrie, Minn—R. J. Nye has filed a petition in bank- 
ruptcy. 


Minn.—Behnke & Oe¢ctting have moved into 


STOPPAGES, 


Lookeba, 
business. 

Laurell, Ja—H. Cavell has sold out. 

Williams, Ia—Hayse & Son have sold out. 

New Prague, Minn.—Frank Maertz has sold out. 


Okla.—Wise & Mayberry have discontinued 
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Heating and Ventilating 


R. J. Schwab & Sons Co. of Milwaukee, Wis., 
manufacturers of the well-known line of Gilt Edge 
warm air furnaces and combination heaters, have 
about ready to place on the market an addition in the 
way of a new furnace of an improved pattern. They 
have had several of these furnaces in use for the past 
winter and with excellent success. It will be of a high 
grade of construction, of great radiating surface at a 
moderate price. It is known as the Gilt Edge Radium. 

The Toledo Furnace Co., Toledo, Ohio, have peti- 
tioned the common pleas court to vacate all of Bay 
View addition except that part within the boundaries 
of Front and York streets, and lots 1 to 12 and 93 to 
104. There are 185 lots in all and plaintiff seeks to va- 
cate nearly all the addition and the streets and alleys 
therein. It claims to own all the lots constituting: this 
addition. It is said that the property will be utilized 
by this firm in extending their plant. 

The Farquhar Furnace Co., Wilmington, Del., are 
manufacturers of the Farquhar one-piece welded steel 
self-regulating furnace,-which is simplified to the last 
degree, and proportioned to warm the house in the 
coldest weather without any red hot metal, without 
clinker and without escape of heat to the chimney 
more than is needed to prevent condensation, it is 
claimed. This is essentially a “Limited” heater, the 
control of the fire being automatic and reliable. Disas- 
trous overheats are prevented by use of the governor. 
With one fire a day it keeps the house evenly heated all 
day and all night, relieving the mental burden of keep- 
ing everlastingly mindful of the fire. It keeps the air 
changing at the rate of 4 to 6 roomfuls per hour, giv- 
ing heat with ventilation, on as little fuel as hot water 
heat without ventilation. It is a distinctive heating 
system, excelling hot water in all essentials, at a cost 
between hot water and ordinary hot air heat, it is 
claimed. 
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IT WORKS BACKWARD. 


TO THE AMERICAN ARTISAN. 
I have placed a large canopy above a steam table 


S/MILAR TO GLOBE CAP. 
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in one of our kitchens, planning, of course, that it 
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should carry away the steam which at times is quite 
dense. Instead of a suction to pull the steam out, it 
is working backward, bringing in the cold air. What 
is the cause of this? In addition I might state that 
the stack extends above the one story part of building 
about 30 feet each way from brick wall of L, in main 
building, which is four stories high, or 30 feet above 
stack. I hardly think this would be a hindrance, 
though it might. GRANT STRICKER. 
Battle Creek, Mich., Feb. 5, 1904. 
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THE HERO DOME. 








The Chas. Smith Co., 122 E. Lake St., Chicago, 
have embodied a number of special features in their 
Hero furnaces, among them being the dome shown 


THE 
. HERO DOME 





The Hero Dome. 


herewith. Another feature is found in the ash pit 
which has a greater depth from the bottom of its grate 
bars to its floor than the-ash pit of any other furnace, 
it is claimed. The object-in furnishing a deep ash pit 
is not to provide a place for storing ashes, but to allow 
a free flow of air to all parts of the grate, thus insuring 
a well-distributed fire and perfect combustion of coal 
without the formation of clinkers. As each grate bar 
acts separately it is not necessary to shake a clean bar 


in order to clean out one that is choked with ashes. 
~-oeo 


The American Sheet and Tin Plate Company, which 
was recently formed by a consolidation of the Ameri- 
can Tin Plate Company and the American Sheet Steel 
Company, has removed its extensive offices from New 
York City to the Frick Building, Pittsburg, Pa. The 
difficulties and confusion which are of necessity caused 
by-the removal of such a large force of employes 
and carloads of office appliances has been overcome 
and business is now again conducted if the same sys- 
tematic, accurate and courteous manner, which has 
been characteristic of both the now combined com- 
panies heretofore. 
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HOPPER PATTERN. 
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TO THE AMERICAN ARTISAN. 
I enclose herewith answer to “Bennie” from Min- 
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of the round pipe. Divide 1-4-7 into equal parts and 
carry lines at right angles to 1-7 until they intersect 
at 8-g-10-11 and 12 respectively, then draw lines from 
points 8-9 and 10 to D and from Io-11 and 12 to A. 
Fig. 2 shows the diagrams of triangles which are num- 
bered similar to Fig. 1 and explains itself. Fig. 3 


ELEVATION OF 


HOPPER 
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| HALF SECTION OF 
RECTANGULAR PIPE 
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Fig. 1. Elevation and Half Sections. 


neapolis, Minn., who desired to know how to lay out 
the patterns for a “Hopper.” Fig. 1 shows the side 
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Fig. 3. The Pattern Shape. 


elevation of the hopper, while ABCD is the half sec- 
tion of the rectangular pipe and 1-4-7 the half section 


shows the half pattern in which the distances A-B-C 
and D and 1 to 7 are obtained from Fig. 1 and the true 
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Fig. 2. Diagram of Triangles. 























lengths obtained from Fig. 2. Laps for seaming 
should be allowed to the pattern. 
MATTHEW WOODHEAD. 
New York City, Feb. 5, 1904. 





NEW ASSOCIATION OF TIN PLATE /ANU- 
FACTURERS. 





There is a movement on foot among independent tin 
plate manufacturers throughout the country to estab- 
lish an association to protect their interests against 
the American Tin Plate Co., a subsidiary concern of 
the United States Steel corporation. It is likely that 
the Amalgamated Association of Iron, Steel & Tin 
Workers will be asked to grant the officials of the new 
association a conference at which a scale for the year 
will be agreed upon, says the Pittsburg Press. The 
constitution of the Amalgamated association stipulates 
that a majority of the lodges must vote in favor of such 
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a step before a joint conference can be arranged. A\l- 
though the project of the independents is in embryo, it 
is confidently expected that it will be successful. There 
are 88 independent tin plate mills in the country. All 
will probably affiliate with the new association. The 
latter will not conflict with the Independent Sheet Steel 
Manufacturers’ Association, but will work in har- 
mony to promote the welfare of the industries which 


are very closely connected. 
—--9-2—___—_____ 


GALVANIZED CORRUGATED CONDUCTOR. 








The Milwaukee Corrugating Co., Milwaukee, Wis., 
have brought out a new line of galvanized corrugated 
conductor pipe elbows which are illustrated herewith 
and have proven themselves to be an unqualified 
success. - 
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Galvanized Corrugated Conductor Pipe Elbows. 

This firm are headquarters for sheet metal roofing 
and siding, eaves trough, conductor pipe, cornices, 
architectural sheet metal work, tin plate, sheet iron, 
metals, etc. 
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NOTES AND QUERIES. 








COMPRESSED AIR MOTORS. 
From E. D. Shellenberger & Co., Mound City, Mo. 

Would like addresses of manufacturers of com- 
pressed air motors? 

Ans.—Chisholm & Moore Mfg. Co., Cleveland, 
Ohio, and the Stow Flexible Shaft Co., Philadelphia, 
Pa. 

EMERSON VENTILATOR. 
From Berger Brothers Company, Philadelphia, Pa. 

In response to query of Hunter & Strehlow, Peoria, 
Ill., would state that we furnish the Emerson venti- 
lator. 

TWENTIETH CENTURY HOT AIR RADIATOR. 
From C. Ed. Smith Hardware Company, New Castle, Pa. 

Would like name of firm making Twentieth Century 
hot air radiator ? 

Ans.—Geo. M. 
Canada. 


Aylsworth, Collingwood, Ont., 


HOT WATER HEATING PLANTS. 
From G. W. Ankerman, Calhoun, Ky. 
Would like manufacturers of the best hot water 
heating plants. to heat up a _ six-room, one-story 
cottage ? 
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Ans.—American Radiator Co., Lake and Dearborn 
Sts., Chicago; Boynton Furnace Co., Chicago; Ke- 
wanee Boiler Co., Kewanee, IIl.; Monroe Foundry & 
Furnace Co., Monroe, Mich., and the L. J. Mueller 
Furnace Co., Chicago. 

STENCIL DIES. 

From W. A. Reinecke, Heizer, Kans. 

Would like address of firms making stencil stamps 
for stamping the patent dates on sheet metal ? 

Ans.—Chrome Steel Works, Brooklyn, N. Y.; 
Hoggson & Pettis Mfg. Co., New Haven, Conn. ; 
Geo. M. Ness, Jr., 61 Fulton St., New York; New 
York Stencil Works, 160 Nassau St., New York. 

BRASS BALLS, 
From Hybskmann Bros., Axtell, Kans. 

Where can we’ buy brass balls such as are used on 
gas fixtures? 

Ans.—Darling Pump & Mfg. Co., Williamsport, 
Pa.; Excelsior Machine Co., Buffalo, N. Y. 

THREE PLY BASSWOOD. 
From Geo. W. James, Kimball, S. D. 

Who makes three ply basswood? 

Ans.—Doud & Sons Co., Winona, Minn.; Wiscon- 
sin Land & Lumber Co., Hermansville, Mich. 

VIM NO. 3 SINGLE CUT TIN OR PIPE SHEARS FOR CUT- 
TING TIN. 
From Roper-Morgan Company, Parker, S. D. 

Where can we get the Vim No. 3 single cut tin or 
pipe shears for cutting tin? 

(Can any of our readers answer this question? 
—Ed.) 

CHICAGO FURNACE. 
From A. M., Chicago. 

In response to reader, Chicago, would state that the 
Chicago furnace is made by the Chicago Furnace Sup- 
ply Co., Chicago. 

GAS BURNERS, 
From M. E. Dutwiler, Los Angeles, Cal. 

Where can I buy gas burners? 

Ans.—Folmer & Schwing Mfg. Co., New York; 
Gilbert & Barker Mfg. Co., Springfield, Mass.; E. P. 
Gleason Mfg. Co., 20 West Houston street, New 
York; Matchless Mfg. Co., 35 Warren street, New 
York; Mitchell-Vance Co., 836 Broadway, New York. 


ALUMINUM SHEETS. 
From E. J. Elsas, Huntley, Ill. 
Where can we get aluminum sheets? 
Ans.—Scovill Mfg. Co., Waterbury, Conn., and A. 
T. Wall & Co., Providence, R. I. 
ALUMINUM TUBING. 
From E. J. Elsas, Huntley, III. 
Where can we obtain aluminum tubing? 
Ans.—Elwood Ivins Tube Co., Oak Lane, Philadel- 
phia, Pa., and A. T. Wall & Co., Providence, R. I. 
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ITEMS. 





The Jackson Iron & Tin Plate Mills at Clarksburg, 
W. Va., were visited by fire on Feb. 5 last. 

Jacob Allen, a Wellington, Kans., farmer 
swindled in Wichita, by gold brick men, who sold 
him a worthless combination of tin and copper for 
$10,000. 


was 
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Advertising Department 


Our readers are invited to send in copies of their advertise- 
ments in the local press for criticism. All communications should 
be addressed to the ‘‘Advertising Department’’ of THE AMERICAN 
ARTISAN. 








The Smith & Anthony Co., 48-54 Union street, Bos- 
ton, Mass., are rendering effective assistance to the 
trade handling the Hub ranges and heaters by supply- 
ing them with high-grade advertising matter for use in 
local papers. A sample of the handsome advertising 
electrotypes they send to dealers handling their line 
of goods is shown herewith. The reading matter is 
fastened in on a separate piece and can be easily re- 
moved should the dealer so desire. The point made 
that the range is under perfect control is graphically 





















HERE Is a Range that gives 
the cook perfect control 
over draft. heat and fuel. and 
enables her to defy emergen- 


cles. The 
Monarch 


HUB "2 
). +. 


Is a Perfect Cooking Outfit, adapted to any condition 
of climate or any emergency in fuel. It fits in places 
where an end hearth range cannot be used. May be 
had with or without Gas Attachment and makes 


Cooking a Pleasure. yy 


Send for Descriptive Circular of complete tine 
of Hub Ranges and latest advertising novelty 


SMITH @ ANTHONY COMPANY, 
48-54 Union St., Boston, Mass. 










































































emphasized and is one that will appeal strongly to the 
housewife. 


The trade who have used these advertisements speak 
highly of their pulling power and ability to bring in- 
quiries from dealers. The retail stove trade can study 
this line of advertising with decided profit. It first 
gives the impression that these stoves are easily man- 
aged. A minor point that will attract many prospec- 
tive customers is that “it fits in places where an end 
hearth range cannot be used.” 

Besides furnishing these electrotypes to local stove 
dealers, the same advertisement has been placed in 
more than 150,000 homes through the advertising col- 
umns of the daily papers and magazines. 
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J. H. Tebbe & Sons have an interesting advertise- 
ment of the “Milwaukee” harvester. This advertise- 
ment is much better displayed than the ordinary one, 
and a number of strong reasons are given why this 
harvester should be bought. Apart from the fact that 
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The “Milwaukee 
A Corn Harvester that Cuts Corn in any Condition 


BECAUSE 


It is well balanced, strong. and neatly built. 
Every lever is close at hand and easy working. 
The entrance to binder never chokes. 

All oil holes are always free from dirt. 


LLL 


Tt cuts and binds all sizes of corn. 
It is light draft. 


BUY ANY OTHER KIND 


If you don’t believe these things important in a 
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)) Corn Harvester. 

We will be glad to show you the 
“ 9° 
; “MILWAUKEE. 


Ask us for 2 catalogue. 
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| J. BH. TEBBE & SONS. | 
, Sith enaceteate es 


the display type in which the words “because,” “buy 
and other kind,” “Milwaukee” and “J. H. Tebbe & 
Sons” appear are old-fashioned and the spacing is sus- 
ceptible to improvement, we see no material changes 
that we would make to this announcement. 
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GOOD ADVERTISING SCHEME, 
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A Macomb (IIl.) dry goods merchant advertised that 
he would give a prize of $10 for the largest number 
from outside that city who came to his store in one 
vehicle, to be driven up in front of his establishment 
and unloaded there. Bert Monger, of Good Hope, 
drove up with four horses hitched to a wagon on 
which was a hay rack. Seated comfortably thereon 
were forty-one women. Mr. Monger got the prize. 
—Ex. 
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BOXING THE COMPASS. 





A school man not over a thousand miles away found 
a lad in the geography class who was deeply interested 
in learning the points of the compass. The teacher 
said: “You have in front of you, the north; on your 
right, the east ; and on your left, the west. What have 
you behind you?” After a few moments’ reflection, 
Allen exclaimed: “A patch on my pants,” and to 
make the information more emphatic, Allen continued 
in a shame-faced manner: “I knew you'd see it. I told 
ma you would.”—Ex., 
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NEW PATENTS. 


750,461 


760,284, 


750,605—Nail or tack driving implement. Stanley 
A. Cohen, New York, N. Y. 

750,606—Domestic heater. Charles A. Commiskey, 
Indianapolis, Ind. 

750.461—Milk can. Henry A. Keiner, Brooklyn, 
and Edward R. Gilman, New York, N. Y. 

750,435—Latch. James A. Craig, Stockbridge, 
Mich, 

750,358—Heating system. Frank C. Goff, Denver, 
Colo. 

750,616—Motor lawn mower. Isaac H. Davis, 
Boston, Mass. 

750,440—Double-acting chain wrench. William H. 
Downing, Parkersburg, W. Va. 

750,523—Adjustable wrench. John W. Davis, Pal- 
myra, Ill, 

750,410—Vapor burner. Francis E. Stanley and 
Freeland O. Stanley, Newton, Mass. 

750,725—Square. Gavin A. Stephens, Memphis, 
Tenn. 

750,413—Shovel. George Thompson, Vincennes, 
nd 


750,420—Sash fastener. Joseph Anderson, Seattle, 

ash. 

750,419—Washing machine. Elmer V. Allen, Hia- 
watha, Kans. 

750,285—Lock. Charles E. Johnson, New Britain, 
Conn. 

750,287—Lifting jack. Luman C. Kimberly, Circle- 
ville, O. 

750,284—Combination tool. James Jenkins, Buck- 
ley, Wash. 

750,742—Portable camp stove. William Weston, 
Denver, Colo. 

















750,743—Revolving firearm. William J. Whiting, 
Handsworth, near Birmingham, England. 

750,727—Nut or pipe wrench. David Stewart, 
Govan, Scotland. 

750,354—Mop wringer. Charles S. Fowler and 
Frank C. Wetzler, Toledo, O. 

750,355—Stove. Albert B. Fox, Brazil, N. D. 

750,547—Rural mail box. Charles F. Keller, Chi- 
cago, Ill. 

750,542—Skate. Nestor G. Johnson, Chicago, III. 

750,737—Rake. Myles Y. Warren, Philadelphia, 

a. 

750,308—Pipe or nut wrench. Mathews N. Sawyer, 
Rapid City, S. D. ; 

750,.773—Crosscut saw handle. William MacLen- 
nan, Bowie, La. 


oo 
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NEW BUSH METAL. 








A new bush-metal, recently described in the Journal 
of the Franklin Institute, consists of 64 parts copper, 
5 parts tin, 30 parts lead, and 1 part nickel. It is 
said to cast well and is easily machined. It wears 
slowly, owing to the high proportion of lead, its wear- 
ing being less than that of gun metal alloy, consisting 
of 85.76 per cent copper and 14.90 per cent tin. 
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HOMINY. 








A small boy, required to write a sentence containing 
the word “hominy,” produced the following: “Hominy 
marbles have you ?”—Ex. 
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: "4 > pe Co ieee | Lyons Specialty Co ...........119, 124] C. N. Hooper _ 
yee pais OMEN Fe March-Brownback Stove Co....... 2 Brass (aes a nag sale aaa 
pa & ahane ak oe _. ..s...114| Mansfield Stove Pattern Works ..110| Plume & Atwood Mfg. Oo ......... 132 Faucets. 
ass >Sesmustnn Co. ‘The. aes. 120} MOCIUre CO .. 1... . eeeeeeeeeeee were 132 ‘Bastian Brass Works.............119 
—~ ct te a eM e.scsaneson dele 1| Merchant & Co., Inc............-+. 116) Brick Handlers. Clark Novelty Co.. ........... +0. 121 
earner W. P....... .cccccseee ett | Mersfelder Pattern Works.. -110) Union Brick Bond Co.............. 110 
Bastian Brass Works .............119] Meyer & Bro. Co.........-+-+ +++... wed Fence Cates. 
Secteattte. Matate ct P. Dess+...++. 39 | Milwaukee Corrugating Co........ 113) Burrs—Copper Denning Fence Works........... 119 
B many. Beamante Mfg. Co......-- 119 | Milwaukee Pattern Works........ 110/ Plume & Atwood Mfg. Co.... 132 

eee "145 | Mississippi Valley Stove Works.. 11| Files. 
ane a a ..113| Monroe Foundry & Furnace Co. .. . 13 Cans. C. & H. Barnett Co ............... 1 
Berger aie a. "" gg| Montross Metal Sh'ngle Co....... 11:|J. M. & L. A. Osborn Co ........... 125| Henry Disston & Sons ............ 124 
power geoe lsh Wks.....111| Montross, R. W...... RO EE 125 
Black Silk Stove Polis Ricces Merrill. Chan. — 241 Foundry Supplies. 

e Separator Co.....125) * “ 

~- enter am Separator ©. .--l),| Morris, John B. Seunter Go...... =| a acne Stretchers gg |B B+ Stevens... ...eeeeee cee eee. 116 
~ sean wesmees iy CoRR 0 gg | Moshiok, P.........cccccccees coves 119) t. ODETOES......-. veceee 122 Furnaces. 

~ 119| Mueller, L. J. Furnace Co ........ 238 Cc j American Furnace Co...... —< 
Brammer, H. F.. Mfg. Co.........- 2 ss artridges. 

110| National Enameling & Stamping | Estate of P. D. Beckw'th......... 80 
Brewer, A. GB. ....+. 000000 orerer ove Co 198 | Norris & Loriog Hdw. Co......... 108 . 
Bridgeport Chain Co .........----- 923] One - eee erence steeesceseceesees sees Bergstrom Bros. & Co............. 26 
Bridgeport Crucible Co..........-- 182 | Niagara Mach'ne & Tool Works..126| Cash Registers. Bonnot Co........ Atel RS 
Brown-Hurley Hardware Co...... 129| Nickel Piate Stove Polish CO.see. ** S| Century Cash Register Co.........117| Boynton Furnace a SPM 23 
Burton. The W. J. Co........+++++- 2| Nineteen Hundred Washer Co....120 Craig-Reynolds Foundry Co... ... 20 
Canton Steel Roofing ates 112) Norris & Loring  .. ae 108 Ceilings Metal. Farquhar Furnace Co. snstisan ee 
Century Cash Rexister Co......... ee North Bros. Mfg. Co... ..-...-++04. a Ce 113| Front Rank Steel Furnace Co..... 28 
Chicago Furnace Supply Co....... 24 |O’Halloran & Jacobs ............. 114/ Canton S eel Roofing Co.......... 112}Gem City Stove Co.... .........0. 6 
Chicago Malleable Steel Range Co 19 | Osborn, The J. M. & L. A. Co.....125/ J. BH, Eller & Co .........cceceeeees 112}Germer Stove Co........ ..... ieee 
Clark Novelty Co.............. 0+. 121 | ONBOOd Scale Co.......+ sees eeeees 132/ Friedley & Voshardt............... 112} Green F'd'y & Furnace,Wks....... 25 
Clark, Quien & Morse...........++. 114| |Overton Mfg. Co....... 27] Illinois Roofing & Supply Co..... 132/ Hess-Snyder Co. ..............se00s 17 
Chansing & CO.........0.. 000000002 117 | Palmer, C. F.......++++.s0-eseeeees 27| Kanneberg Roofing & Ceiling Co. .112| Home Pride Range Co............. 8 
Clayton & Lambert Mfg. Co...... 116 Pan-Coast Ventilator and Mfg. Co. a Milwaukee Corrugating Co........ 113| Kelsey Heating Co ................ 23 
NE WO noo s wescecccespeamned 4-5| Peerless Steel Range Wks........ —_ OES a ee eee 8 
Columbia Mfg. Co.........:++seeeee117| Perkins. ee 1 Chains. Reet BI. OS. 66:<000cccecssceces 26 
Columbus Bolt Works ............ 1] Pittsburgh Stove & Range Co..... 12| Bridgeport Chain Co............--123) warch-Brownback Stove Co...... 2 
Connors, Wm. Paint Mfg. Co...... 1| vee & Atwood Mfg. Co.... i 132 Chimney Tops. F’. Meyer & Bro. Co. ......... scccc. 24 
Cooney & Geiger.......sseeeeeeeees 132 | ~ ensrcespad we RO OD as BOT ie i oon cnccneccecce coceees 115| Monroe Foundry & Furnace Co... 13 
Cope, Geo. W. Pattern Works....110| ore aac eESOgse-Seceetee = Lyons Specialty Co...........119, 124] & J. <recand Furnace Co......... 28 
Cortright Metal Roofing Co....... ee ee anes ong: | POWSTS BOB. 2... cceces cece ceeseees 1|C. F Palmer,. - 7 
Craig-Reynolds Foundry Co....... 29| Richards Mfg. Co -121 Pitt~burgh Stove & Range Co. 12 
aa va — 1 g| Ringen Stove Co, .....-.....e seen es 15 | Clippers. Oe See 
Cronk & Carrier Mfg. Co., The....12: 3 ia in a : ° 
Crown Vent lator Co........ «+... 116| Robioson Furnace Co.. . 22) E. S. Hotchkiss & Co........ 122! Schwab & S01 CO.........0.06..... 26 
Cutler HAW. O0........cccccoccess 125| Sanitary Pump & Tubing Co...... —_ Clothes Driers. eee 18 

: . .1g0| Sehill Bros, CO .. cece ce cece seer sees 10] oa | Smith & Anthony.. os ae 
Dana & Co... veeee S Eclipse Mfg. Co.......se0.+s.- 123)" 
enatiem Meate 00 ...<.s oaccaccse+ +s 16| Schneider & T renkamp . n6deee paces 16| : 111] Western Furnace & Fay. Co. oceeee 22 
- - > ~ eveee aa Schwab & 8028 Co. . 26) SE GET Wabi te de cccd sneesscces 
Denning Fence Works.............109|Seither Cherry Co 135] Coffee Mills PUNRESE Pipe Cad PUENge. 

Detroit Vapor Stove Co......+++++ 17| Signal Mail Box Co ........... -109| | Enterprise Mfg. Co. of Pa. .196| Chicago Furnace Supply Oo ...... 24 
Disston, Henry & Sons ............ 194| Smith & Anthony Co.............. 2] esi - FP. Me ye? & Bre. CO.: ...02,0600e0:: 24 
Dixon pg Crucible Co. ......... 108 | Smith, DMs tite dnecewew atten 18 | onductcr pe Fuel Economizers. 
~ : Smith & Hemenway Co.... --123/ Berger Bros. Co.........-+--++-+-- IIS) we oy Burton o 2 
Dust, Wm. T. Oo.............eeee0-810 BT 6 ctecwckecdust 2és0 
Eclipse Mfg. Co 123 | | Sperry, D. R. & Co. cocccee 8] Berger Mig. CO. .... ccccee cee cocece 113 | 
miteaedin Mie Co .................. 29| Stanley Rule & Level Co.......... 123| Clark, Quien & Morse........... 114] Galvanized Ware. 
Eller. J. H.  Onmtaaa " " 112| Star Shovel & Range Co........... 14] J. H. Eller & Co........ s0ee cece eee 112| Sanitary Pump & Tubing Co. .....116 
tone \ ri y & Voshardat... 112) 
as o.oo. ere een... Memes S este Guns. 
Exhibit & Trading Co......... 0... as tien B z ron ee sorseees+:AAT Gap, Prankfurth Haw. Co........ a7 
Farquhar Furnace Co............- 24/00 0 eens ee cseee sees ; eas | Lee-Glass-Andreesen Hrdw. Co. ..131 
y ainetees il k Corra ating Co. b seseces 113 
Fawkes Mfg. Co ........+-+.-+0++ - +118) oe ao 4 a preteen: — J. Stevens Arms & Tool Co........ 132 
Follansbee Bros. Co,.............. 116| Stu voxd MOR. . 0000 coer coer cocees os Corn Cribs. 
Forest City Paint & Varnish Co -118| ou" neem not “haps rag anesog a Denning Fence Works............ 109} Gutter Hangers. 
gs eee 14 eadans Be WD.0 oo voce ccoecsnees | | Merger Bros, Co...... .0:-aces 004s; 115 
Frankfurth Hardware Co. 127| Supplee Hardware Co............. 122 orate e| a 115 
Friedley & Voshardt.. vevesee12} TaCKe, Emi} . +++ +++ +125/ J. H. Eller & Co 112| Milwaukee Corrugating Co .... .. 113 
Front Rank Steel meanness Co 2 | Toledo Stove & Range Co » coececes .. | Galesburg Cornice Works. . “116 | 
Galesburg Cornice Works ‘116! | Union Brick Bond Co............. 94 | Milwaukee Corrugating Co. diana 2113) Handies—Implement. 
Gagan, J. M. & Co rT y1g| Utlea Drop Forge Co...........-+. 133 Corrugated Iron. R. W. Montross... ........0++. 404-128 
Garry Iron & Steel Oo............. 114) tc om ef Richa: Be. NE MIG TBs iveccen ccceeisen ni 113| Hardware Jobbers. 
Gem City Stove Co............ 6) war J. D Mte Co re rege S- 121 Friedley & Voshardt.......,....... aH | Brown-Hurley Haw. Co.. 129 
Geneva TOO] CO..-..-seeeereeeeees DW] ee pcg 115 | 28try Iron & Steel Co............. 114] Clark, Quien & Morse............. 114 
Germer Stove Co.................. 21/ 7S BS EB sree seeseseesesse: 009) ati waukee Corrugating Co........ 118|¢ utier Hardware Co.. as 
Globe Ventilator Co : 132 Pree FCI OD. 0..cicccces nsec 110 . — oe 
ainsi Wee... 110) Western Furnace & Foundry Co.. 22 Cream Separators. Wm. Frankfurth Haw. Co........ 127 
Gebatte Pattern Werks. ....-..--. White Stove Co 7 : .| Hibbard, Spencer, Bartlett & Co..127 
Green Foundry & Furnace Wks.. 25 “ eh “abcecnts oft sigan | Bluffton Cream Separator Co.....125 entiiom, Auineee Mite On, 
ss-Snyder C 7 White Mountain Freezer Co...... 131 | Clark Novelty Co.............s0+5 121 . : . : ~< 
Hess-Snyder Co.........-+++--++++. J White Lily Washer Co an | Norr's & Loring Hardware Co....108 
Helios-Upton O00. 2... ....cecees cece 111 nite 7 water ical ml Seither, Cherry Co..... - 125 | Supplee Hardware Co 122 
Hibbard, Spencer, Bartlett & Co. .127 F 
Rill Sensis ARS. ms a Ha a wary. -_ Hardware Shelving. 
Hoffman Geo. W vook mi CLASSIFIED LIST. sn ond 9 ce A Co epi RE 113 American Bolt & screw Case Co..121 
7 : ; dime A WORSE BERD Go cue. cect ence BM 
Home Pride Range Co...... ...... 3 — Wm. Feenkferth Méw. Go.... 16! 2 D. Wa ren Mfg. Co 
INE Dc dc sadadinenispesaseces 121 s Hardware Mercantile 
Hotchkiss, B.S ... . ........00.6. 122] in mi... ifters. on Dampers. Agency 
Howes, S. M. Co., ..... a Cee eT ae ne ee Coen ees es Te BID Ge ccaveoccceceesenss 110 Iron & Hdw. Mercantile Ageticy. 117 
Illinois Roofing & Supply Co eesess 132 4 8 ere 
Iron and Hardware Mercantile Barn Door Hangers. Hay Knives. 
OR cutie aie: cad 2 od 117| Cronk & Carrier Mfg. Co., ........ 123 | Door Hangers. I TE ions ba cede wanhatce nica 115 
Iwan Bros .. ... 115° Richards Mfg. Co............ vesees 191! Richards Mfg. Co..............-..-191/ Stowell Mtg. CO...........scc00e. 1 
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Heaters—Steam and 


Hot Water. 
American Radiator Co.......... 2, 107 
Bovnton Furnace Co .......... +++. 23 


Kewanee Boiler Co..........-+++++ 
Monroe Foundry & Furnace Co... 13 


L. J. Mueller Furnace Co.......... 23 
Heaters—Tank 
American Radiator Co..........2-107 
Kewanee Boiler Co.............++. 2 
Hollow Ware. 

Avery Stamping Co................120 
D. R. Sperry & CO.... ...ceececeees 2 
Hot Water Attachments. 
Cire, BaRts C86 a0 cc cave cccccecses 
Wrateee TA. Gees oo oe co cccccesecccoee B 
ice Cream Freezers. 
ED etek 180000000006 00500000ce 
North Bros Mtg. -o.. oe ceoses oo bVE 
White Mountain Freezer Co . -- 131 
Lanterns. 

Borger Mfg. Co.. ‘ — 
Lawn Mowers. 
Supplee Hardware Uo............+ 122 
Levels. 

Stanley Rule & Level Co..........123 


Lighting Systems. 


Acorn Brass Mfg, Co..............109 
Ne SI 6 one oe vcnweseses 109 
Mall Boxes. 

Signal Mail Box Co................109 


Meat Choppers. 


Enterprise Mfg. Co. of Pa.........126 
Smith & Hemenway Co........... 123 
Metal Furniture. 


Berger Mfg. Co. re 
Metal Polieh. 
Sa. Wi Bae ce 05 csccccccctuchlifl 
Mica. 

A. G. Brauer. . Sd kbs beeu'aedacu 
Wm. T. Dust Co. SE AS 
Miniature Tools. 
EE Cnauscmcaccewiocesss 122 
Nail Pullers. 

Smith & Hemenway Co............ 123 
Nuts. 

Atlas Bolt & Screw Co............. 1 
Columbus Bolt Works ............ 1 
Paints. 

The Wm. Connors Paint Mfg. Co. 1 
The Jos. Dixon Crucible Co....... 108 
Forest City Paint & Varnish Co..118 

Painting Apparatus. . 
Bastian Brass Works...... --119 
Pencils. 

Jos. Dixon Crucible Co........... 103 
Pliers. 

Cronk & Carrier Mfg. Co........... 123 

Utica Drop Forge Co.............. 123 


Post Hole wanes. 


twan Bros. «115 


Le eentes Shears. 


Cronk & Carrier Mfg. Co.......... 123 
Pumps. 
Sanitary Pump & Tubing Co...... 116 
Punches. 


Geo. C. Keene & Co. 
Niaga a Mochine & Tool ‘Works. 


15 
- 126 





H. Weiss & Co.. oo 118 
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Stove Mats. 








Radiators. Shears. 
American Radiator Co., ........2, 107} Cronk & Carrier Mfg. Co.......... 123 
Wm. F:ankfurth Hdw. Co....... 127 
Rain Water Cut Offs. Geo. C. Keene & Co.......... ..11 
_| Niagara Machine & Tool W orks 126 
Cooney & Geiger... berg ONPE ES Tie MGB. cesne cones eccscoace 115 
Milwaukee Corregatias Co.. beceeere 113 
Rasps. Shelf-Brackets. 
i A ee BOGE, acocccwsce cece . BE AERO BEER, OOD. 0 ccccccccesscesce scoot 
— > 9 
VDisston, Henry & Sons............ 124 Shevele. 
Registers. Avery Stamping Co.............-- 120 
Chicago Furnace Supply Co....... 24/ star Shovel & Range Co ......... li 
L. J. Mueller Furnace Uo......... 25 
Stowell Mfg. Co.........sceseeeeeee Skylight Cearing. 
Rifles. Be Fe A ease dn0sde cece ctcees 115 
Lee- Glass. Andreesen Hardware Skylights. 
Cv.. . ~ on Galesburg Cornice Works.........116 
J. Stevens Arms & Tool Co “| Slates and Siaters’ Tools. 
Rivets—Copper. PUR CII. ois decane cdcncacten 114 
Plume & Atwood Mfg. CO.......--132] E J. Johnson & Co. ............... 114 
Roofing. O’Halloran & Jacobs ..............114 
Berger Mfg. CO. ...... sce ceeeceees 113 Solder. 
W. ¢. Busten Co... reseseveee 313. HL Eller & Co. pons cn nlow esl 
Canvon Steel Rooting ( Gi vccocccess 112 Milwaukee « eovusnting a. 113 
CORAES SENIES ERE SD. 02000. 2) J. L. Perkins & CO.........s0000000 
4. BE, Bihar BOS coccccccecee covesee 112 
Friedley & Voshardat.. seal So'dsring Irons. 
Kuanneberg Kuoting & Ceiling Co. Rha Wie ts EEE <cnsseapecaces dese 121 
Mercuant & co.. esa Squares, Machinists’. 
Milwau.ee Cavitation Co... — Sinnte Midian G ean 124 
Muntruss Metal shingle Co.. eo ceceece 113 , a : — 
Seite he Stanley Rule & Level Co..........123 
Roofing Cement. Steel Goods. 
Wm, Connors Paint Mfg. Co...... 1] G@MEVa TOO] CO...... 2... ceeesevees 1 
is Hes ORR BS Gites ccccccocsccescs 3 Steel Ranges. 
Roof Paint. Beckwith, Estate of P. D.......... 30 
Wm. Connors Paint Mfg. Co...... 1 Bergstrom Bros. & Co ov enneeecces 26 
Joseph Dixon Crucibie Uo......... 108 Chicago Mallsable Steel Range Co 10 
Forest City Puint & Va nish Co..118| °° Mfg. Co........ eens reteeserees 4-5 
Garry Iron & Sveel Uo.............114 Gem City Stove Co........++++ +00. . 
J. L. Perkins & Co ............0.2.  1| TOSS Snyder Co.......... ++e00+ eee " 
Home P. ide Steel Range Co ...... 3 
Rules. ONS AN as 9 
Lufkin Rule Co.. 689-0000 6c GED ic ccons<csccsccnccusess . 
Stanley Rule & Level Co. ee conececs 123/ Mississippi Valley Stove Wks.... 11 
Peerless Steel Range Wks........ 13 
: Sad Irons. Pittsburgh Stove & Range Co..... 12 
Pemtnes Bie: CO... cccesecece coccess 118 Portsmouth Stove and Range Co. 12 
Sash Balances. Star Shovel & Range Co...... .... 14 
Pullman Mfg. Co.................-182| Toledo Stove & Raoge Co......... 14 
Saws. van mange On. JODD.... cee eevee 11 
&. C. Atkins & Co., Inc............182 White Stove Co...... ........ coves 
Cattet TB. CO. 60.00 cece veccccss 08 Stoves. 
Henry Disston & Son........ ++++--124| Bergstrom Bros. & Co. ............ 26 
Smith & Hemenway Co............ 123| Beckwith, Estate OS FB Dae ccectses 30 
Saw Sets. CRD BE, GO onic vccvecccsedccceces 4-5 
E. C. Atkins & Co., Inc.........-..182 aaeiner dais bespesenentptnredes a 
it Bic sk cnenss cose copes eses 12; rcecertnney eter ae name ie 21 
Scales. ET 9 
Osgood Scale Co............. .- 132] John Kontay. . - cided” 
Screens. March- Brownback Stove Co... boo ceee 2 
Columbia Mig. Co ........ cooseoeooht?] Mislesingl Valley Stove Wks .... 11 
Pittsburgh Stove & Range vo .... 12 
Soreen Hinges. Portsmouth Stove & Range Co.... 12 
I a a i i .117| Smith & Anthony Co ...... socieces 2 
Star Shovel & Range Co........... 14 
Sorewe. Toledo Stuve & Range Co.. ..... 14 
Atlas Bolt & Screw Co.... wes Van Range Cc., John.......... ... 1 
Columbus Bolt Works... 1] white Stove Co...............00+. 7 
Sorew Drivers. Stoves—Gasoline. 
North Bros. Mfg. Co.......+...+++- 121] Dangler Stove Co...............++- 16 
Smith & Hemenway Co..... +++ eee-1235| Detroit Vapor Stove Co........... 17 
Sheet Meta! Architectural Ringen Stove Co..... esedee sebceres 15 
Ornaments. Schneider Ngan peseesanees - 
Borger Mig. ©0....:.c00+..0.00. + 113 Bee BISGS GOcv cece ccvecs cccece cove 7 
Friedley & Voshardt .............112 Stove Clay. 
Kanneberg Roofing & Ceiling Co. 112] Bridgeport Crucible Co.......,.... 132 


BOOP B TOE coccce cccccccesccccclll 
Stove Patterns. 
Geo. W. Cope, Pattern Works....140 
Gobeille Pattern Works........... 110 
Mansfield Stove Pattern Works ..110 
Mersfe.der Pattern Works ....... 110 
Milwaukee Pattern Works........ 110 
Weller PASSER OO. 6 o0cc ccccce coscs 110 
Stove Pipe. 

Fdwards Mfg. Co............eseece 29 
Overtown Mfg. Co..........c00 cee 27 
Stove Polish. 

Blac Silk Stove Polish Wks.....111 
Nickel Plate Stove Polish Co,.... 27 
Stove Repairs. 
a 110 
See: Siw MI aiinas enevan chasies 110 
iy ee SN GI etc cdcenccousenes 110 
John B. Morris Foundry Co......110 
Sugar Kettles. 
IRE nicl 8 
Tapes. 
ae ee 123 
Thermometers—Oven. 
Helic8-Upton Co...........rccccoccl ll 
Tinners’ Furnaces. 
Clayton & Lambert aifg. Vo.......116 
Tinners’ Tools. 
|. eee eee: 115 
Tinptate. 

American Sheet & Tin Plate Co. ..115 
Berger Mfg. co seeac ehesenccle 
ie GU ED GDS kc on'cndccccscaes ctl 
Follansbee Bros, Co...............116 
Wm. Frankfurth Hdw. Co........ 127 
Ulinois Rooting & Supply Oo......133 
Lee-Glass-Andreesen Hdw. Co....131 
Movlure Co.. an 2 ccccee coe. SOD 
Milwaukee Oorrugating iiéecsan 113 
‘.M. & L. A. Osvorn Uo........:. 125 
Tinware. 

Lalance & Grosjean Mfg. Co...... 128 
P. Moshiek. . socscs cncslD 
National Enam. & ‘Stamping Co..128 
Sanitary Pump & Tubing  o......116 
ROU Ge ede oben ccedccoceces ill 
Tub Hoops, 

A. Clausing & Co............... eoee ll? 
Tubing. 

Sanitary Pump & Tubing Co...... 116 
Ventilators. 

Crown VentilatorCo...... ......196 
W1ode VENEUMLOT U0......6eeccee ee 132 
Merchant & Co. . 116 
Pan-Coast Ventilator ‘ Mfg. ‘Ce. ..116 
Wash Bollers. 

P. Moshiek.. .. 119 
Stuber & Kuck -- lll 
Wastin enti, 
Clark, Quien & Morse............. il4 
Fawkes Mig. Co........ Seen paibas 118 
J.M. Gagan & Co. 118 
White Lily Washer Oo . oo ell 
*1900"" Wasner Co....... ———ee 
Weather Strips. 

Norris & Loring Hdw. Co.........108 
Wire Fence. 

Denning Fence Works ..... ......100 
Wire Coods. 

Denning Fence Words. . 100 





TOUCHING THE WORLD’S SUPPLY OF TIN. 


Of the estimated total annual production of tin in 
the world (80,000 tons) the Straits Settlements (Brit- 


ish) furnish 50,000 tons. 


The Dutch East Indies sup- 


ply 18,000 tons, while Germany and Bolivia each con- 


tribute 5,000 tons. 


With a view to counteracting the predominance of 
England in the supply of tin, efforts have been made to 


develop new sources of the mineral. 


In addition to 


American projects for the refining of Malay ore, the 
German press has recently called special attention to 
the recent discoveries at Cape Nome (Alaska) and 


certain rich deposits in Siberia. 


The latter have long 


been known to exist, but no attempt at developing 
them seems to have been made. 

Recent discoveries in South Africa would, however, 
indicate that the British possessions have reserves 
which would still leave England in control of the bulk 
of supplies—American Industries. 





























































































































Trade 


CHICAGO IRON MARKET. 


The 1arket has weakened perceptibly during the 
past week. The demand for pig iron is very small, 
both as regards Northern and Southern. 

Prices are based on $13.85 for Southern No. 2 and 
$14.00 for Northern No. 2, though lower prices than 
these are usually demanded and generally obtained. 

Southern interests are practically barred from the 
market and many believe that a drop to $9.00 Birming- 
ham will occur. 

There is keen competition between Northern inter- 
ests, and it is reported that local No. 2 is offered at 
$13.75 here. 

However low these prices may seem, there is no 
doubt but what a good-sized order would bring them 
down still lower. 

One inquiry for 10,000 tons has been made, but is 
not regarded seriously. 





IRON AND STEEL BARS. 


A sharp cut in prices has resulted from the disso- 
lution of the steel-hoop pool, composed of the Pitts- 
burgh Steel Hoop Coc., the Carnegie Steel Co., and 
the Sharon Steel Hoop Co. 

No cessation is, however, to be noticed in the de- 
mand and jobbers report most encouraging features 
for both iron and steel bars. 

Railroad orders have also increased. We quote, 
Chicago delivery, mill shipments, carload lots, as fol- 
lows: Bar iron, 1.40c to 1.45c, half extras; soft steel 
bars, 1.4614, half extras, with 5c to 1oc per 100 pounds 
extra for less than carload lots with the regular extras 
for less than a ton of a size; angles, less than 3x3, 
1.56'4c base, half extras; hoops, 1.61%c to 1.81%c 
full extras. On shipments from store, we quote iron 
bars, 1.60c to 1.70c, base, full extras; steel, 1.60c to 
1.75¢, half extras; small angles, channels and tees, less 
than 3x3, 1.70c to 1.85c, rates, half extras; hoops, 
2.10c to 2.20¢ rates full extras. 





SHEETS. 


The announcement of prices made by the independ- 
ent sheet manufacturers at Pittsburgh last week has 
cleared the outlook to a great extent, and there is less 
uneasiness manifested in the market. 

We quote No. 27 black, 2.36%4c to 2.41%c; No. 28, 
2.46%4c to 2.51%4c. Galvanized, No. 27, 3.26%c to 
3.31%4c; No. 28, 3.36%c to 3.41%c. On small lots 
from store, we quote as follows: Nos. 8 and 10, 2.15¢ 
to 2.20c; No. 12, 2.20¢ to 2.25c; No. 14, 2.30c to 2.35¢; 
No. 16, 2.40¢ to 2.45c; Nos. 18 and 20, 2.50c to 2.55c; 
Nos. 22 and 24, 2.55c¢ to 2.60c; No. 26, 2.65c to 2.70¢; 
No. 27, 2.75c to 2.80; No. 28, 2.80c to 2.85c; No. 29, 
2.95¢ to 3c; No. 30, 3.10c to 3.25. Galvanized, 75 and 
74 per cent. 





BILLETS. 
Several small lots of both Bessemer and open- 
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hearth billets, aggregating 2,000 to 3,000 tons, have 
been sold in this market at official prices. We quote 
both grades, mill shipments, carload lots, $24, Chi- 
cago; small lots from store, 1.30¢c. 





STRUCTURAL STEEL. 


There is much new business ahead, but the demand 
for finished material is slight, as is expected at this 
time of the year. 

Prices are without change, and we quote carload 
lots, mill shipments, Chicago delivery, as follows: 
Beams and channels, 16 inches and under, 1.76%c; 18 
inches and over, 1.86%4c; universal plates, 1.76%c; 
angles, 3x3 and larger, 1.81%4c; zees, 1.76%c. On 
lots from store we quote beams, channels and angles, 
3x3 and larger, 1.90c; 18, 20 and 24 inch, 10c extra; 
tees, I.95c rates. 





WINDOW CLEANERS. 


Window cleaners are now quoted as follows: 
Peerless, 50 and Io per cent off list; XLCR, 65 and 
5 per cent. 





BUCKETS. 


Well buckets are now quoted as follows: Wooden 
top ear, plain per dozen, $3.60; Swivel, $4.85; Side- 
strap, plain, $3.70; Side strap swivel, $5.00; Extra 
large for stock, $12.50. 





WHEELBARROWS. 


Steel dirt wheelbarrows are quoted at $47.00 per 
dozen for No. 04; $50.00 per dozen for No. 04%. 





SCRAPERS. 


Road scrapers without runners are now quoted at 
$4.35 for size 7 cu. ft., $4.10 5 cu. ft., $3.85 3 cu. ft.; 
scrapers with runners are $4.60 each for size 7 cu. ft., 


$4.35 5 cu. ft.; $4.10 3 cu. ft. 





TWINE. 


Three ply cotton wrapping twine is now 20c; 4 ply, 
20c; cotton extra wrapping, 26c; 4 ply, cotton extra 
heavy wrapping, 24c; 4 ply, cotton wrapping on tubes, 
25c; 3 ply, cotton wrapping on cones, 22c; 4 ply, cotton 
wrapping on cones, 22c; staging, 14 pound, ball, size 
21, 23c; staging, %4 pound ball, size 24, 22c; staging, 
14 pound ball, size 27, 22c. 





BRACES. 


Barbers pattern braces are now quoted at 50 and Io 
per cent off list. 





DIES AND STOCKS. 


The discount on this specialty is now 40 and 10 
per cent. 








an 


ca 


Th 
sul 
ary 


ers 


bes 
deli 
low 


hig! 
hig! 





THE AMERICAN ARTISAN 


MATS. 
Door mats are now quoted at 50, 10 and 5 per cent 
for the National Rigid brand, and 50 per cent for the 
Queen Flexible. 





MACHINES. 
Globe Washing Machines are now quoted as fol- 
lows: No. 1 per dozen, $56.50; No. 2, $61.50; No. 5, 


$69.00. 





WRENCHES. 
Girard agricultural wrenches are now quoted at 80 
per cent off list. 





BLOCKS. 
Snatch wooden blocks are quoted at 55 and Io per 
cent off list. 
ROPE. 
One-quarter and 5-16 in. cotton rope on reels is now 
13c per pound; in coils, 13% per pound. 





PLYERS. 
Cutting plyers, Stubb’s pattern, are now 50 and 10 
per cent off list. 





SMOOTH FENCE WIRE. 

Full order books and no prospective decrease in 
prices are the features. Quotations are as follows: 
Base sizes, 6 to 9, $1.95 per 100 pounds in car lots to 
jobbers, f. 0. b. Chicago; $2 per 100 pounds to retail- 
ers in car lots, and $2.05 in less than car lots. 





LINSEED OIL. 

Quotations are as follows: City Raw, in lots of 
five barrels or more, 42 cents; in lots of less than five 
barrels, 43 cents per gallon; State and Western Raw, 
40 to 41 cents per gallon, according to quantity. Boiled 
Oil, the usual 2 cents advance per gallon over Raw. 
Quotations of State and Western are somewhat nom- 
inal, as 39 cents is obtainable for small lots. 





WIRE NAILS. 
Heavy business has been the rule of the past week 
and prices remain unchanged as follows: 
Carload lots to jobbers, $2.05 per 100 pounds, Chi- 
cago; less than carload lots, $2.15; car lots to retailers, 
$2.10, all f. 0. b. Chicago. 





CUT NAILS. 

Demand is considerably better and promises to grow. 
The meeting of the manufacturers held last week re- 
sulted in no change of prices for the month of Febru- 
ary. Cut nails are sold to jobbers at $1.86%, base, per 
100 pounds, in car lots, Chicago, and $1.91 to retail- 
ers. Small lots from store are sold at $2.10. 





BARB WIRE. 

Manufacturers announce that they are doing their 
best to prevent overcrowding of orders and to make 
deliveries within a reasonable time. We quote as fol- 
lows: Painted Barbed Wire, $2.35 per 100 pounds, 
f. o. b. cars, Chicago, to jobbers; Galvanized, 30 cents 
higher. Prices to retailers 5 cents per 100 pounds 
higher than to jobbers in car lots and 15 cents in less 
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than car lots; Staples, $2.20, Chicago, for Plain, and 
$2.60 for Galvanized to jobbers, with 5 cents advance 
to retailers. 


COPPER. 

Copper is quiet, but the feeling is one of great uncer- 
tainty owing to the war and the Baltimore fire. Quo- 
tations are lower than last week at 124@12c for 
lake; electrolytic, 124%@12%c; casting, 12@12\%c. 
The London closing was cabled firm. Standard cop- 
per, spot, £55 7s 6d; futures, £55 2s 6d. 

The Copper Manufacturers’ Association quotes man- 
ufactured copper unchanged on a basis of 18c per Ib. 
for sheets and bars. Yellow sheathing material is 
quoted on a basis of 15c. 





PIG TIN. 

Pig tin is quiet but steady at slightly higher prices. 
The New York quotation is 27%@28c for spot and 
27'4@277%c for futures. The Boston jobbing price is 
steady at 30@31c. The closing in London was cabled 
easy at £124 12s 6d for spot and £124 15s for futures. 





TIN PLATES. 

Tin plates are steady and unchanged at jobbing 
prices: Melyn, $6.50@7; Alloway, $5.75@6.25; coke, 
$4.87'14(6.50; ternes, $5.25@8; additional X, $1.50@ 
1.75 more. 

The Smelters’ Association is still holding the price of 
pig lead at 4.40c in 50-ton lots, and 4.47%4c for 25-ton 
lots, shipments to be made about Feb. 20. Spot lots 
are steady at 4.45@4.50c in New York. In Boston the 
jobbing quotation is steady at 5c, according to quantity. 
The London quotation is £11 12s 6d. St. Louis is firm 


at 4.32%2@4.37 Ve. 





LEAD. 
Manufactured lead is unchanged at: Lead pipe, 
6'4c; sheet, 7c; tin pipe, 45c; tin-lined pipe, 12%c; old 


‘lead in exchange, 334c; tea lead, 3'4c. 





SPELTER. 

Spelter is quiet at: Round lots, New York, 4.90@ 
5c for spot and February; jobbing, Boston, 54,@6c; 
sheet zinc, cask lots, 614@7c; small lots, 7/4@8c; St. 
Louis is easier at 4.67%c; London, £21 17s 6d. 





ANTIMONY. 
Antimony is a little firmer. Round lots, New York, 
Cookson’s, 7%@8c; Hallet’s, 64%4@7c; United States, 
6@6c; Italian, French and Japanese, 6@6c. 





NICKEL. 
Nickel is unchanged ; 40@47c for large lots, and 50 
@6oc for small lots. 





QUICKSILVER. 

Quicksilver, New York, $46 per flask for large lots; 
small orders, $47@47.50; San Francisco, $44@45, 
domestic orders; for export, $41.50@42; London, 
£8 5s. 





ALUMINUM. 
Aluminum, No. I ingot, 33c per Ib.; No. 2, 31c. 
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Local Coke Fay No. 1... 14 25@ 14 50 “aia Valley Forge 0 © sseeees 6 00 Ountet New Jennings.........40&10% 
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BORERS—COosTINUED. CHAIN AND CHAINS. XLOR........- Wo ceccce cece oe OOOH DI a- 
Enterprise Mfg. Co., No. 1 List Breast Chains— CLEAVERS Atlas. = res? 88.50 
$1.50; No. 3, $2.00 each....25-10&5% | Doublesiack........doz. pairs 85 00) ramiiy—Ajax. In BO te) Ga” Baal cnadicavsachbas “635 
BOXES. With Covert snaps 4%! Per doz ............. 5.50 5.75 6.25) Bureka........cccce.ees ” 6.50 
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RACES. BRED o 000 cveses $16 4 516 % - 50&10 
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~baey oats obst 100 ibs... .#4 10 83 95 83 90 #3 75) 3 108 mes Novelty Check Back, 
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nn ee 000s sena seensediad 50-10&5¢ | Cow Tie Chains— 7anags“ * « “ 323 ’ . . 
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Chetopioa seeeeeeeeenee s oe Pump” Ch Chain—Gaivanized per yee od . Senn cuprescosononsonse 504 — ceccee ceeeee per doz. 817 00 
ViCtOr .swseseeesssenses 9 50! Safety a eeanageeg COLLARS--STOVE PIPE. Standard List... .60&5¢@60¢@10¢ 
steserseseeeeereeee 5 00! Stretcher Chaina— 8 7 DRIVE SCREW 
ee ec cccccccececces 675) 5-16in., of. Kin, , 87.00 per 100 Ibs. | Plain Tin....per gr.82.50 $2.80 83 75 RS-- . 
Galv'd Qts. 8 13 - Out Chains— rowns...... 70&10% | -/apanned Tin, . 3.90 4. Hurwood .......... S00cee cccees 40104 
ort 3 15 "Dien Ohare ae Lacquered Brass om Epipreooge sons ovreee oonen da 
ye eecee: coves cece COMBS--CURRY. coe cece ccce cece cece: 
Wooden, top ear, plein, r do: 2 a4 linac eaten nt . 80c|} Nos. 000 20 321 830 417 416 Champion Sccece coc ccece cove ccees 
“ side-strap, plain “ 8 7) 7— 8B....... ee weer a We Per doz.80.32 .80 1.00 95 .80 1.0 a x’ Pattern..... j st eeeeee poor | 
ateel a 5 00 : ee ree, niieenns ~ = not 1, 533 580 os 545 890 iles ae eRIEN be ecce 69 
BUCKS, SAW. Aad 2c per pair for Hooks. Fe OMPASSES 1.30| reeds s Lightning. “ero tenean «+2 - 50S 
Fol siniteetnheccnel per doz 81 75 Pe. ace Twist Link | Carpenter's...........0s0++eeesees 704 | Goodell’s Spiral............50&10&5¢ 
BURS, RIVETING. Wagon Stay C Pencil--Faber's.......... r doz.81.00| Yankee Ratchet.................. 50% 
Copper Burs Only........... = SNS Inch 5-16 COOLERS--WATER. “ Spiral. ....50&10&5% 
Tinners’ Iron Burs Only.......... 70% | Per 100 lbs. 86. 6.00 &. Galvanized Lined—Lever Faucet. ELBOWS. 

BUTTS. Well Chaine— Gal. ee Ge og , 
Cast-Iron...... cose cose soes anne OBQE1O$ With Swivel............per doz. 95¢ Each 81.35 1.65 2.00 2.35 2.95 Conductor sea Gane Gece cengnesoupes 60% 
Wrought Brass. caceceseeee-20%| Without “  ........... , -80¢) Galvanised Lined—Telegraph Faucet |4@‘ustadle Stove—In. 5 6 7 
Wrought Steel Brighi— CHALK-CARPENTERS'’. Gal.2 3 : . 15 Smooth.... -per doz. 90.95 0.95 1.40 

Nos. 800, 804, 808, 810, 814 and 834 Blue. ...... -Pergross 58 | a81.65 2.00 2.35 2.65 3.30 3.65 4.90/ Plan'd..... oe 
70-10-10&54 MEL dace 4ece = 480 Porcelais Lined— Corrugated Stove—In. 5 6 ; 
ace ‘s38, 840 ‘and. 842 | ~210-10-10&5% White....... 38 Gal 4 5 6 7 ® 10 Smooth genet per doz. 80.95 = by 
Nos. 822'and 828... .. 75-25-10-10&54 |Common White Sch'i rabs.50 5.75 7.00 7.75 8.60 10.40 12.25 Pol'd........ na 1.70 1.75 2.60 
At Steel, /Japanned— Crayon. Oe eeseasesce 5%c COPPER—SEs METALS. Plan d evcece : 60 2.85 3.50 
Hes. Tl ane —_ eas: + TORINRIOG In barrels panera ane per bu. 2ic pepe emmenet se "aaa 90.5? 0 "hs 
Leones RS. _40&10 CHECKS-DOOR. : Soldering--1 to 2 lb.....per Ib. 25@29c Pol’d.. “" ae “ 1.00 1.06 1.50 
fog Nn ceninnnioenes siemens sog| %1b. and larger..... “ Se Plan’d..... “ 1.50 1.70 2.60 
** 40&54 | Brum- rs ‘d, $6.25; Brzd., doz... 87.00 CORD. 
ALKS.” # |Columbia........ s+. .++- ’ -+250, 108&5% | Picture--White Wire--List Qescmer ee . 
Logger’s Boot,(Lufki R Ove. “cmlannY TOPS. BBOD.. 0200 ccc cece cccessccecs Size .......5lb. pkes. % kegs, 
metanaticia oc uti u M 83 65|Iwan’s Volcano.............++.++. 50g | Sash—- No- 60 to 150,8D. 6440 4K0_ 440 
Boz— CHISELS. Baltic Braided Flax...perlb. 21 ¢| Flour..... “ 540 3%0 So 
Shoenberger............ per lb. 5c | Inches............ 10 19 14 | India Hemp, cable laid 18 © ENAMEL—IRON. 
Bessemer ............... “ 5%e| Round....per doz. $2.10 82.25 $2.75 «oa Dewser «= LS] English, %-pt. cans. Per doz. 81.50 
American ............... “ Tc¢| Flat.....perdoz, 285 3.60 4.20 pein * 134°} Nubian, “ 1.80 
Swedes ven “ 8%&c | Cold— Italian “ cable - 7 21%c 0.Vv B. “ “ “ 1.5 
PW, dan voce Good email Ib, 19@ 300 ae mm te _: Peerlen ........+++: - elie 1 50 
ese Ci extra qu r 
Gallons. 5 Socket. Framing and Firmer— - “ — BOKO EXTRACTORS--PIG. 
iy set....83 15 ss 2 2 ws 40 u's 65 Barton's. er scrs edeec indie ne Silver Lake, “white ~ = : See Forceps, Pig. 
Elgin P Pattern, For beveled back, add..per CORKSCREWS. EYES. 
Detueectedl 808, one, io GOZ........ceeeseesesseeeeeee 600 | Humason & Beckley............3846% Bright Wire Screw—See Goods, B.W. 
Gar ~ 8 | Tanged, Firmer— WOOT 055 00-- dcecce votous +++-S96® | Drifting Pick .ocseeee++seeeee 60& 10% 
per doz... » 822.50 $22.75 823.15) P. S. & W. Co's.......0-..05.- 354&5¢ | Williamson's Regular............ 50% | Dooks and— - 4 
New Elgin Pattern, With Hapdios o88... per Ges, G00 Williamson's Forged Worm. ....50% |" Brass. ........s000eeeeeeee eres 60R5% 
Nos. 108 110 | Choppers, Enterprise Meat— COTTERS--SPRING. a schon iee 65& 10% 
Gal. eac . 10 adie tenet ahem idl 82 75|5-16 in. and smaller...... ..... Ss 
Per = $18.75 $12.50 | 819.85 No. 3 bent teeeakeeneaianes coe 6 EDL ER. GEE BRETEE «00 60 co nc00 cc cece Kir FASTENERS, STORM SASH 
Iowa Pattern. CHUCKS-DRILL. ” COUPLINGS--HOSE. BRSNIT, «0000000000000 per doz. 80 80 
Nos. 508 610 Standard Tool Co.'s .............. 40@ | Brass ........ 2.2 eeeee: per doz. $1.00| coi roeder’s......-++++- “ 1 50 
a on, 10 — 8, for Goodell's ow pape Brass Plated........... 6 85 | Sensible. .....-..00 cecee “ 1 10 
‘er doz. 1.50 $22.75 TIVETS.. 2.62 cee eeeees per doz. COVERS, WAGON--SEE . 
New York Pattern, Yankee, for Yankee Screw CRADLES--GR are _— FASTENERS, BLIND. 
Nos. 908, 910, DAVES. o0000 s00c ces osecs «+++ 5.00/ Morgan’s Grapevine ..per doz.#22 25| Zimmerman’s.....-.---++++++++++ «Net 
Gal.each, 8 10 CHURNS. CRAYONS--Sge CHALK. FAUCETS 
Perdoz. $25.15 $26.95 Anti-Bent Wood,Gal.. 5 7 10 CROOKS--SHEPHERDSs'’. Angle Pig. ..00- .es000: 
ou— Each . - $8.90 4. American Pattern ..... r doz. 86 75 Brase-- Andrew's D uscnnee avian 
pe 
: Gal. \ ~~ doz. 82 $7 somnene éeand e 8 00) Petrolewm. .... 2.20 e000 ee eeee p- 
us one - cess ' 8 ~-CODA 2... cceee cere cess & 50% 
Btar, gals...... 1 2 ie CROW BARS. 7 "Cock Setar Roaccdadans 
Per doz........ 81 85 a ee 70% Pinch or Wedge Point, per Metal Key sss seen sacs 
Oz. BP Oc coccdcntebcoscocccesecce --Ente se 
Champion Faucet, 5 gallon...8 5 65| Eac . OOS «00 TREE. ee Measuring: Bit ac Cocks. 
Sterling Tilting....5 “ ... 8 2% CLAMPS Meat— FILES AND RASPS 
“High C” Pump...6 “ ... 9 25) Adjustable—Martin's........... 40%| Enterprise Nos. 5, 10, 12, 22, 32, k Di 4. 70&10% 
Eureka Pump.....5 “ ... 12 25| Carpenters’—Steel Bar......... 30% and 42 Black Diamona......++++++++++ 7&1 
We GEE chee odie ced 50-10&54 ae “tw aaa —P. Ss. & W. DisSUOD'S .«.. 65 eeeeee eecccccees 
CAPS—GUN. occccee cccces M0, 10R5S 4 FILTERS. 
See Ammunition. — Improved Natural Stone. 82 50@13 50 
i CARRIERS. Sherman's, brass, 7 ois Subject to large discounts. 
seeee ereeesesenseeee “ss {TORCEPS—P1G ‘ 
rs’ Imperial..... ++--@ach 83 40} Double, brass, X in.. * per doz. 65c 
mS Clover Leaf mal “ 3 40| Saw Filers— a +s “PEPER Sea ’ ‘s 160 4.00 Barber's... +i one = s 
CARTRIDGES. Dissten' 's list, her cesesssees 306] Slaw and Crout-- = inp... 8 00 
See Ammunition. Stearn's, No. 0, $3.50, No. 1, 3-knife Crout.......... per doz. w. 5 
CASTERS. $11.50, No. 3, 85.50 doz. Fe BRR eiccca cece 1.50 FORKS 
Acme—Ball Bearing.. .85¢| Wentworth’s. coceseess 40%) 9 « OF eae « 210] Barton 
Tiictenmeniebad bles coctcancadln Gee CLAWS-TACK. 0 EEE Cy ar peemteeine 95 BOA. esneeereecenres sess. 60&20% 
*Plate— Cast, wood hdle...per doz., 45@ 60c DAMPERS—STOVE PIPE. Wood, 4 tines,85.50: 6 tines. 86. er 
Brass wheel...... .........- 60&10¢ | Forged steel, wood handle SE iiininn <ectes sactoadial Coat eras 
Iron and porcelain wheel .60, 10&54¢ cove eereetercccceeeeees per doz. 80C/ American.... ......-ces. sseeee 
y RE 70&5¢ | Solid Steel.............+ per doz. 81.60 DIES--STOCKS AND 
,  ,  eCaeeepinaptates 40-10854 Giantess eeeeee sees veers perdoz .60/ niscount.......... Terpctryses 40&10¢ | Zay— 
Payson's. Drain— CLEANERS. DIGGERS. 
Tucker’ o— Wood and iron wheel.. Fi Iwan’s ateuseebie. qeneneeccesed we .~ Bote = tines finns ‘Sian of a 
at r wheel...... Iwan's Stationary...... aoewsres wan's Split Handle..per doz. Csi 
OATCBERS—GRASS Pot--Wire..... .... ---nper doz” $0.45] Iwan’s Perfection. per doz. 8.00] Golden Eagle, te tine. ..,. 60s OF 
Lieder’s No. 1.....,...per doz, a Side- Walk—Steel......perdoz. 8.15 ——— TS es Oe a eR 
5 oy eheneee cece Window— a ecccsnescces TON Digning...:...: veccesse es 608106 
GEES Beet Gocescec. ceccee ‘dS Peerless. .......00. +s++++.. -50&10%| Extension Wing..........+-.-85&5G) SCOOP.....-cesceeersecrerses s+ 35@ 
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as tee a HAMMERS—HEAVY. — 4 | Beet KNIVES. 

— Hi Hammer. AjOx «2.000. cccees cece cee socees «60 

Diamond, 2 tine........67%4a1085% eee ae. gas iiibcseces senceaorores reg | Clyde, $-in. Sotm:ter Biade.ds 4 % 

be 3 ae. cece 5 lbs. and haat Neenah wits T&1US | ABZEl...--.-see enone -»..per doz 86 50 “in. endl « dz 350 
4 eeee oe Masons’—Singie & Double Face. +4 mene and Boys’..........- 70&12% @ | Cooper's Hoop... .. sseecees LBD 
Golden Eagle, 4 tine......10810&5% | Auger. HANDLES. Morta ce weseee sees +20, IU&1U® | Corn. 

Manure— mmon Ass‘d.. ~-Per doz 80 36] fy Planver’s Mii cceeen encesee ante —- eeeeee eeeee pean eS 
Diamond....... -60 15&82%%/ Peck's Adjustable. WEEE cocc conccoseosansned 66%, WUMIUG | AJB... w--- eevee ee esee as 2% 
Goiden Eagle .. ee compen Roger's ese . And “yes. HOOKS .-~ am Giipper, Light, $1 75; Heavy, 81 90 

PPeTITE TTT ee 1 ’ “ ti BI oi aces numin mening. Se r doz. 

Spading— ee Se EE rer ccnsacmmonaail seioG | Disston’s..........-..--Per doz 88 15 
Diamond . ee 3 ai a as F AWNANG .... 000000 e00+e+++POr ETO 81 80 2 estes cece teeesces - 7% 
Golden Eagle. ee ceeseeesseees 0&2 & Hickory, Tanged Firmer, Assorted, Beit ed Razor .......- oe 34 

Hack saw— FRAMES 24c; Large, 26c per doz. ee ee H. Earle’s ........ a, 35 
SI cccchdbns wend “per doz.,86%5| Hickory, Socket Firmer, Assorted,| | Junes’ . «+ + B585% Drawing. 

Miller" ‘s Faiis...... o 10 00 18c: Large, 2lc per doz. Bencn—See Stops, Bench. Standard......... ++. 70% 
ee ioaaraps “ 285| Applewood, Tanged Firmer, As-| 402, In. 6 12 Adjustable ........ ..- 20% 
NPRERZERS ICE CREAM sorved, 270; large, 36c per doz. Doz.. 61 25 $160 8170 $225) Barton's Carpe 105% 
“feck 8 Applewood Socket, Firmer, As- ieee @ & Beckley’ 8... eas $2 40 Hay. Fol ing g Handie 255% 
ope sorted ........ deeneeaud ee Goods, ) 
cn 101 80180 1,0 290) oy QO fla enero POF GOT Bayan | Eeerneeeee- an ee 
ach ............82 95 8 80 4 50 5 20| Drifting Pick............+ +--+. 4U Common Axe Handle nton, Sickle 2 

White Mountain— File, assorted 180. large 160 per SEE’ | césmaneres vee per doz 87 00@88 50| Heath's saseees 8% 
20 qt.—New platform, engh.. oa 0 Hammer. Hamilton Awe eeeee Pe doz 87 2% Iwan’ 3 Sicicle EGge...- ++» o° 10 00 
Bqu— “* 22.60| Adze Bye.............--.per doz 42c| C/ ain—In. 4&5 Lightn’g, Holt’s Genuine “ 6 50 

GATES. Blacksmiths’.......per doz 450@65c|__ ?er ag} 50-7 7 80 $0 811 2 siz 00] Lightning Pattern... .... > 22 

Molasses and Oil. pesehiniats’ pita “ 390@58c - 5 ‘ —- 8 Sp’ rPoint “ 8 75 
Perfection... ........cercss ----60&5 RR. r doz 42c apanned...... -- per. Oz a 
I SS eet Hay and Manure Fork.. — ——— Gaivanized......... Ajax, Heavy, % 75; Ex. Heavy, 

GaUGRs Hoe and Rake .......0.. 02.02: 408&5% | (Out and Hat. 7 per doz. 

Butt end Bebset . Saw, Plain 720, Varnished 68¢ per dz.| Cast Iron.........per gro 720@81 00 "Comat oes 
Stanley R. & L.. Co.'s ..20&10&2%4 gy ey Assorted 42c, Large —— sccennccsosesosee ed 65810% mmon, penat sseeee+s DOr doz 480 

Some fee _Faemant. pee des. 83 75| shovel and Spade... esses. 40@| Malleable......,.60&10¢@50&1085¢| Streeter. 4 Blade, $1 90; 6 Blade, 

wing, » ie. ca asia soasg | Bare Mor—H ANG RRS | OU +o 2ee vane nnes 40810%@506 | p,,,2) 9 Per doz 

Sou Aticin’s agle. 550, dbl. 80c pr doz. Create s Automobile Loose os Common, unpolished, per doz. 81 80 Goodell. penenconm 5 ox Bsagan'ss 
Disston's.. on .%¢@)| Cronk's ‘Automobile Roller sane... ‘> Russell's a yp > ¥ B 
P. 8. & W. Co.’ ‘s.. eae cronk's eS KNO 

GIMLETS. ronk’s Loose Axle Endless 
Discount.......... .40@ 404104 mR. J s Rolle ; Beir peisoubed 60&10% | Gate.—See Goods, Bright Wire. — - oaphn a : anger a 1 68 
GLASS—WINDOW. King . ~ do bie 5 - 4 Gras. Door, Mineral........+. -per doz 0 80 

Bingle and double strength, 6x8 to 16| Monarch. -- per Gon, Dee teg| Gommen. Me. 698 8. 4) ee ee t 
xu. tine . 9&54| “Never Jump” ‘Hinge: 508 104 i tcenendece 81 70 81 75 ——| _ Ob... wenn censeeccreees e 0 88 

Larger cents - * Sone Peerless, Loose Axle cone 5ORIO$ German .........--.---per doz 81 90 Picture...... 00+. goss goes +++ 60&10856 

LASSES—LEVEL. Perfection, Roller Bearing, .70&5¢ ION weve STE LADDERS. 
Stanley Ra L, Co Pietra 50&5¢%| Phoenix, Roller Bearing... gL P+ ence 1 80| Common Long ..........per ft 9o@ide 
<_< yo GLUE Rival, nin -per ¢ doz. prs., 85 50 me 1 Sic BBOMSEOR 2.0. os cc ccccccccecces per ft 120 
P a ccccce rlb 9 VBL. ..ceccccece .. Ses 4 “ 2 
A White.. SIURar wit| Supert .........- « Bg] With Plate........ ne . a, “ 1% 
H. S. Amber.......... .per’b 17 c| Safe — Flexible ee ss 665) pj th Serew....+.+000 “ 4 a With Shelf, add 100. 
L id. Wagner’ s Adjustable. i 70@10% ggot' Bicceccecesecces $1 it 3) e 4 RE. ae, Spr per ft 176 
a ssssescceeseeeees€O | WSTOROUSE .......0+ cereee veenee cop | Lamereree oe Deagery. pee gee So) Miller's Houses. per &: Mepite 
LePage’s— Conductor Pipe— PHCOUTE «2226s ce eeee veenee oer 
ae 37%4@| Iwan's Perfection.............. og | Lotete end Monure........ ....CRI8% | Bull's Bye Poties. 
BNE oncpensecvenensest 3334 % | Parvor Loor— eater ye 20a20§ | Sn Piaah Light... - por dos 08 68 
TAGE Ooo cc ccc cccccccccceeD® | ACEO. .0e coer csccneceees per set #3 75 (See Goods, ag Wael 2%-In Regular......... 
s. Ives’ Improved .. ae = 3 50 Seat Spring .......... esese Per lb 54% c| 8-in Regular........... “ H 1 
Bright Wire... co scecseeees sosisg| Lane's Standard. -.... = “Pitesti oe ne — 
GREASK, AXLE. Seem New Model.... ‘“ 280 er Voces cess +++. per case 81 65 LEADERS—CATTLE. 

Wood Boxes. bes pecccecccecccccce 3 00 HOSE—G ARDEN. Nos. 1 a 
Diamond... ane per gr. 95.00| Zan Tough 0 60sec ceece odeess 50&10¢ omy x Ss lb. pressure per ae > Per des... 80 70 80 8&5 83 75 
ate , 4 i ; re a .EATHER—LACE. 

Hub 1 Lightning. 0.35 Imperial . + POF GF. BO 3“ % * 60“ . ee | Rape cages acaniaiia Sok 10% 
a seececsee +++ 10% /3 2 i. “  ,. 84c| Side, Ex. Quality........ per sq ft 
ai. aM Seas ieE Hid“ % 80° “ “ 8he LEATHERS— 
Frazer's, 15 1b. 780, 251b. 81.80 each. 4" 4 BN ON +108] valve and Plunger all 
Hub Lightning, 15 Ib. 520, % ib.|2inse, Wrought. -.............. 705% |S {3 |) 13 + Age —. 
68¢ each. . With Staples-See Staples. ee “ tle LIFTERS. 

Tin Vans. HATCHETS. Cotton % in. 751b.pressure per.. ¢ Stove Cover. 

1 1b. Frager’scarriage, pr. doz, 81.90] Ajax ++... somi085 ¢ aed | pergre OS 
1% 1b. {wagon 1.30 i abeipetennppeedpeese << fhm + en tae —...... < ie 
: " 40| Cast Claw......... “ ee ee ee Ae eet =f 
- "2 * 3.50 Cast Shingling.... ee mpm t —* ‘s t 00 wa 125 Gr. 85 pan ae. a 5 bo 

; 1 —— gospel 2000 ad Pious eee ae 
SiiNDSTON bean 40&10% Germantown .... os pet 12 pore e ee Dz. a 15 e820 $1 e5| 77ONO™ Se 
E ammond's....... mkerhoft’s ...... Be: 

Family—in.......... " ~ 9 | Roger’ ideal naan amen wy Harrington.......-. .... Der g om. Tweet tO boeke, 

Bee BOS woes scenes 98 35 900 10 50| Underhill's Star Lat segs BOF don 86 40% —< os. 8135 8 in. 100 tse ite iso ine 
. * rdoz...... 1 50 
Per ton «seceses++e-e--890 00Q881 00|_ "HAY RAGK BRACKETS ™ |/ohmeon’s....'........ *F o| Tristed tn bots bale, 

Mounted Wenzlemann’s No. 1, per doz. ..812 60 TRON. ian te 300 60 tie 
Ball Bearing....... 1 3 38 No. 3, ‘2, 18 90| See Metals—First column. Braided in wo hanks 
| ite tS 83 40 325 8 15| Blind. HINGES. IRONS. Nos. 1 3 
Common Bearing... 1 2 3 Clark’s Gravity, per doz sets....80c| Curling. Per doz > 820 
DP hekinasenasesel $2900 370 2355| Parker’s......... -+es+-65@| Common .... .....-. per doz 38e@48o 81 o 

HAFTS—AWL a ay Noiseless, ‘fo I nscecececes can -per doz # 60 
OD........per doz., 80.18 ood casing.... ..... - doz. 81 05 ii aeerensgee 0 84 80 0S 
wa Gate.  acanapeaapeanpne o 110 1 10 
mon..... eeluane “ @1| Clark's, 1 3 8 Ruby ...... caeeseteoee 1 50 1 60 
Patent, lain top.. “ 46 & Ltchs, > $235 $260 83 60 Tourist, Folding ..... . = 0 90 $16 
eather top .. “ 52 Hinges Only, 170 19 PERRIAG . 0.0 ccccee coce cove aad 0 60 ° 135 
Latches O y," 070 075 Plane. 50-ft Braided Cotton.......,... 100 
Common... vor+++++0- “ 21 —- eoccece +++. per doz prs * 2 s Wood eye - 20&5% LINING—STOVE. , 
Ditieieceam Dicecrecseces. © aan tanle 5&5 
HALTERS 83) ‘Superior .......... “prs 9 95] Sad. 4 (aow list)96454 | rn ements 
Jute Rope..............perde 80 80 Charcoal. ..... --++.+«-D@r doz 810 75} Boring Witnous With 
Rope aaa EK 1% IID. scan shscshdeennsanal %4¢j| Common, Polished, per 100 ibs 3 ° A 
Web. Pe “ 2 10 Bommer Bros, Ball B’g Floor 40-10¢ -* Nickel ee “ 47 Ajax per dor or 2 on 
Leather, rope ee “ 6 35| Bommer Bros. Spring Hinges .40¢ Chinese Polis -per doz 7 4 Anguisr... 3 3 5 00 
eo leather tie.. “ - 25 Chicago eeee cececececece cesses %B&54% Laney No. 1, ‘; No. 2, 86 25 Boss ...... “ 5 0e 
HAMMERS—HANDLED Clover Léaf...0..222. per gro 8 per doz. Upright... “ $90 400 
a" Hand Columbia Dbl Acting” --408:1085% | Mrs. Pott's Leatrer Riveting. 
Mayd0le's «......0+++ +0... 4081I% G a od Enterprise...per set Sic Chicago, Pomeroy ... -per doz 89 7% 
. > = Dicsecweees Sf) ae 
aydole's . sécueeasindees cued ao 50 1, . we. © ste Handy... --. ceccceese 2 io 
Maydole's ..... sesnanndeeall No. e Nesesee “ Tle; Pony, Pomeroy.. ee) ae 
Machintete’ asase | "TOoet Strap Hinges ....... 80-1085%| _ No. ee | ae Ue 
~~ _ Heavy Strap Hinges.......... Tailors’ Sad ............. per Ib 4340} Boss. 1 ll 3 

—_— «+ | oe i sneaeesacns eoeeed 80-20-10-10¢ > Geese........... “ 4346) Per doz.. 857 00 863 00 860 00 960 00 
AjAX......ccesceeeseeepor doz 85 75| Light T Hinges.........75-10-10-10% | Tuyere. Globe, No. i per doz 856 50 
Calumet... “ 4a| Heavy T\Hinges ........... 70-10-5%| Single Duck Nest.....per,doz 8%) OK Rotary ...------- “ 85 50 

= 1 50 Extra Heavy T Hinges... ode Double “ 625| Round Wayne........ “ 26 60 
ms aaa 4 eee . os. 80-20-10¢ | Sutton.........-.... eoose@Q0h 360) U a Beal seen ee YS 

Vuloan ...0000 csc cece cece vee SORDS Cor. Heavy Stray --80-20-10-10% JACKS. ; aT tLe 

. Cor. Ex. Heavy | .80-20-10% | LOCOMOLIOG ...5...00-scseeeeeneeTS&BE , MALLESS. 

Maydole’s. .... 0000000 0.0. +++. SB&5SS Screw Hook and Strap.” Wi 

hoe. 6 to 18in............per 100 Ibs. 84.00 eeker’s ... os eeeeees DOF | doz Sl % re Head, Small. Med lamp. 
COKE ...00ccceee core scons DOP COE Te] BE COSTR wovoeeeeee 8.75| Miller's No. 2 ........ 7 Ber des...,. 6 5 

Bw eccccegeee * 8.50} Wimmer.........0s000. “ 7 Round Hickory........per doz 1 7 
All Iron ...... . doz 80 35 Screw ey seo Bye. KETTLES. megane “ 2 75 
Pol'd Iron, Hickory hi “ 053| %.tolin............per 100 Ibs. $6.50) prass Square tekory....... * 1 7% 
Mall. Iron, Inlald...... a 1 50 $OIB «corn nee sevens 06 Pr) 8.00 Bee vorers oct opemnnentoonal Lignum umvite .. . 3s 

Magnetic : 3 pean na ne “ 1000 necpep eveossovovesiasenaaraaE Tinners’. * 

Fer don..... Mo 800 HOES. en ee eS 

agazine oeeeaee ees ees- per doz 84 75 GATOR. oo cccs cccccecccces scoce -70&10% SUMaL . ... 20.0 cece ee eeees cece s - SORES Hickory Shee etiron oe 
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Door. 

> MATS. 
National 

ne. ee ora sofa i ‘Siii - $8 s 0 

‘ eee eeeeee UTF cone 0602 Pe 12 

Standrd Quality......per Combination ..... BBLING. r doz...... mio e400 8400 PLATES--TIN. 
" ~ (Pure) gross $2 75| Economical .... .. — ++ per doz 811 50| Button's--In. PLIERS. See Metals in Column 1 
a Sones Asbestos, Ex. 4 7%) Family...... erecece vases “ s = Per doz..... 83.60 $3.10 a Spray. " 

whe sialiemaiiasi perdoz 1 00 Button’ “attern. 90 5.0 Blizzard. . 

Ajax.. TTOCKS. ‘ a se gs yl) igeaesvevecen Oana 
SOCCER RRR ee eee EE eee \ Oz... at ako ats tu! Daigy.. PPO -* 
___ecranteetene teen ee ce. eee oe 
—e OLS. P } a ae Bernard’s........ -. ong} oe ies Sere on 83 

18 eee ee eeee 2 nk's Impr’ srceecsess sees. .B0§ | PUNCHES. a 40 
Ber dos. ss a ~ - 45 4 75 " “eat, Without it Ga. vs Per doz 82 75 a Liemans No.0... a0 ’ Conductors’ oe 
“ » Stub coe. 3 . ’ le = 

weer en tao 4 75 ae e 2 oop tant Pe 8 Cronk — ah Patvern - SaRt08 a. poseces enen estes Sy " 

Lake Super &O t., Galvanized, 81 60; 1 ovk’s Stuple Puller Plie Commo! 
vagen Pet, alvanized. 81 Dqt.,| Lwds....... +00. ers..84 W Deveees -++-per doz.. 
MEASUReS en? | Hoek va ri Tubs, reveiving.... sO -+ ace seeseeee ea + 

Galvanized..per dz % pk ipk % bul Ber doz ~ ss «| menew ++ 6%) "1 Tube ..... 

ins --- “ $1 50 ° Ss e2 Water ate 4 $4100 845 85 %  hggeseneepbrastgnes + esee-ees DOr doz. 83 25 
n Bound. oo 90 . > 10 105 96 26] Solid.....................eaeb.. P 

om eit 18 30 pee AOE enon cesene OT 88 00 22'§5 | com E LUMBS AND Levels In Bladdere. sain 

EN y pure ...... 
ALM... ssssessseeesse---POEID 80 Cable, 2Hoop, 8 10; Soop, 1 6 QOOK'S » 00+ 202020 — ae Commercial ....... per loos Si 
ORO Cees wees eeeeeanes avis’ Iron .......... ; ee RAI 
Gommmon, No.4... 3 ome Cedar. Hoop, #8 85 por dos Bh oct Spa Soe n 
Seppe inet nes Bel peda | Bee ea 
te eee eee ee wee tees eee “ er eon ee 4 Fiange + eecece Aen ‘ise 
See Metais—in is firsi col 10340 Pep oni SOR 1085 § = t.20 7.60 te) Smith's Wro We seats ise 
pare: = ry, Common.....0...0000 cok 085 Dordor.8i8.00 81750 W750 81835 Smith's § ial... plain a 
oe oasg | Roasting. 8” POINTS. _ 3 s “Never Jump”.....ile 
onge cesses anee-0G| BTO  eaadhe* . Discount} Smith's Plains +++e-Lle 50% 

Enterprise. faeces * emcee ++ee+eBaoh ce aoc pp ke — aeagapeet 3 

— oine-ancen pli tanec Tt me Pisin e| wr Iron, str't or bent, a 50 Painted iron .. 

III iaaaiog@eog | Tarred 2. OPE 100 Ibs 81 15) N r't Iron, wood hand'ls. Bronsed wr't trea..." Gite 

Brie . MOPS. Tarred Felt 13 ickel pl'td. coil hdl's.. “ = a RAKES. ad 8 

Rendind desis °°" °° BE Cas Diam e 1 80 POKES-- ‘oal or Road 
Lbs. “ #9 15) “Leader, 1A, ited ontn pr: roll } o0| American ........ ee —— per doz. 96.50 
Per doz.. #2 00 1 144 g | Sand and Emery peeee 0 50| Brown's, wr't stee ey 60} Cronk's Champion 

MOW $235 865 83 25 Ajax... . Eagle.. —_ .-85 25@6 25/ Cro..k's Victo Cone ceeeceeeee 0%@ 

Ball- Booey ERS—LAWN. Al ME. novrscecencee cove ence ones SORIOS Success... ee #425) Sveel, bracea ME sarereeveee aa 15% 
= 15 Wrapping. seeeeecseeerenes AO & 5% POLES--FISHING. — 2 60| Steel. bow.......... coves» oo RISD 
Bech,..... 8909 On 21 | Grecian Express Bamboo Malleabie irca; beaty...... 

50 a, e. 810 5u Rag.... pape secon thr per lb 8%c Ft. 12 14 16 18 Hay— Wood “a ° per i: 90 2000 ccce 
In 13 14 16 Apple. Pines” “ gigc| Pr 100..82.75 83.40 $4.75 86.00 Fy Lesa—¥ou, doz. $i py 
Ea. 82 30 93 35 18 290 y State... POLISH. .%| Common .......... 

Champion, High C. 83.35 9365 82 75| Reading .............. per doz ois 00 Metal. Automatic ++++ Per doz. 68 50 
in igh Chief. eeeroometonte tees Pride of the Bar rm New Lawn Queen .... es 6 00 
Each 16 18 20 White Mo in se “ : = Putz C teeee ae 1 60 Jumbo. 36 veeth eee a 60 
heap Grades. wi8  rtSy paty| Poeate Mountains.“  89) perdor.....008 8195 81 RASPS—See Files, 

Goodsell er doz...... . BIST 
a. at a oe ae cane = Sasoiemn..pee Gen. ae Se List July 1 160 

Clipper ..... 10 8210 82 20 Picks” 6 00| _.Per doz.88.60 86.00 89.00 8 | Black and White Japanne 

UPRET enone neons eons. SOIOEIO® | Hore Te OF White nuit ett ciate, pee dou tase] bianeeeteen: apannes 00s « 
Each .... 4 °F Drifting and Poli Picks....... e5&10¢ | White Silk, 6 oz. remng 2 02.82.00 | Electroplated, Bi 70 to75% 

ra cccccccccce OS BS 83 50 Ajax a Sar c0aL104 Wonuershine » per doz. 1.00} or Copper. rass, ‘Bronze 

St i ae L ts. Co eee a ‘ 
Be ee AS Bananas SS eeuemepevccmaionmper § Per doz...8088 8140 $2.15 89.00) “Et PT — ae 
te Bigk Wisesr’e: 08S  PINGHERS. eecees eos . Blair's Ri 
aon drvenaeerane 60,10, 10810% ny we 9 Blair's abana ‘gai 600 
gill Dayo: ie siecmaian a pas Binoks Reis aasconcentte i Brown's Rings......... tse 
ores, MUZZLES.” rice Blaokmiths’..00 ccs ccsscsey. BO ri SS: “906 
— "9080 8050 80 55 80°70 81°00 fat “Black Eagl oi Hire pion Kingers “ 30 
se Shoe. mmon..... : Eagle, 1 1b cans, , i's Rings... re 
ea AE Be. nee pore. 1a] Binge SU agg as Ringer. ‘70a 
- o0e e000 coc cece 5 Srecenpanemipneone i b MNEE cocacccepccoapese r Rings .. os : 
Cape weld oo...o Loe Picket. eqepeenen . a, per doz...“81.00 Mazor Ringers ~ ens 
ELOOE-«.. snes re nveve vave ++ Alte Fluted..... Paste, % lb. cans, per doz... 1. Perfect Rings . os 
— asenoncaeameiee nis ~ pmnappeeneseiin ts same, |} B.ack and Japanned— 1.00] Perfect Ringers. et 
- 900 cee cecceccese cose SUE GNU cone cessiaiins - 1 7% Liquid, % pint cans per doz. 1 Wolverine Rings re $1 05 
Brass Head ‘pipE’ 6 "100 Liquid, 6 oz. cans per doz : — Wolverine Ringers i 1 50 
Brass Head..................40810% Conductor. Somes Steel Range Gloss per doz... 50) Butt. nee 700 
Fil seeeseveons eves voor sae 40&104| Eastern, A... 7&7%4 Not nested pieenene. 1 1b cans....prer.. 38 = Copper, 2%-in. 

Wire NaiisSaaail ii. ae Eastern.B.75&10&2% 75&2%4 ack Jack. % lb cans. “ ie 9 00 Per GOZ......005 81 3 3-in. 
Car load lots cere caace82.20| Central .......75&7 4  7&7%4| Dixon's Carb. of Iron. © = _ or per doz. $1 70 
Car load 1ote os. sseceess eee 210 ee acc ee ta | Nickel Plate. . om oeel - sdickel el'va 2i4-Im dos. | 0 

Lent coated =... -... 210| Texas. 1087 %% 0&2K4 UPPERS, CORN. ” 480| Rea's Self Piercing %-in., doz. 1 35 
Galvanized Befor —POULTRY. Mo. River... 20k he t W&2KE Round or Square, 1 qt. per do: Fruit Jar—White bs) See $1.9 
we Aver Weaving.80&20| , Southern aH Ae 74 | Square, 1% Qt....... per d we ee por ib, 30a, 
Cut Pi ver Weaving.. 80&15 i — 10% 70&5% Sduare, qt: berdox., ‘= Split, round. per doz. 1 
ns00 seeces socsccees 65&5 1 coils... . reversible ...... ‘ plit, Hea i: 
saw, — — nemocorsaat ee POTS.” 160] Balls round.) Be 
Siubis aoe eeeesees Acme—In. Clayton & Lambert’s,each, 7) M 7808 85) and Burrs VETS. 
Hoo “IT ypsloase | — Smooth, per it 1ome Gate City........s0000s en 50& 
pblanianod, soo I3ie GO ooo aaa m.. 3s Goppered ae aamerat: 10&5% 
eerless--Smooth. © WDER. ,F DNEFS’......+.c2000 sees - COME 
oe ne ite concent Ae HOI as eerneneenn ac | 
M teu in - 3ic 40 c| Enverprise iiceuiigeutinn @o.. bk Tubular—Nos. i and “y oe Gene 
Smooth. es ET ee as caceskedarsesel —o oS heme tae per doz. 45¢ 
seehebcoakanad ein. pasty kA a0 PRUNERS ROPE. 
NUTS—HOT PRESS 3 6 in, Smooth T's. Pr jt..14¢| Disston’s Pole. “ 
Blank. ED. mI to G in. Planished Tapers -800| Henry's Improved..per 4 yy ——* 16 inch diameter ar Ib. 
ine RK OM MK ee nn tases, SN Pe ae jase | Seals 7-18 in. and iarger........ BMC 
m7 Topped 4c 3c 3440 3%0 Bo % oy, POO «e000 oe covnes Ataogent, 60% | Cork. PULLERS. Cotton. 1 84 
r -in. to ¢-in : Disek... 4 68%} Modern 44 and 5-16-in. on reels.. 
Be ag IE he tad So 8] Quick gage creme 88 0 4 and 5-16-in. in coils... per, 18 
sieseael 5 1b. boxes ada 4 %0 per ib“to “ a nm © nh ‘Gis a + 3) Boxwood a. 
prices. t bh} 2 eaveghith “ 84 — cosccccees per doz..80 00@10 60] [VOrY......+se0+s+++ eece cece eevees 604 

Linseed, Pure balled % “to 4 “ “ §08|Tek-Giant OO vOry «SASH WEIGHTS. 

) “ = lled ......per gal 36c “~% “" 6 - “ 564 —-Giant .... « a8 60 | Per to ASH WEIGHTS. 

a aa ~ 7 90 “ “ 524% | Awning Jape noes samen: a 

Chase Patte \° LA “ 50. “J BD G..se0e- &@ to 35&5 s. 
pease and Copper ....0. 354 Oho 2. eeees coccce see Bow ay Se — ote 2108 _ 

rae Bailey anes, new list. * 304@30854 Iron Wheel, 5in.....per doz..81 8 PR eh envangorcpommet 

° usk eeeee asibes 000 e6ee een Wheel, 7 “ 1 8 u *«’—Disston's 85& % 

BOR woeeee on nnes vannre «- Sand Yenc vances Wood Wheel, 6 in... ee Ciroular. | eese coces 1% 
ft + oeee sper doz $3 somes ow ~ LANTERS Pe me saan “ 995 Hin. se eeeeee senktnésinus eee 

MR cotati Triymph. eeee erences per Gos..07 1 Screw ap’ ccvcee cocces OD Compass eocce scccces coe ececces’ 50-10% 

Sopp Pini Sie?" to 0 Po PETIBIMDD. «ores sreeene 0 a] BerewPavvvnns  ‘svsses ve ee 30&5% Common .... per dos 

Tin le Iron... ..,.40&1085¢ Some gasee coveccccon OS GRBs» Sash. seeeceeecese, BU&5% | Disston’s. sone = om o 

ecccsececece + +se++ POF d0Z F ginitientss 86 25 Chicago ........+..+...per doz % Crose- Cut. eee eeee eee %t 

Boz, in. to —s aaa - 10% yey peaned “ a = eo eoee secccece 40% 

1 13 seipcpene-oces pmon Sense, 3in.. “ .. BB 0 20000 aids 
Fiat... 14 si 2 % Yat.» = 2 Pocahontas Bit. 40&:10% &50% 
Ruseell'e » eS i Shanpbiania cane ce = Pocahontas, Blued Es ro 
TTT “ 2 Dehorning. _ 
: 30% Grand Rapids, N No. 17 “ ae a — eeeeeeeeeeeeee “per doz % 50 
we Noll “ BEB cc ccce cccceee 
"404 PUMPS ee % =e. 5 7% 
. Pitcher Spout, issto 
108 Nos. 1 P . . Kermone oo oer euceee 2 i $ 
Each....... 09 $81.06 1 rling Hack Saw B 000 ceee 
$1.15 $1.40° Sterling Hack Saw a 
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SA WS—COonTINUBD. 
Hand ana Rip. 
Brown's .........+ oneeee ceed 80&7%4 
Disston’s No. 7.....2++++++- 30&7%% 


Disston's Nos. 8, D8, 12, 76, 


112, D100, and 120...:..... 2B&7% 
Gorham's Comb..........- 30&7%% 
BR ccannse magia eccces 30&7% @ 
Sam Sickles’, hand...per doz. & 25 
“I Will,” hand....... 5 75 
~ i. oom ma © 6 75 
“. B. A.” hand. .occe . 12 25 
“U.S. A.’ rip.. ” 14 2% 

Keyhole—Disston’s ......... .B&7KS 
oo 4 
PET accccccs ccccceccccce oeccsce 25: 
ORO BOR coccee occcce cece scccce ccc OD 
Panel. 
Brown's .........- sevees eens DOTS 
Disston's No. 7......e++.0++ BO&7%HE 
Disston's Nos. i and 13, 

D100 and 113...........6+: W&7HKS 
Ot WEEE” cc ccccce enenes ootegisens 
7. B. Bo ccccesc ecccccces 40&10&5% 

Pruning. 
Avery’ > ae eccece cecces B&7KS 


Brown's .......- cove ecepeses 257% 
Disston’ Boo cccccccccccs cccccc Re Ie® 
Wood. 


Common... ...... esses -per. doz. 4 50 


TEOTIRD «cccce ccccce cove 7 

Happy Medium ...... as 7 

Wood Sawyers’ Delight “ 8 

SAW SETS. 
Common Lever......... per doz. § 
Stillman’s Lever....... per doz. 
haope Ps 
Nash's. eaedeouese --perdoz. 4. 
Monarch.. cooccceGnn. & 
Aikin’s Pattern...... «perdoz. 38. 
SAW FRAMES. 
Common, plain.......... per doz. 81 
sg inted....... as 


pa. 
Counter. SCALES. 


Fairbank’s Standard.....50, 10&5¢@ 


Hatch's........ “ton nie ¥ $21 50 Columbus......... 
See Seiee, als on Ames’ new list... ; Discount 12% % 
No ‘Tea eccces eee Seve perdoz. 7 7 4 
as Platform pawese cess each — oo : Ps ga cea Gos. 5% 
eee eeee eeeeeee eeeeeeeeeee t ’ re 
Turnbull's Market.......-.....-506| Ames’ new i -Sbicount ins 
Platform. 
CIEE 00.0008 c00e cede per doz. 8 .90 
Common, 600, 800 = 1000 Hunter’ s Genuine....... “ 1.10 
ae oss cocsen dim 20 A. sxe Imitation 
cago RS to 2 hm “ 
Fairbank’s Standard. ..........40% | yoyo” te mean Blain wire 
OOO Ree eee eee ee we eeee Cast ‘ron, SINKS. 
susees. . . eres secede anes 
Sgeccece «++eee-10&10%| Enameled, White........ 


2 Pattern.” ‘Socket Strap. 
4 


Nos 3 6 
Per doz. m0 7.25 7.50 1 8.00 

Nos. 8 y 10 12 
Per doz. 08.25 8.50 8.75 9.00 9.50 


Western Lae the poeaes Suse. 
08 


5 
Per doz. 87.00 7.25 7.50 275 8.00 


Ajax. astern Pattern, 


Nos 2 3 4 5 
Per doz. 8.25 5.50 5.75 6.00 
6 7 8 v 


Nos. 


Per doz. 0.2 650 6.75 7.00 
Ajax. wae shee extra heavy, 
6 


Nos. 


7 
Per doz. 87.25 7.7% 8.00 8.25 


Ajax. Western Pattern, 
Nos. 


4 5 6 7 
Per doz. 85.75 6.00 625 6.50 
Nos. 8 Y 10 12 
Per doz %6.75 7.00 7.25 7.75 
Boz. 


SCRAPERS. 


Stanley’s Adjusvabie, per doz. . 60 


a ae aA: cn 2 50 | TOTTOY'’S....00.cee scenes 
Oabine — a 
— inten seccesceee.. per doz. 82 25 a ee oeeeee 7 
OT RRS « 7c Ss a 
Stanley's No. 80...... « 3 Steel and Iron. 
Read. Add for Bluing, 8. 50 | 
Cubicft. 7 5 683 itre--Stanley’s No. 12. 
Without runners, ea. 04.35 4.10 3.85| Try. 
With runners.... ‘* 4.60 4.35 4. Stanley's No. . now lint.. --B0K108 
os. 12 and 14......... 
a SCREWS. 20 Try and Bevel--Stanley’s 
Wood, white mapie. ‘per doz. “83 60 — dtter. r doz 
Hand--Wood.. , 204 + -pe oe 
Hand Rail . Winterbottom’ Nth paper 50 
Sea 7 SQUEEZERS--LEMON. 


Lag or Coach, 
Sow—Cenvennial. , 


2 3 4 
aeeden., - 20 Be 820 36c/cra- 


Woes. 








R Ly Blued Steel.. fot | A eepacnanenee 
FF. — d Steel.. —aT.”:6ChC SS STAPLES. 
gd ——Koeee ‘8585 | Blind—Barbed ........ per Ib. 9%@10e 
RH Brass. -80&54 Butter Tub “ 
R. oi. Nickel Plated. ............75% | wence. less than carioad. 
SCYTHES. Polished ........++.. per 100 Ib. 82 35 
a td ag +eeees DOF as. a 2 75) Galvanized ......... “ 2 65 
. STASS...... 
EcthesGitees grams. "8G a eee ae 
Ws Be A, BIER cs cccccces - - 575! Wrought Staples, Hasps and 
Nail. SETS. Staples, Hasps, Hooks and 
Round, common......per doz..80 33 Staples, and Hooks 
_— te wena an oan er 
Octagon “ __...... -” ia Extra heavy 
Square, Buck Bros Ms ae t STEELY ARDS.” 
‘oint, knurled, r doz. scount 
Bivel P Aze. .STONES. 
Hindostan ..... seeees DOF, Ib. 5xQ7C 


ey. oe ovens oeenedE -81 oe 


Saw. 
Aiken's Pattern...... pertes. or - 


Common Lever. ..... 


Disston’s Monarch... se $60 
x Bessees o .~@ au 
GOUT ccs cccccescee 6% 0c 8 


Rez 


Seis 


Ss FB 


Double Ring, Bush.. 
Patent Loop “ 








7% 
35 


Morrill's Old Style... 


Pattern... 


X Cut 
Stillman’ 8 Lever... ee 


SHARPENERS -SKATE. 
Diamond...........---- 


teen eccce eae Ses. “ 35@82 75 
Bailey's 2... ccccecccccee cece ccce 
BOGE Be cccscccccecccce eccces deed 15% 
Stanley's Cao pgaceese 
Pruni 
Buckeye, No. . seeenes pe ioz.. 
No. 3.....+. . « 


California Pat., t. in.. 


0 in.. 

Draw Cut, me ss 

Henry's Pa 0” OL 
Lay doz. ..81. - $2.50 


Sheep--No. BBA. 


6 in. 


6% in. 7 in. 
Reg.Grip..811.25 $11.50 $12.00 doz. 
Nar.Grip.. 11.75 Pons 13.00 
Tinners'--See Sni 

SHEAVES—S IDING DOOR. 


In. 3 qd 5 
Common. -Per set.. -80.42 80.48 80.70 


"SHOT_-See ‘Ammunition. 
SHOVELS AND SPADES. 


ain. 
Iwan's Perfection.............. 


atlroad, 
Gold Hibbard’s.. oedam doz.. 
C. H. Conovers’s.. es 


Wrought Steel. 
Painted, new MaB.cce cseees 
E 


+ soppdequnnguanquenel 
Champion. . ares ...65 
German Pattern. 
Judd’s Pattern.......... 


SNATHS. 


- Grass... 


SNIPS--TINNERS'. 
Hernisch's . 
National ...... 


SPRINGS--DOOR. 
Perfect. Nos. 1 ra 


Per doz........ 320 


48c 
Reliance, “Lighi ae Heavy #30 do doz. 


Common Wood......... per doz.. 
Porcelain Lined, wood. “ . 
Boss, tinned iron ...... 
Pearl, nickel plated.. 


More Grit...... -..0+ 
Washita .........05-: 


enecce csecceee cesses OP QOS 


Washbita 
Sythe—Black ‘Diamond. per 


Gem Corundum....... 
Green Moumain 


White Mountain.. 
Willoughby Lake .... 
Red 

oC iPS BENCH. 


sionrEis “ACE 


seeseraare 


8 


Gem, fiat, painted.. 
Gem, cor’d, decorated.. 
Eiroh's 2... cece cccccccces ° 


seis § 


Skinner's Common ‘Sense 
aun 


STRETCHERS. 


Star eee Block. 


American Ww ire... peeens avcces 

Bill Posters Cut . oo weed 
Blued Carpet...... cece coon seed 
Tinned Carpet..... 


SOO eee eee eee ee wees 


Upholsters’ Cut . od 
6 2%/ Upholsters’ Wire .. eccccceteces 
— her mena owesdee 


Hungarian Nails 80&5 
TA ES--MEASURING. 
40&10 


Loufkins Metallic 
TENTS ponened prengees 
© e0e . 50 


Wedge Tents . cece 


THERMOMETERS. 


“DOr, om 

Cow--See **Chains."’ 

Packham's.. wen —_ 50c 
. & W. Co.'s aes 

Reofng P. S. & W. Co.'s... *"iba1O8 


Atkin’s Exceisior. . 
Disston's Universal .... 













act Rat, Imitativa.. 


Marty Mouse, Imitation 
French Automatic 


¥ 


auewm - 
SSRIS 





Cee ee eee eee eens wees 








4° o a1 Hvy. Wrap’g.24c 
= si Wrapping on tubes.25o 
be aa * cones.22c 
4° ih) oe ia) i 226 
India Hemp, ts balls eocee eG 180 
%-1 aes 6 
e oe ao “ ..,doz,, 6c 
z ply ” bat © iccovates 1140 
. “ a: ©. otenmeens 11%e 
a Wrapping, 4-lb. balls...... 11%¢e 
Jute Wool, 1-lb. balls.. ......... 6c 
Stagging, s- > ball, size 21.....28¢ 
b. ball, “* 24.....2%0 
nas f: ib. wale, * Wee 220 
Bagging. %4-lb. ball....... «+. «a? 
or. > va in hanks.. «on. 190 
er  F  lntso maeseseds 19¢ 
13 a eS we 29¢ 
3 ** Silver Finish, in hanks....39c 
Fodder or Lath. MP ees 5s » | 
130-strand.......- eeonanesceages Ie 
SOD OGRE. 00 = 2500 cgncceds ccesce 840 
Ddeseres 
Bonney’s.. RE — 
CRORES 20.00.0000 c000 ccce ae 
Parker’s Oval Slide....... *50@504 10% 
Parker’s Parallel. .....+++++++ 
Parker’s Victor. . se nccegnaseeen 
Parker’s Combination.....-- -50&104 
GES Boece coed eoncccce etened 60&5 
Adam’s Mechanics’... ..:-each 82 
Williamson Universal......... .-20 


ARE, 
Cast-Iron — 
Ground. os oc ccce 10R3i4 


Unground .. -— —— 
Extra Finished.. 
White Enameled. . cos cce 


Maslin Kettles.......... c+... 
Enameted. 

Adamant,one coat,70& 104 @75&10 
The manufacturers divide th’ 
ware into two classes, which 

different discounts, noted above. 
Chrysolite. three coat........ 40&54 
WASHERS. 


$ Standard 2. G. cast iron. per Ib. .234¢¢ 


W? ought iron in = per ib.: 

In. 34 % “x % I 
7%c S&C 4c site 3%c 3%O 340 

Wrought steel in 5 ib. boxes, per > 

In. % % % 

8Xc &e watn or. fue “ge axe 


iD... ibedissecs debt eded sper Gin... 
STD cons epee cocnse diang tas 
Saw.. asieedss cea 
Wood Choppers. 

Lake Superior and Cong, 
| ee. “Per b.. 9X¥%0 
Reg. Wetesen, Steel.. “ .08-Ke 
Truckee “ -» “ 08-Ke 
EIGHTS. 
| RA LTE rlb..2%e 
Sash--F'.O.B. Chicago..pr ton. .821.00 
WHEEL BA 
Common Railroad.. --per doz. =e 
Heavy os + 1950 

25 Railroad, ball bearing - 19 00 
Santiago Steel auee-- “oe 38 50 

50 No. 04 Steel Dirt . “4. 47 00 
No.04% “ eee “ -- 10 0 

WHEELS 
COFURGUM. 0... cccceccovee oe WM10R5 
Well. In. 
Per doz.. » 81°90 92:20 83.00 9.50 
WIRE 
Barbed. Painted. Galv'd. 
Carloads...pr 100 lbs..82.40 82.70 
Lessthancar “  .. 2.50 2.80 
Brass. 
Ip CONS... 200. ccc cccces oe----80% 
In | lb. spools, new list..... aig BOS 10 0% 
Broom--Tinned........ 3&10&10&10% 


Cable—Same price as Barbed Wire. 


BR GOERS. 0. Koc. cove cecees aig 

In 1 lb. spools, new ine b ona fons 
Fence--Smooth. 

Nos. 6 to 9,Annealed, pr 100: Ibs. a2.10 

Nos. 6 to 9, ~ wued eos 


Hair--New list.. — B08 Og 
Market. 

8c} Bright. full bdles.............70&10% 

Bright. broken bdles............70% 

Coppered, full bdles............. 70% 

Coppered, broken bdles ....65&104% 

Tinned, full bdles. «see - 7085S 

Tinned. broken bdles........ 65& 10% 

Picture.—In coils. ...... 80% @80&104 

In 5 1b. spoois ..........per lb. .266 

1 25) Plain—Small 10ts.... 2+. ..++ e+ 82.00 

Car lOte.... cccecccccesceee - cee 1.95 

Small spools 5c per hundred higher 

WREN — 

Aome Standard.. cove secs 000 OOH 

ET 2p0000 canes ocedss ooee CSR5S 

Always. Ready........+. +++ 40&10&5% 
Bemis & Call.. cnee doce sees oses 

Coe’s Standard. . eseeee «40&10% 

Girard’s Agricultural. Fane 80% 


P. 8S. & Ww. Co. by yo ae - 75% 
+t Knife H'dle. ‘babs 


& | Wescott’s “g a 


Malleable “S Riepeomnees 
Malleable.........--....-perlb. O46 
60&5: 


| Stillson Pipe, ............+. eves 


ee Seer genre vee ees OOD 

Clothes. WRINGERS. 
No. 22,Guarantee...... pr doz.822 50 
No. 110, Guarantee.... “ 26 50 
No. 150, Sunshine..... 5 19 50 
No. 130, Mendote ..... se 17 50 
No. 12, Success .. = 
Blue Bell, Ball Bear’. e 
No. D 110, Domestic. . o 
No. E 300, Empress. . - 
No. 122, Bicycle Bail- 


bearing 
No. non... - 


2E Rs 
SS Sess 





a 








eres 


le 
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' Wants and Sales. 











For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
under this head advertisements of six 
lines WITHOUT CI"ARGE for em- 
ployers w to secre employes, 
persons situatidas, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN, 


an ——— 


BUSINESS CHANCES. 








For Sale—Part or whole interest in a 
well established and growing hardware 
business in central Wisconsin. A splen- 
did stand, commanding trade within a 
radius of 10 to 12 miles. Reason for 
selling, ill health. Address ‘‘Wisconsin,” 
Care of The American Artisan, 69 Dear- 
born St.. Chicago, III. 7 


For Sale—An old estabiished paying 
tin and hardware stove business in Wil- 
liamsport, Maryland. Will be sold at a 
bargain and on easy terms. Reason for 
selling, present owner desires to leave 
town. Address W. G. Miller, Williams- 
port, Md. Box 97. 7 


To Exchange—Good Iowa improved 
farm for hardware stock. Need some 
cash, but will put farm in at a bargain. 
No traders or curiosity seekers need an- 
swer. Address “Improved Farm,” Care 
of The American Artisan, 69 Dearborn 
St.. Chicago, Ill. 7 


For Sale or Trade—Have 110 acres of 
Mo. land I will trade for stock of hard- 
ware from $2,000 to $4,000; property is 
clear. For particulars address Box 315, 
Alden, Minn. 7 














HUBERT B. PECK, 623 F 

St., N. W., Washington, 

D.C. Consulting Expert 
in Patent Causes. U S. and Foreign Patents. 
Send for leaflet on “Rejected Patent Applica 
tions.” Honest work but no “Something for 
Nothing” offers. 


SE 








For. Sale—An interest in a good pay- 


secure $1.500. Part cash and the balance 
in good notes. Sales in one county were 
$12,360. Bank references given. Write 
for particulars to E. M. Livingston, Ca- 
pron, Ill. 7 


For Sale—A good aying hardware 
stock, located in a nice town, with a 
large territory and the good will of the 

ple. The sales averaged $13,700 the 

ast nine years. Stock about $4,000. I 
have other business to look after and 
cannot handle both. Address “Other 
Business,” Care of The American Ar- 
tisan. 69 Dearborn St., Chicago, Ill. 7 


Wanted—A set of iron patterns for 
making farmer’s furnaces and boilers: 
send description and price to ‘‘Patterns,” 
Care of The American Artisan, 69 Dear- 
born St.. Chicago, IIL. 7 














For Sale—Excelsior steel range brake, 
cheap. Address Chicago Malleable Steel 
aaa Co., 202 Mather S&St., Catan, 

1. 





For Sale—If taken before March 15. one 
of the best paying hardware stocks of 
$8.000 in S. W. Iowa; good territory in 
best part of state and but little compe- 
tition: for further information address 
“King.”’ Care of The American Artisan, 
69 Dearborn St., Chicago, IIl. 7 

For Sale—Hardware store and tin shop; 
will invoice $2,600; best location in town 
in southern Wisconsin. Please address 
“R. H. A...” Care of The American Ar- 
tisan, 69 Dearborn St., Chicago, Ill. 7 


For Sale—An established general] hard- 
ware and stove business, doing a profit- 
able business, in one of the best cities 
in northwestern Ohio: stock clean and 
up to date: will invoice about $7.500. A 
snap for the right party. Those mean- 
ing business address “Auburn,” Care of 
The American Artisan, 69 Dearborn St.. 
Chicago, IIL. 7 


For Sale—Building 36x100. solid brick 
store, plate front, two stories. Brillioa, 
Wis.; good opening for hardware or gen- 
eral store. A bargain. Address Wm. 
Tesch. Anpleton, Wis. 6 

Wanted—Second-hand foot press, with 
horn, style of Niagara Tool Co.'s No. %. 
Geier & Peppler, 700 Lincoln Ave., Chi- 
cago, Ill. 6 

Wanted—To buy a second-hand 30-inch 
bar folder: must be in good shape and 
cheap for cash. Address T. J. Coslit. 
Columbus Grove, O 6 























For Sale—The whole or the controlling 
interest in a manufacturing plant. Would 
consider taking in an active partner to 
manage same. Address “Confidential,” 
Care of The American Artisan, 69 Dear- 
born St., Chicago, Il. 


For Sale—My hardware business In town 
of 1,490 people, two stores, good business, 
tin shcp in connection; good reason for 
sel‘ing; a money-maker for cash buyers 
only. P. A. Williams, Strawoerry a, 
lowa. 


For Sale—Or will trade for good hard- 
ware or general merchandise stock. my 
160-acre farm in Brown county. So. Dak. 
Has good improvements; all under cultl- 
vation. Also have farm of 640 acres near 
Eltendale, N. D. WiHll trade either or 
both farms. Address H. S. Chamberlain 
Winona, Minn . 


For Sale—A complete set of dies for 
modern steel gasoline or gas stove oven, 
in two sizes. Address **Modern,"’ Care of 
The American Artisan, 69 Dearborn St., 
Chicago, Hl. 6 


For Sale—A clean stock of hardware 
invoicing $4,500 in a good town of 3.300 
population. in east central Iowa: good 
country around; crops are good; only two 
hardwares in the place; best of reasons 
for wanting to sell. Address Lock Box 
685. Care of The American Artisan, 6& 
Dearborn St., Chicago, Ill. € 




















TINNERS’ TOOLS. 


Wanted—Sét of tinner’s tools; must bq 
in good condition. for spot cash. Se 
full list of tools with price to T. A. Nil 
Monroeville, Ind., Allen Co. 

For Sale or Trade—A set of tinners? 
tools. pipe tools, etc., all good as new and 
in first-class condition; for particulars 
address Lock Drawer 281, een | 
bah 


The following tools. which are consid- 
erably worn, but will do for a country 
tin shop, are offered for sale cheap: Dou. 
ble seaming machine with 8 discs; large 
burring machine. small turner and 18 tn, 
groover, with wood standards; 21 In. gut 
ter beader % in.; dipper handle formes 
and creasing stake: cheap. Address C. 
Peck Hardware Co.. Berlin, Wis. 


For Sale—One only double seaming ma. 
chine with setting down attachment and 
deflector. No. 1 Olmstead with 8 sett 
down discs, weight 102 Ibs.; one No. 
high pressure brazing forge comp. Ad- 
dress Lock Box 247, Vienna, S. D. 4 





























The 


Right 


Remedy. 


The intense cold weather of this winter will strain to the utmost and 


put thousands of old heaters out of service—their last winter’s work. 


For such cases a modern steam or water warming outfit, using an 
IDEAL Boiler and AMERICAN Radiators, is the right remedy. 





a cs 7 gh 
THe PREMIER RADIATOR. 


IDEAL Boilers 
AMERICAN Radiators. 


We are assisting the Trade in 
this work with about 36 types of 
Radiators and about same number 
of coal-saving Boilers. 

Matchless goods—all. 


AMERICANRADIATOR COMPANY 





LAKE AND DEARBORN STREETS, CHICAGO. 


Boston: 44 Oliver Street. 
New York: 42-44 East 20th Street. 
Pei apELraia: 622 Arch Street, 


MINNEAPOLIS: 204 Fourth Street, South. 
Sr. Louis: 27-209 North Tenth Street. 
DENVER: 881 Fifteenth Street. 


Pe BurraLo: 1741 Elmwood Avenue. 
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HELP WANTED. 
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SITUATIONS WANTED. 














~~ 


Waated—A first-class tinner and fur- 
mace man, with some experience at hot 
water heating and plumbing; steady job 
and good wages to a good sober and 
steady mechanic. Address ‘‘Tinner and 
Furnace,’ Care of The American Artisan, 
69 Dearborn St., Chicago, Lil. 7 

Wanted—Three first-class tinners for 
inside and outside work and two slate 
roofers; steady work to the right par- 
tes and good wages at 8 hours’ work. 
A. Kern, Bellaire, O. 7 

Wanted—At once, a good tinner, one 
capable of taking charge of tin “y" in 
a northern Iowa town of about two thou- 
sand inhabitants: none but strictly tem- 

rate need apply; state wages. Address 

. O. Box 33, Care of The American Ar- 
tisan, 69 Dearborn St., Chicago, IIl. 7 


Wanted—Good. sober and _ industrious 
young man for general hardware, stoves 
and farm machinery; must have some 
experience in these lines; steady_posi- 
tion to right party. Give age. Refer- 
erence and salary expected. Prefer Ne- 
braska party. Address C. P. Schneider, 
Syracuse, Neb. 7 

Wanted—A good tinner at once, to do 
all kinds fo inside and outside tin work 
and clerk in store in slack times. Must 
be strictly sober and a good workman. 








Will give $12 a week and steady job 
to the right man. Addresg C. A. yck- 
of. Morrisonville, Ill. 7 





Wanted—A first-class tinner for inside 
and outside work, one who can do fur- 
mace work and has some knowledge of 


plumbing. Must be sober. Steady job 
and good wages. Address F. H. Thorn- 
hill ichmond. Ohio. 7 





Wanted—Ky March Ist. a first-class tin- 
ner. one who understands furnace and 
plumbing work; must be sober, steady 
work the year around, wages $12 per 
week; married man preferred. Answer 
at once. Address Maher & Son, Preston 
Iowa. 7 

We want first-class salesmen to handle 
on commission an elegant up-to-date line 
of sheet iron air-tight stoves in the states 
of Michigan. Wisconsin, Minnesota and 
Ohio. Only No. 1 salesmen wanted, who 
can furnish good references. Good com- 
missions, right prices and freight allow- 
ances. Address X. . Z, Care of The 
American Artisan, 69 Dearborn St., Chi- 
cego. Ill 7 


Wanted—A good tinner capable of do- 
ing roofing, guttering and furnace work; 
Steady job to the right man the year 
through; married man preferred; state 
age, experience and wages expected. L 
¢. Ruchner, Booneville, Mo. 
Wanted—At once. or by March Ist, a 
good, steady reliable tinner for inside and 
outside work, furnace work and some 
plumbing. State full particulars, wages 
wanted and references in first letter. 
Steady .-“— the year around to right 
man. German preferred. Henry G 
Groth, Cedarburg, Wis. 7 


Wanted—A good all around man who 
is both tinner and plumber; steady job 
for good man: only strictly sober man 
need apply. Send references with past 
experience and wages wanted. Address 

G. Lewis, Portage, Wis. 7 


melp Wanted—Capable tinsmith want- 
ed: steady job to right man. Address 
John Arndt. Elkhart Lake, Wis. 7 


Wanted—At once, six tinners to do in- 
side work. Must be sober of good habits 
and willing to work; steady position for 
right kind of men: state wages wanted 
and experience at the bench. H. A. Grif- 
fin Table Grove, Til. 7 


Wanted—At once, first-class tinner and 
furnace man; must be able to figure on 
all tin and galvanized work from plans 
and thoroughly understand furnace work. 
Steady job the year round. Must fur- 
nish references. Apply to John Stoelzle, 
Murphysboro, Ill. bi 7 


Wanted—Young man with one or two 
years’ experience in tin shop to finish 
trade. Good chance for advancement. 
State wages wanted. Apply to John 
Stoelzle. Murphysboro, Il. 7 


Salesman in West, Middle West and II- 
linois. to handle on a commission basis, 
bar iron, sheet steel, building lathe, etc., 
as well as corrugated and other stock. 
Apply with references and territory de- 
sired to “Box 2,"’ Care of The Amer- 
scan Artisan, 69 Dearborn St., Chicago, 

, 7 


























Wanted—A first-class tinner and fur- 
mace man, capable of taking charge of 
shop and able to figure a set of plans for 
tin work, etc. Will give steady em- 
ployment to a good man; none others 
wanted. Give references and state wages 
expected. Address “H. F. S8S.."" Care of 
The American Artisan, 69 Dearborn St., 
Chicago, Ill. 7 


Wanted—A good hardware clerk and 
bookkeeper. Weydert, Bayou Som, 








Situation Wanted—A man 27 years of 
age with 9 years’ experience wishes a 
situation as tinner, a good all round 
man, good on furnace work and general 
shop and outdoor work; has a_knowl- 
edge of plumbing. Address Call Box 125, 
Cando, N. D. 7 

A young man with 15 years’ experience 
in the stove. furnace and sheet metal 
business would like a road job with some 
good jobber or manufacturer. Address 
“O K..” Care of The American Artisan, 
#8 Dearborn St., Chicago. Il. 6 


Situation Wanted—As hardware clerk 
and bookkeeper, with five years’ expe- 
rience in general hardware store and 2 
years old. Married. Can furnish good 
references. Address D. E. Reed & Son, 
Decorah, Iowa. 6 

Wanted—To correspond with some par- 
ties or person for a location to go tnto 
the tinning business or to get position 
as foreman of shop or buy out a hard- 
ware and tinning business. or for a good 
job in a good location for the coming 
zone. Address W. A. Osborne, etme 
Mo 














Wanted—Agency for reliable mail order 
articles. Something catchy. useful and 
not found in stores as a rule. State what 
you have in detail. and address, Adver- 
7. 1233 Blackstone Ave., St. a 
oO. 





SPECIAL NOTICES. 











WAN TED 


To buy foundry patterns for Oak Stove, 
Hot Blast, Air-Tight, and Steel Range, 
fitted and fallow-borded, ready for use. 
Address ‘‘Fdry Patterns,’’ care of The 
American Artisan, 69 Dearborn Street, 
Chicago, IIl. 4 








WAN TED 


—First-class furnace salesman to handle 

a line of high-grade furnaces in the 

western states on a commission basis. 
The Forrest City Foundry & Mfg. Co, 


Winslow, Elm, Sycamore end Main Sts., 
CLEVELAND, OHIO 














FOR SALE. 


Choice recleaned timothy seed $1.25 per bu. 


G. L. MILES, 
Hardware Deatier, Grinnell, lowa. 








FOR SALE. 


My thoroughly equipped stove plant and job 
foundry, established 30 years, never changed 
hands; has local demand for entire output. 
Runs every day in the year; amoney maker. 
1 realize, because of conditions, 1 must sacri- 
fice: 125 miles from Chicago; best of R. R. 
facilities. GEO. W. STEWART, 108 Dear- 
born St., Chicago, Ill. 2 


WAN TED 


Salesmen to sell King Cream Separa- 
tors on commission, side line, territory. 
Missouri, Eastern Iowa, and east of 
Mississippi River. Address 


CHAS. A. VAN PELT, Nebraska City, Neb. 














AGENCY FOR PACIFIC COAST 


Salesman now representing a number of first- 
class manufacturers, is thoroughly acquainted 
with the trade on the Pacific Coast, wants 
agencyfo Cualiforniaand Nevada for any goods 
handled by the stove and hardware trade. 
Warebouse room furnirhed, Address ‘Box R. 
.”" care of AMERICAN ARTISAN, 69 Dearborn 
Street, Chicago, lll. 3 














FOR SALE. 


Very choice stock Builders’ Hardware, 
Mechanics’ Tools and good furnace trade, 
in one of the best locations at Chicago, 
Stock will invoice $20,000 to $25,000. Been 
established for 18 years; own building, ex- 
pressly built for the business, which I will 
sell if necessary, or will give long term lease, 
Will divide stock to suit purchaser. No 
fake; can show statemennt of profits. 
Must change climate on account of health. 
Address ‘‘CHOICE,"’ care AMERICAN ARTI 
SAN, 69 Dearborn St., Chicago, Ill. 4 








SPECIAL 


Mr. Salesman: If you are looking 
for a good talking, profitable, side line to 
sell to the Hardware and Heating trade, 
address, . 


O. B. Moore, Battle Creek, Mich. 
Pocket sized model fugnished free. U.P.x, 








WANTED. 
Salesmen to sell ‘‘King's Easy 
Washer.'’ Good commission; side line. 
Siate territory. Address 
oOo. M. KING, 
7 Nebraska City, Neb. 





WANTED 


A first-class tinner to run shop in coun- 
try town near Chicago. Must bea hust- 
ler and be able to give estimates on tin, 
sheet metal and furnace work. State 
wages wanted for steady job. Address 
Box 67, American Artisan, Chicago. 5,4 














Exclusively Wholesale. 








We can do you good no matter where you are located—We offer “CRACK SHOT” 
(black powder), “FLASH” (low base, smokeless), “WINNER” (high base, smokeless), 
Allabsolutely guaranteed and not in a Trust, This notice should be of great interest to you. 


NORRIS * LORING HDW. CO., 


LOADED 
SHELLS 


CEDAR RAPIDS, IOWA. 

















COLORS AND 






l FOR CONSTI 
PURLISHI 


PROTECTIVE PAIN 







FREI 


LUSTRATED 
VAND MAINI 


SPECIFICATIONS 


FNANCE OF STEELAN é VORA 


DISTRIBUTION BY THE «@ 


Joseph Dixon Gru: ‘ble Go., Jersey CII. USA. 
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more MONEY 





Rural Routes are gving in allaround ‘ 
you. You can get this business \. 


with the SIGNAL MAIL ROX 


It is the original box for R 1 
Routes with s special endorsements of 
Postmaster General, « The best a 
made, the best liked, the easiest sold en 





and the best advertised, 


SIGNAL MAIL BOX CO.106, Benton sr. 


JOLIET, ILLINOIS. 








CORN CRIB 


Holds 400 Bushele 
handy and econo- 
ae All dealers sell 
them. Write for prices. 
“ We manufacture Peer- 
less Wire Fence, Lawn 
Fence Gates, etc. 


The Denning Fence Works 
Cedar Rapids, ta. 











1031 Ninth St., Council B le 
KIMBALL 


Improved Quick and Easy 
Rising Steam, Electric 
and Hand Power 


LEVATORS 


} for Circulars. 
KIMBALL BROS. 





er 


ELEVATOR CO., 139 Vincent St., Cleveland, 0 


FOR STORE“ STREET 
LIGHTING 









National lighting System 


AND 


THE WONDERFUL DORAN LIGHT. 


The Ghost of past mistakes will not haunt present success. 
Be Successful. Take the bit in your teeth. Forget the past and 
begin anew. Create a demand for your goods by showing them in 
the right light, Tae Wonderful Doran Light, It will attract custom 
and improve the looks of ie ur place of business. Our book ex 


plains all, ACUAN BRASS MFG. CO., 57 N. Green SI.. Chicago, lil 

















NEW TRAIN SERVICE 


TO 


FRENCH LICK 


AND 


WEST BADEN SPRINGS 











MONON ROUTE 














| noon, arrives at the Springs 











A parlor and dining car now 
leaves Chicago at 12:00 o’clock 


at 8:45 P.M. Leaves Springs 
9:00 A. M., arrives at Chicago 
5:55/P. M. Reservations at 
Monon Route City Ticket 
Office, 232 Clark Street. 
Telephone Harrison 1245. 
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ANN ARBOR GASOLINE 


LIGHTNING SYSTEM 


Until you have actually seen this splendid light, 
have no idea what a clear, beautiful illumination 


ou can 
t gives. 


Its cost is about one-tenth as much as electricity or gas. 


Endorsed by up-to-date merchants every where, 


Introductory Offer. 


We have a special proposition to make the firet man who 
writes from every community that will enable him to save 


money. 


Write to-day for descriptions and prices. We have some 


choice territory left for the right kind of agents. 


Nothing will draw trade on a dark night like a well- 
lighied store. Nothing will light your store so well and 
at such little cost as the “Ann Arbor Gasoline Light- 


ing System.” 


SVPERIOR MFG., CO., 


226 Second St., - - Ann Arbor, 


Mioh, 
Ey 













4 


Jesse J. Hensel, Milan, Wis., writes: 
value in my previous capacity as hardware manager for a large firm located in the west- 
ern part of this state, that I feel as if I could ill afford to be without it now.” 
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‘T find your publication of such inestimable 






































































110 THE AMERICAN ARTISAN AND HARDWARE RECORD 


4 Ep f IR FOR ALL Ghe GEO. W. COPE, 


STOVES and Stove Pattern Works 

FU RN ACE & | Corner Brush and Woodbridge Sts. 
Stove Rods, Paste, Stove Putty, Stove Knobs, Pipe Dampers, Mica, Etc. DETROIT, MICH. 
Wm. TT. Dust Co. ° DETROIT. 


F stove busi- 

ness drops 
off this year it 
will be a ques- 
of Patterns. 
The manufac- 
turer with a 


fresh and attractive line of 
goods will have the call. This 
is a time for preparation, in 
our opinion. 

















: 
< 


‘9 The Stove —e Is 
i} p| 


























316-318 THE GOBEILLE PATTERN CO., 
NORTH THIRD ST. CLEVELAND, OHIO. 
ST.LOUIS MO. 

NEW BLOOD NEW IDEAS. 
G4e MANSFIELD STOVE} 
Don’t Turn Away PATTERN WORKS 


MANSFIELD, OHIO. 
7 more bang —— 4 1—— orders. 
e car n Btoc wis com- 
lote graves and shakers, to fit all F. W. REYNOLDS, Proprietor. 
e leading makes, at p: ‘ices from 
20% to 40% cheaper than the manu- 


facturers’ prices. You are losing 
&@ profitable business. Write for : 
catalogue giving weight of each 
piece. You can then give instant 


estimat se on repair work. We 
will also mail y:.u our complete 


FOR 
pagesiuponreeciproreriatorder, | | 9! OVES—RANGES—FURNACES 
No delays. Perfect fit guarante:d. SEND FOR CUTS. 

Write today, y: u may misplace 


THE JOHN B. MORRIS FOUNDRY CO., 1201-1239 Court St., Cincinnati, Ohio. Mersfelder Pattern Works 


Largest manuf:cturers in the U. S. of Stove, Range and Furnace Repairs. Established 1832. Pear! and Ludlow Sts.. Cincinnati, 0. 


UNION BRICK HANDLER fit TtND 
+ money sever | MMT 


Full size sample. Ml KEE CEDAR ST. 


Delivered - Express (0 


Union Brick Bond CGo., PITTSBURG, PA. QUINCY, ILL. 


YANKEE ALL STEEL DAMPER 


The Best and Easiest Damper to get in or out. Chedipest Damper made. Made also in Oval Shape. 
teel Rod flattened and turned over handle. 
Enameled Wood Handle, can’t get out. 
pring and Washer. 





























































This pin keeps washer and spring on the rod. 


¥ inch cold-rolled steel rod. Can easily be driven through 
pipe, making small and same size holes ou both sides. 


Pin at this point with the one further up on the rod, hold ’ 
the ‘plate firmly, because they are made with large, — 
HOT AIR DAMPER. elongated head. Steel damper plate. SMOKE PIPE, 


You Can't Afford to Make Dampers When You Can Buy the Yankee. 


@moke Pipe Sizes, 3 4 4% 5 55% 6 %7 «8 £HotAirSizes, 6 7 8 8% 9 10 10% 1h 13 12% 14 “b 
PER DOZ., .85 .85 .85 1.00 1.101.201.502.15 PER DOZ. 1.20 1.50 2,16 2.35 2.55 2.30 3.05 3.30 3.50 3.75 5.00 6.00 


9 SAMPLES SENT WITHOUT CHARGE 


THE S. M. HOWES er AN 


40-42-44-46 UNION STREET, BOSTON Factory at reneiermmtorictes 
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The dealer who does not know 
the virtues of this wonderful 


rusty second hand stove and 
he will add dollars to the 
stove’s selling value. Thou- 
sands of 
dealers 
are doing 
this. 





, _ 


‘ais? _? £443) 


2 = 


| <ul 





a stove paint, 


polish has only to try itona } 


{Black Silk Stove Polish 


Is not like some stove polishes, merely 
made of dark materials 
to daub on a stove, but is a specially 
prepared preparation 
efficiency. 





SUTRA: // 


mterie oust gy | | 
Nn 


4" 


of marvelous 








SLANG 
A a eee 


‘= 











This polish has proven itself the best for the wholesaler, best 
for the retailer, best for kitchen use. Write for catalogue. 


It is sold to Stove Manufacturers, Wholesale Hard- 4 : 
ware Dealers and Jobbers of stove repairs. Not # 
sold to department stores or mail order houses. ~ 


The Black Silk Stove Polish Works, | 


LEWIS D. WYNN, Proprietor. 


Apply it to a new stove and it will 
enhance its attractiveness stupen- 
dously. In fact, as one dealer 
told us: 


“The stove blacked with Black Silk 
is half sold.” 





STERLING, ILL. Ss 











No Dirt. 
No Dust. 


Pleases 
Everybody, 
Quick Seller. 
Good Profit, 


Send for Price. 


HILL DRYER CO., 
400-410 Park Ave., 
Worcester, Mass., U.S.A. 























QUALITY HELPS YOU TO “GET THERE” 





HENRY GLEASON 


HENRY GLEASON. Asomt.  HELIOS-UPTON (0., Peabody, Mass, 


It isn’t what you pay for 
Oven Thermometers but 
what they pay you that 
makes economy in handling 
them. Our No. 480 Angle | 
Indicator will help. Send 
for circulars and sample— 
we want to talk business. 








PERFORATED METAL 





THE ROBT-AITCHISON PERFORATED METAL CO 


303-305 DEARBORN STREET. CHICACOJLL 











ASBESTUS STOVE MATS 


Are the same as everything else we manufacture— 


THE BEST 


Made of heavy ASBESTOS MILL BOARD, 9 inches, bound with 
metal band and wire ring. Wrapped one dozen to the package, 
As we employ no traveling salesmen the selling 

Direct to You from the Factory Saves You Money 


Write for Catalogue and Prices, 


STUBER & KUCK 


Manufacturers of Pieced Tinware and Specisities 


PEORIA, : : ILLINOIS 





WARE, NICK 
“tT RECTIONS: 








‘Be ©. HALVERSON, “My ad. im your paper for Tinners’ 
Ankeny, lowa, wanted. I got at least twenty-five 





Tools brought me just what yf 


“ answers from all parts of the United 
writes:) states.” 





























Se ed 
* 
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ART METAL CEILING 





METAL CEILINGS, EAVES TROUGH, 
ROOFING AND SIDING, CONDUCTOR PIPE, 
AWNINGS, MITRES, CUT-OFFS, 
FIRE PROOF DOORS - HANGERS, HOOKS, ROOF 
AND SHUTTERS, PAINTS. AND BOX GUTTERS. 








High Grade — THE— High Grade 


Guaranteed | GANTON STEEL ROOFING CO, | SHA*COH- 


Old Style 
“TERNE CANTON, OHIO “COKE 


PLATES” “‘The Metal Ceiling Makers”’ | PLATES” 








EXCLUSIVE AND ARTISTIC DESIGNS APPRO~ 
PRIATE FOR ANY STYLE OF ARCHITECTURE 


WE ALSO MANUFACTURB 


AGENTS FOR ARCHITEC URAL SHEET METAL WORK, 
CORNICES, SKYLIGHTS, GA_VANIZED AND COPPER CORNICES 
DIECKMAN’S ELBOWS, AND GUTTERS, 

FINIALS, PAROID ROOFING, CURVED MOULDINGS, — SKYLIGHTS, 
WEATHERVANES, COLEMAN’S ADJUSTABLE FUUALS ona VENTILATORS, <a 


STAMPED STEEL WARM STRAINERS, SPECIAL SHEET METAL WORK, 


KRAMER CHIMNEY TOPS, es o-~— 
omens aeesabeteresmetnatT The Kanneberg Roofing & Ceiling Co 
CANTON, OHIO, U.S. A. F 

















METAL SHINCLE ROOFING 


» With Montross Telescope 
© Siue-Loc< ts the best rouf- 
ing tu the world for house 
er bain. §2~ Svorm proof. 


ma Easily applied. Catalogue, 
er) vie oeoe Prices ini ‘Sestimouials 
ue > | free for tue asking. 


Montross Metal Shingle Co., Camden, N. J. 























9333933933393333235333733993e 


; F. D. Burgess, Waupaca, Wis., 3 
writes: 
“Please take out advertise- 
ment for Tinner, I have one in 
sight that I think I shall get. 
i have had all kinds of letters 
from men in this state, Ills., 

; Iowa and Minnesota. I am 
running tin and plumbing 
shop here in connection with 
the Union Stove Co.” 


Gase0 33333333 33233333 


FRIEDLEY & VOSHARDT 


194-202 MATHER ST., CHICAGO. 





























Manufacturers of Sheet Metal Architectural Ornaments, 
Art Metal Ceilings, Zinc and Bronze Statuary, Finials, 
Cresting, etc. A full line of Roofing, Galvanized 
Iron, Corrugated Iron, Sheet Copper, Conductor Pipe , 


Galvanized Steel Tanks and Steel Signs. 
SEND FOR CATALOGUE A 21, 

















THAT PAPER IS THE CHEAPEST WHICH BRINGS THE BEST 
RESULTS IN PROPORTION TO ITS RATE, NO MATTER WHAT 
THAT RATE MAY BE. 
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WHY YOU SHOULD USE THIS STANDARD BRAND: 


No resquaring needed; perfectly straight lengths; sheets 60 inches long; con- 
sequently fewer seams and less leaks. Seams~hand soldered. Prepared to lay roof 
on sight. Plates absolutely full weight. Shipping weight less than 20x28 tin. Saving 
of labor and material in application. 

Tell us your roofing needs and we'll submit prices. 


THE BERGER MFG. CO., Canton, Ohio 


Manufacturers of Metal Ceilings, Roofing and Siding, Eave Trough and Conductor Pipe, 
Steel Office and Vault Equipment. 


New York, 210 E. 23rd St. Philadelphia, 1218 Filbert St. 
Boston, 176 Federai St. St. Louis, 624 N. Main St. 














> 








_j MILWAUKEE |- 
~ fy CORRUGATING€@ 4" 
COM Pp ANY = GALVANIZED IRON 





OH TO—-F<KOD 














Omo-2H00 














TIN PLATE} — fed 
—bBOwW Ss, MILWAUKEE, WIS. U.S.A. HANGERS. 


EAVES TROUGH, CONDUCTOR-PIPE-ROOFING, SIDING etc 
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ROOFING SLATE (400422 


Prices quoted delivered anywhere. Booklet 
SLATE BLACKBOARDS and complete Price List on application, 
WIRE INQUIRIES GIVEN QUICK ATTENTION 

















O’HALLORAN & JACOBS, 


ROOFING SLATE|§ "7 
SLATE. 


Siaters’ Supplies, 
S29-830 Park Building, PITTSBURG, PA. 

















The AULD & CONGERCO. 


Mfrs. and Dealers. CLEVELAND, 0. 











M ANUFACTURERS 


Contemplating establiching pl> em in the 
est shou.d take anvan 
of a location on 





| 
Chicago & North-Western Ry. 





which reaches the famous 
Our immense stock of Eave Trough, [% WATER POWERS, COAL FIELDS, 
Conductor Pipe and Gutter, Structural IRON ORE RANGES 


, 
HARD AND SOFT LUMBER DISTRICTS 
Iron, Co gated and other fing g Sy of the West and Northwest, and affords the best 











enables us to ship rush orders quick. sail ba taut pone lege ae 
eet IRON & STEEL CO., CLEVELAND MARVIN HUGHITT, Jr, E. D. BRIGHAM, 
OHIO Freight Trafic Mgr., Gen'l Fre.ght Agent, 
: Spe boa Gee ce ei < CHICAGO 





















PLECKER’S CORRUGATED EXPANDING CONDUCTORS. 


Made of Galvanized Iron in Ten-Foot Lengths without a Cross Seam. Will not burst when full of ice. 


CLARK, QUIEN & MORSE, Peoria, III. 
























BOOKS BY MAIL 


‘THE Publisher of the American Artisan will take pleasure in supplying books of whatever 
character, at catalogue prices, prepaid by mail, to any addréss, on receipt of price. The 
following are lines specially represented: 
‘SHEET METAL WORKING. THE FOUNDRY. THE WORKSHOP. HEATING AND VENTILATING. 
PLUMBING AND DRAINAGE. BICYCLE REPAIRING. THE STORE AND OFFICE. 


PUBLISHER and BOOKSELLER 
DANIEL STERN, o pesrson st. ctcaao 
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CURVING ROLLS 


The rolls are made to any pitch corrugation, and 
are 6 inches in diam- 
eter. Made of cast 
iron, double geared. 
Will curve to any 
radius, and will cor- 
rugate ridge or 
combing cap. Are 
made to —" by 

















GUTTER HANGERS 


B ERG ER’ PIPE FASTENERS 


No.12 1 The Leading Hangers and Fasteners Everywhere. 
Immense Stock and Variety. Ask 
for Sample and Catalog of our 
‘inners’ and Roofers’ Supplies. 


BERGER BROS. CO. 


OFFICE AND STORE: 237 Arch Street 












— 
E—— 


WAREROOMS: 100-02-04 Bread Street 
FACTORY: 3114-16 18-20 N. 17th Bt. 
PHILADELPHIA 





et. 


an were: ae & CO. 


5 


20 Cliff St., New York. 


cememap SKYLIGHT GEARING 
OP IND CHAIN LIFTS 


ben 4 and Plumbers’ Tools 
Cornice Makers’ Tools 
te nay Tools 
Pipe The hreading Machines 
Second-hand goods bought, sold ne gee ee 











None Better thanIw AN’S 


If There Were We Would Be Making Them 










Our Volcano Revolving Chimney Tops, Wire Conductor Pipe Hangers, 
Post Hole Augers and Diggers, Drain Cleaners, Serrated Hay Knives, 
etc., are unexcelled in all that constitutes first-class goods. 
Your jobber or we will 
quote prices on appli- 
cation. Mfrd. by 


|wan Brothers 


Streator, Illinois 













Conductor 
Hanger, 
FREE 

by Mail, 














AMERICAN 
SHEET and 
TIN PLATE 
COMPANY 








FRICK BUILDING 
PITTSBURG, PA. 


SUCCESSORS TO 


American Tin Plate Co. 


AND 


American Sheet Steel Co, 


Manufacturers of 
all the various 
brands of 


Iron and 


Steel Sheets 
and Tin and 
Terne Plates 


with which its 
predecessors have 
supplied the trade 


heretofore, 








FH. &. Groth 


Cedarburg, Wis., Writes: 























| 
| 






















“Please take out my 
advertisement for a tin- 
ner. lam “overflood- 
ed” with letters from 
all parts of the State, 
and was able to select 
one of them.” 








=e 2 e282 242608082 
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STORM PROOF 


“Ss 


ABSOLUTELY 





THE 
OYAL 


Pan-Coast 


Patent allowed 
December 11, 1903 








PRICES AND QUALITY UNSURPASSED 


Dealers everywhere should handle them. 
Write for discounts. 








Pan-Coast Ventilator 
(@ Manufacturing Co., Inc. 


Office and Factory: 233 South Fifth Street, PHILADELPHIA 














The “‘STAR’”’ Ventilator 


Storm-Proof. Effec’ive. For ventilation of all kinds of 
buildings both public and private, 


MERCHANT’S METAL “SPANISH” TILES 
AND “GOTHIC” SHINGLES 
Are the most Ornamental Roofing made in metal We 
are makers of High Grade Roofing Tin. 


Iilustrated Booklets of TILES and VENTILATORS 
will be mailed free upon application. 


MERCHANT & CO., Inc. srocx, 





Philadelphia 
New York 











Brooklyn 
Sole Manufacturers 








GROWN VENTILATORS 3 GHIMNEY JACKS. 


Saceat TROM ALL OTHERS AND BETTER=- 


We lease RIGHTS 40, build, ee Cops on ROVALTY 
A a fron Nygrwers sveryve ere. 08 petals the Gi SHIMAEA DAC K « 
0 


Op 1S Vop You - nor 400 sma (Yas Money,on ous 






OR? pro flo Shop You have hob Tools, Maternul Lakor every 
4 ae and and meee as nell aehqull pro 
Pram @se¢ xed, cxrpenses sede ere jo - 
MSVeuclions lec toly 


e. by vou en 
Mavtbex. cic. ele & rank Ret anomaly Points a erent poxts 
qeach stale and con make st an obi dtl’ for you%o a ply your ter 

ritory Om XI ake néne authorized to collect 


O 
money orus AWE PATENT TITLESSGUARANIEE Co 0} K 4 « GRONT SHINNEY JASE 


AGATESS, 








A SKYLIGHT 


That can be Shipped 
KNOCKED DOWN.., 


Saves freight, saves cost of crating. 









Saves troublesome repairs, 
and is guaranteed in every 
respect. 


Let us send you our Sky- 
light Beoklet and quote 
prices. 


THE GALESBURG CORNICE WORKS, 
GALESBURG, ILLINOIS. 




















Writes: ‘Please take my ad. out of your paper. 
if vou don’t I will have to hire a man to an- 
swer the letters I am receiving.’’ 


JOS. P. BELL, 
Baraboo, Wis., 


FROZE UP AGAIN! 


— The usual Febru- 
ary cold wave brings 
about the usual rush 
of emergency busi- 
ness; this often 
meansex tensive over- 
hauling whichis 
much more profitable 
than new or contract 
work, as there is no 
competition. Who 
usually gets this 
work? The fore- 
handed merchant who is able to 
promptly answer any cull for help. 
Are you supplied with Torches? The 
No. 31is very powerful and will do good 
work no matter how cold the weather 
may be. Price $2.50each. Jobbers sell 
at factory price, or we will ship direct 
upon receipt of price named. 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICH., U.S.A. 





$2.50 Net 





9233323333332 3333332333333 


Galvanized Steel Chain 
Pumps and Tubing. 


€€€ CEECEE E 332 


Sanitary 
Pump & Tubing Co. 


Quincy, Il. 


Send for catalogue. 


BID DIDI III III 333333333 333% 


MECC EEE EEE EEE ECE 


333333333 3323333 3333333335 








FOLLANSBEE EROS. CO. 
PITTSBURGH, 

High Grade Roofing Tins 
SCOTT’S EXTRA COATED 
Our own Manufacture. 
Follansbee Pure Iron Old Style 
Imported genuine iron base plate. 


Prompt Shipment. 1C and I X always in stock. 




















GET IN LINE! 


A GOOD LINE TO TIE 
TO IS THE LINE OF 


Polishing *,Plating 


Material 
| Manufactured only by ( 
F. B. STEVENS = 





200-210 Larned St., West 
DETROIT, MICH 

















Send for General Catalogue 
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THE ANTIGO 


House Fly. 





tion and fine finish. 
ning in diverging grooves. 
over the top to come loose. 


EXTENSION 


WINDOW SCREEN 


A perfect protection against that prince of pests, the American 
A Screen with perfect adjustment, strong construc- 
Adjustment is secured by steel clasp, run- 
Cannot bind or come loose. 
Pronounced by all who have seen 
them to be the best Extension Window Screen extant. For 
price and description, address 


COLUMBIA MANUFACTURING CO., = Antigo, Wis. 


No clips 














CREDITS 


OF THE 


Hardware, 
Stoves, Tinware, 
Plumbing, Etc., 


Trades. 


“BLVE BOOK” 


You buy credit information. 


Terms of subscription can be had by addressing 


Iron and Hardware Mercantile 


Agency 


CINCINNATI, 106 East 3d St, 
CLEVELAND, 844 Society of Savings Bidg. 


BOSTON, 157 Federal St. 
NEW YORK, 320 Broadway 


We have just issued the most complete and reliable book of credit ratings 
for this special branch of trade that has ever been published, containing about 
400,000 rated names of whclesalers, retailers and manufacturers, covering the 
trade thoroughly. The ratings are conservative and very reliable. The pay- 
ing record is based upon ledger experience of credit men everywhere. 
Isn’t it the part of a good buyer to post him- 
self thoroughly on the merits of a book of ratings, gotten up especially for his 
trade by men with ample capital and who are thoroughly trained in this class 
of work and who make a specialty of it. 














SPECIAL OFFER 


TOTAL ADDER CASH REGISTER, CAPACITY $1,000,000. 


“WHAT THEY SAY.” 


Owensboro, Ky., 4-4 '03. 
Century Casu RecGister Co., Ltd., Detroit, Mich. 
Gentlemen: — The Century Cash Register we 
bought of you on Feb. 7th, has given us such univer- 
sal satisfaction, and we were so well pleased that 
we ordered another Century Register on the 20th of 
March, and now have bothin use. We have careful- 
ly examined other Registers that were bought from 
other factories at six times the cost of yours and 
could not even find one point that was an advantage 
over yours, which cost only one-sixth the price. 
In fact if prices were equal we would prefer 
the Century over all others that we have 
examined. Yours very truly, 
MEYERS & MOISE, 
Queensware, Glassware, Cutlery, Notions, 
Fancy Goods and Bar Goods. 





WHAT 
YOU 
HAVE | 
BEN 
LCOKING 
FOR: 


A Good way 
to put up 


WINDO ¥ 
SCREENS 


Use Gossett’s Suspension Hinge. 
Made by F. D. KEES, Beatrice, Nebr. 














SPECIAL OFFER We have a plan for 


advertising and intro- 
ducing our machine to new trade which we are ex- 
tending to responsible merchants for a short time, 
which will put you in posession of this high-grade 
up-to-date, 20th Century Cash Register for VERY 
little money and on VERY easy terms. 


EVERY MACHINE SENT ON 7 DAYS’ TRIAL AND GUARANTEED FOR 5 YEARS. 


Piease write for full particulars. 


CENTURY CASH REGISTER CoO., 


656-658-660-662-664-666-668-670-672 and 674 Humboldt Ave., 


DETROIT, MICH. U.S.A 




















Elastic Tub 
Pat. appl. 
. Hoops “er 
Adjustable to any 
) size. Strong and 
Zdurable. Easy 
and quick sellers. 
Write for agency 
and prices. 
A. CLAUSING & CO., 
Milwaukee, Wis. 








W. B. KIRK & CO., Conneaut, 0., write: 














“Please discontinue our ad. for help. 
We are flooded with answers.” 
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“= PARAGON CYLINDER WASHER 


‘Paragon’ defined, means a 
model of excellence. That is 
why we call our washer 
“PARAGON.” One commend- 
able feature of the PARAGON 
is a revolving cylinder inside the 
outer tub. Being made almost 
wholly of galvanized steel the 
Paragon is not affected by cli- 


matic conditions. 


GUARANTEED 





not to injure the finest fabric— 
will wash the heaviest blankets— 
will wash 8 sheets or their equiv- 
alent in one operation—will do 
twice the volume of work with 
less labor than any family wash- 
ing machine now sold. We solicit 
the patronage of the hardware 


trade. 


J.M.GAGAN & CO. Manufacturers 


CHICAGO, WU. SS. 





(FOREST CITY iF 
titanic AGENCY yt Wu 


































World’s Best—Has smooth top; c#n be left 
on or off when washing as desired. 








Ohe 


Reliance 


Washer 


has twice the action on the clothes of any 
other washer manufactured; will wash atub 
of clothes in 5 minutes; 
order; has full open top; handles turn down 
at the side, will hold more clothes than any 
other washer and will wash them with less 
exertion to the operator. 


Fawkes Manufacturing Co. 


INCORPORATED 
MINNEAPOLIS, MINN. 


cannot get out of 










































=A5.J. LAWLER 


_ 
ee 


MODERN SANITARY PLUMBING 


STEAM and HOT WATER HEATING, 








Plumbing and Heating 

Work. ByJaAmess J. Law- 
LER, 400 pages large octavo. 
Size 6x9 inches. Price $6.00. 
This book is practical through- 
out. Its aim is to impart infor- 
mation that practical men can 
utilize in earning their daily 
bread and butter. It is the 
ready key to problems arising in 
sanitary and heating work, and 
has already taken its place asa 
leading practical authority in 
this field. 


A N Encyclopedia of Practical 









er, 


NO mi : 


Forest City Methods 
and Forest City Quality 
natl the customer every 
time. 


MOSES CLEVELAND, 
of ye 
Forest City Paint & Varnish Co. 


Order Now. 


The time is ripe for the plac- 
ing of your spring paint order. 
Don’t delay too long. It’s 
the man who has his stock on 
his shelves, ready for busi- 
ness when the season opens, 
that gets the bulk of the early 
trade—which is always con- 
siderable. 

Send us an order for at 
least a trial assortment of 


Forest City Paint 


now. Let us begin planning 
a spring advertising campaign 
and get it started in your 
town, without cost to you, at 
once—the sooner the better. 

Don’t hesitate—don’t put 
it off. If you do, you’re 
losing one of the best money- 
making, trade - increasing 
paint opportunities ever of- 
fered any merchant any- 
where. 

Write to-day for our Paint 
Proposition. It’s free, and 
mighty interesting. A postal 
will bring it. 


The Forest City 
Paint @ Varnish Co. 


Dep’t A. 
CLEVELAND. 

















FOR SALE BY 


DANIEL STERN, 69 Dearborn St., CHICAGO. 

















It costs money to advertise—it costs a 


darned sight more to stagnate. 


—Aanco Special. 
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OVER 100,000 | FARMERS! 


OCEAN WAVE | Fruit-growers! 
WASHERS Nurserymen! 


Here you have it! 
































Now in use. We sell only to one [| | Sipplest, most prea 
dealer in each town. | vice of the twentieth 
° ° | eentury: e 
Write for prices and terms. 
| *ALLIER” 
| White-washing 
0SS [ S: ' a | | and Spraying 
| Machine 
DAVENPORT, IOWA. | — 
DISTRIBUTING POINTS: | for white-washing 
eee Paul’ “oe wot Lovie | houses, out-build out of ord eee 
au a 5 n ete a out of order. ,oes 
Indianapolis Detroic Co:umbus | spraying fruit 5 work of twelve men at 
Eimira, N, Y. A bany, N. Y. Philadelphia, Pa. | trees and gar- cost of one man. 
dens. Notrouble piste #6 ‘hine Si 5, com- 
) #5; mac e 2, 








complete, #25. Write us 
saul nobantiate: “rue by re- 

turn mail, with special 
discounts to dealers. 
Our referencés—a ny 
bank or commercial 
agency 


THE BASTIAN 
BRASS WORKS 


_ No. 78 
> iinois SL 
CHICAGO 























Do You Know 
That the J, K, WASHING MACHINE 


is the best made, the lightest running and the 

most attractive washer on the market? Are you 

selling it? Ifnot,why? Every first-class dealer 

should sell it, because it is made of the best 

materials, by the best mechanics that can be 

obtained, and every one sold will sell another. INDUSTRIES ARE 
Write us for Cireulars and Prices, 


H. F. BRAMMER MFG. CO. pavexpori-towa || OFFERED LOGATIONS 


WITH 


Satisfactory Inducements, 
Favorable Freight Rates, 
Good Labor Conditions, 


B. B. Rotary Roller Gearing Washer Healthful Communities, 


ON THE LINES OF 












































If you are not handling the 


YOU ARE LOSING MONEY. THE ILLINOIS CENTRAL R, R. 
Best on the market, well made, light run- AND THE 
ing, powerful, durable. YAZOO & MISSISSIPPI VALLEY R. R. 
WORKS SO EASILY A CHILD CAN OPERATE IT, —— 
Why not let us tell you more about our machines? We make y oe and descriptive pem- 


half a dozen styles. 


J. C. CLAIR, industrial Commissioner, 
THE BENBOW-BRAMMER MF.G CO. , AI, Seecaetiiantte 


ST. LOUIS, MO. 


My Specialty is It Will 
Wash Boilers || Pay You 


only. I make 45 kinds and 


























sizes. Quality best. Prices to illustrate your adver- 
lowest. Write for Bottom- tisements in your local 
Prices. papers. A sheet of comic 


advertising cuts sent on 


P. MOSHEIK “5.tsisea somata 











These cuts are furnished with 





| eatchlines showing their appli- 
eation to the hardware, stove 
| and tinners’ trades. 


A SNAP FOR YOU, MR. HARDWARE MEN, 


GET THE AGENCY FOR 


=F THE PETERSEN EVERLASTING STEEL ADDRESS 
Si BARN DOOR LATCH AND HOLDER. 
ak > Se +e - ry ONL Tten = 7 tech —$ hot a DAN l EL STERN 
market without a spring to it which gener lly gives out in 
pm age i We also make a Stee! Latch for Sliding Barn 69 Dearborn St., = CHICAGO 











LYONS SPECIALTY CO., Sole Mf’r’s, Lyons, la. 
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Latest type Smooth Back Shovels. For strength, work and 
wear the best design ever thought out. Their own most 
impressive advertisement, Guaranteed. 


Fair prices on Shovels, Scoops, and Spades, Snow Shovels, 
Ash Shovels, Sidewalk Scrapers, Garden Trowels and 
Seamless Stamped Steel Hvullow Ware. 











THE AVERY STAMPING CO. CLEVELAND, OHIO. 


First and only makers of ““NEVER-BREAK” Goods. 


The DOMESTIC 
Ball-Bearing WASHER 


With Removable Tub. Part of our fam- 
' ous line of 1900 Ball-Bearing Washers. 














Our washers are the best made and most satisfactory ma- J 
chines in the world. They work on an entirely new principle. 
There are no wheels, paddles, rockers, cranks or complicated 
machinery to get out of order. They revolve on ball bearings 
making them by far the easiest running machine made. 


We Want One Dealer In Every Town. 


“1900” “DOMESTIC” “i900 JR.” “HOME” 


EACH A WINNER. 





We advertise liberally in magazines and refer all inquiries to nearest dealer. Send for Catalogue. 


The {900 Washer Go,, *"s"""" 


. HIGH SPEED WINS 


A BUNCH OF WORLD BEATERS , 














; ! ; Hi 
" ns by, a ed 2 
~ THE ¥, . - 
WHITE LILY~ a 
LOW DILLON 
w Ms re) WASHER THe cna 
. HOLOER OF WORLD'S RECORD FOR CLEAN, FAST, EASY WASHING 


THE ONLY HIGH SPEED WASHER ON-THE MARKET 
TOLEDO, OHIO - THE WHITE LI LY WASHER COMPANY - Davenport, iowa 


WHITE LILY WASHERS 
JLIHM AIT HSWM 
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THE BARTHOLOW SELF-HEATING 
SOLDERING IRON. 


ls positively guarant ed to work in 
the windiest weather. A man can save 
three hours a day over the old method of 
fire pot and s ‘idering irons, by its use, and 
he can also do better work. It does not 
burn the tinning off. Take out three screws 
remove the hollow copper pointand you 
have a first-class BLOW TORCH. It is op- 
erated like an ordinary blow torch. Why 
carry a 2% to 50 pound load out to do the 
same work that BARTHOLOW 8 ELF-HEATING 
SOLDERING LRON wil! do, w: ight ouly three 
pounds! For sale by al! jobbers 


w. P. BAR THOLOW, Webster City, lia. 


























Richards’ Door Hangers 


EZ MOVE EASILY ON A DOOR OR ON 
, 4 THE DEALER'S SHELF 


The demand makes them move. 











Made for sliding 
doors of any 
descrip'ion. 


oka) Write for 
mens C Catalogue. 


THE RICHARDS MEG. Co. 


Aurora, Illinois 

















BEER, 

MILK CAN, 

OIL CAN, 

CREAM SEPARATOR 


FAUCETS. 


Various Sizes and Styles. 
MANUFACTURED BY 


CLARK NOVELTY CoO., 
= ROCHESTER, N. Ve 

The “OMEGA,” 2-3 Size. Also Mfrs. of The CLARK Kerosene OilSystem 

To attach to bottom of can. for heating Soldering Coppers. 
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AP" 


groping 


looking for some efficient 
increase their 
business—some of them 
» have found it! 
Warren’s Patent 
Sectional Glass 
Front Shelving 


is designed and manufac- 


way to 


tured by 


Man for Hardware Men. 
@, You can keep a line 
of samples of your entire 
stock on exhibition at 


all times. 


@, It preserves each arti- 
cle in the same attractive 
newness that it comes 
from the factory, prevents 
dust, rust, finger-marks and dirt. 
qd, It enables you to sell goods to 
a German, a Scandinavian or 
any other foreigner who, even 
though he cannot speak English, 
can point to what he wants. 
@, It improves the appearance of 
your store 700 per cent; enables 
your salesmen to spend their 
time selling goods instead of 
hunting for them, and will pay 
Jor itself in one year. 
G, Send dimensions of your store 
and let us supply you—FREE— 
with a color plate made to scale, 
showing how your store will look 
when equipped with The Best 
Shelving in the World, for your 


purpose. 


@, Remember the shelving is made on the 
unit plan—if you want to experiment—don’t 
wish a complete outfit now—you can buy 
one—two—three stacks or sections—the rest 
will follow as your satisfaction increases. 


US 


. 
: 
L 





“Yankee” 


: Screw Drivers  w.:-ncrouer, win si sive 


HAVE NO 
EQUALS. 


TH EY ARE No. 1I—RATCHET, Right and Left Hand and Rigid. 


SOLD BY 
LEADING 


JOBBERS. No. IS—RATCHET, With Finger Turn on Blade. 


Send for 
«“Yankee”’ 
Tool Book. Sew 


No. 30—SPIRAL RATCHET, Right and Left Hand and Rigid. 


North Bros. Mfg. Co., Philadelphia, Pa. 





























BOLT ant SCRE 





By) 
A Long (K Night 
In HARDWARE 


fs \ @, For years the retail 
‘| hardware men have been 


S, 
\G_9_G_G_GG 


W CASES 


‘‘Revolving” 


are in use and giv- 
ing perfect satis- 
faction in all first- 
ciass hardware 
stores, machine 
shops, 
shops; in fact, any 
store or sho» 
where bolts and 
screws are sold or 
kep. in stock. For 
sale by the lead- 
ing hardware job- 
ers. 

For special de- 
scriptive catalog 
and low prices ad- 
dress the 
facturers. 


American Bolt & Screw Case Co. 
DAYTON, OHIO, U. S.A. 























“Please take my advertisement out of your paper 


[.. [.. Dana, = i a band for set of tinner’s tools. 


Have had plenty of answers and have secured a set.” 
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Are You Making Money on 


LAWN MOWERS? 


If not we would like to make you an offer on the 


SELF-SHARPENING 
KIND 


Write for Catalog Aa 


Supplee 


Hardware Company 
Philadelphia 

















HOTCHKISS —E_ ror HOTCHKISS 
CLIPPERS = CLIPPERS 


Large and complete line. Superior quality and workmanship guaranteed. Years of experience in this line. 





a 










= (3 j 


A LADUE RTSGRATAAiiG 





No. 500 Barber's Clipper. No. 40 B. B. Horse Clipper. No. 75 Fetlock Clipper. 


Very large output and facilities recently still further increased. Orders now solicited for prompt shipment. Write for 
Catalogue, Prices, ete. 


EDWARD S. HOTCHKISS, Iranistan Ave., Bridgeport, Conn. 



























































ae se Pi 
bos afissress oo VY 
e iiisdiie: $3 ou GCAtIONS USTTIES 
E¢ 3 SoEESSSEs 
ee 4.6 ss o>: 
i eZersgsse -£ eqemmeteamenaanene 
Seg Sreees ss OF Cc : 
Weide seste2iis SE an Erie Railroad 
Nos ~s $2-~ 8545 Chi York 
Nes fe yedideeis Zz. Chicago to New York. 
poh s382i5282 Of Read noe 
23 -~-S2>34>, He 
E ssetee «se. = 5 The Erie Railroad Company’s Indus- 
o~2e5-2>sh Pe trial Department has all the territor 
£e 4 pa y 
; Say SE Sees ew — : 
* es est esef oe 1S traversed by the railroad districted in 
—_____ relation to resources, adaptability, 
markets and advantages for manufac- 
If You turing, and can advise with manufac- 


turers in relation to the most suitable 
locations. The information furnished 


a manufacturer is reliable and has 
practical bearing on the nature of his 

particular industry. 
y Vast deposits of anthracite and bi- 
~ tuminous coal, oil, natural gas— fuel 
is the paramount factor in manufac- 
turing—sewer pipe, fire and other 
clays, cement material, gypsum, build- 


ing stone and numerous other resources 
exist on the line. 





















y s aetnetene 6 . 

THE EXCELSIOR CARPET STRETCHER sattoo ws || | sadism ine ote ot eee 
PRI Ss. EIR EIDE Bi LENE A SERVICE facilities 

PROVE ITS where they can obtain side tracks so 

RIT as to receive from and ship directly into 

AND TACK HAMMER COMBINED. t cars at thefactory. Information can be 






promptly furnished in this connecton 
about every point on the system between 





The most complete machine for putting down 













carpet vet invented. Stretches smooth and " , . 

even Holds secure while operator detaches New York and Chicago. 

hammer, leaving both hands free to arran e The undersigned will be pleased to 
and tack. Hammer being a part, saves hunting : : ; 4 * 
one up. -s with «ther stretchers. Each in a furnish full information to manufac 
stron box Easy to operat», simple, strong, turers and local parties contemplating 
inexpensive. Tne housekeepers’ friend. Ask the establishment of new industries. 






your Jobber or write- 


R. W. MONTROSS, Galien, Mich. 


SOLE MANUFACTURER. 






Address, LUIS JACKSON, 


Industrial Commissioner 
Erie Railroad Company, 


21 Cortlandt Street, New York. 
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- Stanley Rule -« Level Co. 


IMPROVED CARPENTERS’ TOOLS Sold by All Hardware Dealers 
NEW BRITAIN, CONN. 


A ‘TRI T IVI PH” CH Al N HAS oa. 


SEND FOR FREE SAMPLES, TABLE OF TESTS AND ASK QUESTIONS. 


SS SS 


THE BRIDGEPORT CHAIN CO., Bridgeport, Conn. 


OVER TEN MILES OF CHAIN PER DAY. WE LEAD. 




















To the Hardware and House Furnishing Trade 


We would call your atten- 
tion to our high grade Wall 
= Clothes Drier. Big profit to 
dealers and a good commis- 
sion to travelling salesmen, 


Cronk’s Star Pruning Shears 


Send for samples and 
prices. 


o ECLIPSE MFG.CO, 
PULESGROVE, PA. 








HOMESEEKERS EXCURSIONS 


pimorrusee*"e VIRGINIA 
Via NORFOLK & WESTERN RAILWAY 


For all information as to Rates and Tickets and fer 
LAND PAMPHLETS and descriptive matter, address 


ALLEN HULL, D. P. Agt., Columbus, Onle 


gg ORIGINAL DIAGONAL SIDE CUTTING PLYER 


A wc nderful improvement over the old, unweildy kind. One side being flush, makes it easier 
and qui ker to manipulate. Send for the GREEN BOOK of Hardware Specialties for.details. 


SMITH & HEMENWAY CORP. LTD. UTICA DROP FORGE & TOOL CO. 
Mfrs. of Cutlery and Hardware Specialties. Mfrs. of Nippers and Plyers 
, 296 Broadway NEW YORK, NEW YORK 


Lufkin 
Magie Pattern Rule Rule 


Will lay out patterns for any size and angle of elbows in three minutes’ time. Co 
Can also be used as Straight-edge Rule, Circumference Rule and Trammell. bd | 
Should be in every Tinshop. Will save its cost in a few weeks. Thousands 
are in use and every one giving excellent satisfaction. Price, complete in a Saginaw, 
nice wooden box with Chart, $4.00 net cash. (Mention Tue AMERICAN ARTISAN.) Mich. 





The blades are made from fine tool steel and fully warranted. 
Are equal to the best and nearly as cheap as the cheapest. 


THE CRONK @ CARRIER MFG. CO., ELMIRA, N. Y. 
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W. A. GUENTHER & SONS, OWENSBORO, KY., WRITES: 


““One copy of your valuable paper is frequently worth the subscription 
Price for a year.”’ 


<A 
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isa GUARANTEE o- 


SAW S 


rook. Ss 


PHILADELPHIA, PA. 





THE BRAND ‘ D | SSTON } ON SAWS, ETC. 


SUPERIOR QUALITY “AND WORKMANSHIP. 





HAND, BACK, GAUGE, COMBINATION, HACK, JOINERS, KEY-HOLE, NEST, COMPASS, PATTERN-MAKERS, DOVETAIL, 
MITRE-BOX, PLUMBERS, PRUNING, SQUARE-HOLE, STAIR-BUILDERS, TURKISH, WOOD SAW, BUCKS, 
RODS, BLADES, WEB, BUTCHER, KITCHEN, DEHORNING, SAWKNIFE, ETC., ETC. 

CIRCULAR, BAND, BARREL, BILGE, MITRE, CONCAVE, CYLINDER, STAVE, SEGMENT, RE-SAWS, RIFT, GROOVING, 
VENEER, SHINGLE, SIDING, TOP-SAWS, SLATE, EDGER, MILLING, DISCS, DEAL, CROSS-CUT, 

PIT, WHIP, DRAG, MILL, BUTTING, MULAY, GANG, ICE, ETC., ETC. 


SQUARES, BEVELS, GAUCES, LEVELS, PLUMB & LEVELS, TROWELS, SCP EWDRIVERS, PLUMB-BOBS, STEEL RULES, 
STRAIGHT EDCES, CALINET SCRAPERS, SLAW CUTTERS, CRO'T CUTTERS, SWAGES, SAWSETS, 
\MANDRE: S, CUNWNEFRS, ‘€4W JOCINTER, SAW CLAMPS, FILES, |KNIVES— 
CLOTH, CORN, CANE, CORK, HEDGE, MACHETTES, ETC. 


WE MANUFACTURE THE FINEST AND LARGEST LINE OF SAWS IN THE WORLD. 
HENRY DISSTON & SONS," 


KEY STONE, SAW, TOOL, STEEL & FILE WORKS, 


se 




















MORRILL'S SAW SETS 





















This is the latest and most up-to-date saw set on 
the market. Carpenters pronounce it the best ever. 
You had better put a stock in so as to be able to supply 
the demand. 


WRITE FOR FULL ILLUSTRATED CATALOGUE TO 


GHAS, MORRILL, 277 Broadway, New York 














LYONS SPECIALTY COMPANY, Lyons, lowa. 
We are NOW the manufacturers and jobbers of the 
EVERLASTING CHIMNEY CAP 


Made of cast iron and fit. any chimney. Sets on top and is heldin 
place by cement Collar at top of cap fo round pipe when necessary to 
* extend the chimney Nochimney is complete without it. 

We c'n now make prompt shipments and solicit orders from the job- 
ing and :etail hardward trade. 











THE POPULAR LINE 


with three elegant trains each way betweem 
Chicago and 


LaFayette, Ind. 
Indianapolis, Ind. 
CINCINNATI, OHIO. 
Louisville, Ky. 


and all points in the 


SOUTH AND SOUTHEAST 


is the 


BIG FOUR ROUTE 


Buffet Parlor Cars, or Dining Cars on day 
trains and Pullman's finest Compaitment and 
Standard Sleepers on night trains. All trains 
run solid, Chicago to Cincinnati. For reser- 
vations, etc., call on or address 


J. C. TUCKER, 


Gen’! Northern Agent, 
238 S. Clark St., CHICAGO, ILL. 




















Design Pat. Feb.1,02. LWONS SPECIALTY CO., Lyons,liowa. 





BOOKS BY MAIL 


The Publisher of the American Artisan 
will take pleasure in supplying buoks of 
whatever c!aracter, at catalogue prices, 
Pp epaid by mail, to any address, on receipt 
of price. ‘Ihe following are lines specially 
represented: 


Sheet Metal Working. The Foundry- 
The Workshop. Heating and Ventilating: 
P umbingand Drainage. Bicycle Repairi. g. 
The Store and 0 .f:ce, 

DANIEL STERN, Publisher and Bookseller 


69 Dearborn Street, CHICAGO 




















day 
and 
ins 
ser- 
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“CUTLER’S EASY” TOOLS AND CUTLERY 


ARE THE BEST TO BE HAD. 
We make a specialty of first class goods, our first consideration being quality, price next, and this idea 
is not confined to our special brands 
“*Cutler’s Easy,’ ‘“‘Waterloo’’ and 
“Red Cedar.”’ 


Our stock of Builders’ Hardware, Hay 
Carriers, Bale Ties, Woven Fencing, Alaska 


Refrigerators, Freezers, Screen Doors, etc. is 





Complete and we solicit your mail orders. 























BUY THE 
BEST CAN 
For the Money. 


SYRUP 
SUPPLIES 


Cans, Pails, Spouts, Etc. 
WRITE TO 


THE d. M.& LAL OSBORN CO. 


CLEVELAND, OHIO 


Tron Clad Cans, all 
styles and sizes, 
Elgin, Iowa and 
other patterns; 
also all kinds of 
Creamery and 
Dairy Supplies at 
bottom prices. 


Write for prices 
and discounts and 
in what quantity. 


EMIL TAEGE 
Arliogtoa Heights, Lil. 
Box 28. 





























THE BOSS CREAM SEPARATOR 


Is the most convenient device for Farmers and Dairymen 
tohandile their milk andcream summer or winter. No 
cheap tin gauges or small faucets used in the construction 
of this machine. We want one agent in every town to 
put them ont on ten days trial and if they do not sellsame 
May be returned to us at our expense. Send for cata- 


logue showing different styles and sizes. 
: Designs, builds and starts new plants. Im- 
BLUFFTON CREAM SEPARATOR CO., Bluffton, Ohio. proves quality and reduces the costs in those 


Geller-Ward & Hasner Hdw, Co., St.Louis, Mo.,West. Dist’b. already established. 


C. N. HOOPER, Dubugue, Ia. 


VITREOUS ENAMELING 


TECHNOLOGIST 
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Steam and 
Hot Water 


Heating... 


An Encyclopedia of Practical Plumb- 
ing and Heating Work. By JAmEs 
J. LAWLER. 400 pages large octavo. 





Size 6x9 inches. Price $5.00. : SUCCESS 
This book is practical throughout. = SEPARATOR. 
Its aim is to impart information FAMOUS 
that practical men can utilize in ~~ ee ig SEPARATOR 
earning their daily bread and but- — - et oe withoutcenter tubes 
ter. It is the ready key to prob- d 5 vai SUCCESS CABINET 


lems arising in sanitary and heat- yt: 
ing work, and has already taken 1 hie peal hhc SEPARATOR 


FAMOUS CABINET 


i i - i The Success is deep 
its place as * leading practical au ern$e] lapece 1h) jan ee ptne = 
thority in this field. ° +k wit Pact — and ven- 

oo hy M cilated. 
FOR SALE BY > al HE clonal Ie The Famous is the 
, fh simplest separator 


DANIEL STERN, - 69 Dearborn Street, - CHICAGO. 3 hy oy mi =6omade 
mene mee §6Seither- Cherry 








0., 
KEOKUK, IOWA. 


mm On. 


Paneth <2. 
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Meat and Food Choppers 


aS TINNED WS 


45 Sizes and Styles for Hand, Steam and Electric Power 


=e ENTERPRISE p 
} 





No.2 $1.50 
No.4 2.00 
No.6 3.00 


= OH 





No. 41 $55 00 





No. 12 chops 3 pounds per minute $2.75 
No. 022 chops 4 pounds per minute $4.50 
No. 032 chops 5 pounds per minute $6.00 











ORDER FROM YOUR JOBBER ILLUSTRATED CATALOGUE FREE 


The Enterprise Manufacturing Company of Pa. 
N. Y. Branch, 10 Warren Street Philadelphia, U. S. A. San Francisco Branch, 105 Front Street 


ARRIBA SSPSESSSS! 
PRIZE COMPETITION | 


Open to Sheet Metal Workers 


[: has been and is our aim to design and build New and Improved Tools for Tinsmiths 


BESS SSSPe} 








and other Sheet Metal Workers, as demanded by altered conditions, and numerous modern 

tools that we put on the market attest to our success in this direction. Realizing 
that the users of tools kmow best what they want and should have, we have decided to 
offer six prizes for the best suggestions of new tools that will be useful in shops of sheet 
metal workers, or desirable improvements on existing tools: 


Ist Prize, $50.00 Cash. 

2nd “ 1 30-inch Excelsior Squaring Shears. 

3d * 1 30-inch Keystone Bar Folder. 

4th “ INo. 2 Waughs Circle Shears. 

5th and 6th Prize, 6 Medium sized Buffalo or Niagara Snips. 


It is not necessary that participants in the competition construct the tools or improve- 
ments that they suggest; clear explanation of their object will entitle them to consideration. 

Communications will be received until April 30th, 1904, and the prizes will be awarded 
on May Ist, 1904, by a committee consisting of the Superintendent of our works and two 
practical tinsmiths. Names of the prize winners will be published in these columns about 
June ist, 1904. 


NIAGARA MACHINE @ TOOL WORKS 


Mfrs. of Tools for Sheet Metals Buffalo, N. Y. 
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Hibbard, Spencer, Bartlett @ Co. 
Jobbers of Hardware 
CHICAGO 




















ESTABLISHED 
1861 
, 4 
tis ‘ 
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WM. FRANKPURTH HARDWARE COME, 
{ie fe tee eee eee | foe ae INCORPORATED 
lg BE ny =~ Bis - a 1885 














: : CLYBOURN STREET ENTRANCE 
WEST WATER STREET ENTRANCE 


WM. FRANKFURTH HARDWARE CO. 
jer HARDWARE, TIN PLATE 











Mechanics’ and Edge Tools, Builders’ Outfits in all Styles, Farming Tools, Cutlery, 
Revolvers, Guns and Ammunition, Fishing Tackle. Bicycles. 


MILWAUKEE, WISCONSIN 
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write to nearest office. 
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If you will sit down, right now, and write for our cata- 
logues, you'll be a happier dealer before the end of a half 
year. You can whip up mofe business if you have our trade 
mark -back of you. 
Stee} Ware and Tinware and your customers know it. When you write,’ 
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It stands for all that’s better in Enameled 


j s 6 
tay fen Cy ow 


_ NATIONAL 
ENAMELING 
& STAMPING 


es 


N 
C J 





ot oF 


WEW YORK 
BALTIMORE 
NEW ORLEANS 

ST. LOUIS 

CHICAGO 
MILWAUKEE 












































ABSOLUTE PURITY 


IN KITCHEN UTENSILS 


FREEDOM From POISON 
















[1620] [Kos 


The Biue Label on ewery piece proves our 
statement. 


When you buy Kitchen-Ware, buy 


AGATE NICKEL-STEEL. 


LALANCE © GROSJEAN MFG.CO. 
New York Boston Chicago 














> 
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We Holdthe Card 


THE BnownellURLEY HARDWARE Co. 








; Des Moines, lowa. 


ie pis 
P THE NEW BUILDING 
Saas 


But the Hand is Yours 








On Specialties, We Are Good 
lHere They Are 


PAINT STOVES 
Minnesota Linseed Oil and Paint Co.'s Estate Heaters, Cooks and Ranges 
White Lead Reliable Gasoline 
Southern Sterling Blue Flame Wickless 
—— OWASSO SCREEN DOORS 
Gold Seal CORTLAND WIRE CLOTH 
BRUSHES SPRING HINGES All kinds 
Jno. L. Whiting & Sons WICKWIRE POULTRY NETTING 
LADDERS ° LAWN MOWERS 
All kinds Pennsylvania 
FREEZERS , se ereeeaamaaay Ball Bearing 
White Mountain Our Best 
Arctic 
en le HAY CARRIERS 
Blizzard Porter's 
Myer’s 
ASHTABULA STEEL GOODS Crescent 


VICTOR SPORTING GOODS GUNS, AMMUNITION, FISHING TACKLE 
CRESCENT CUTLERY 


The Brown-Hurley Hardware Co. 


THE ONLY AND REAL MAIL ORDER HOUSE IN THE WEST 








First and Court Avenues “<< Des Moines, Iowa 
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Feerless 
| Iceland 


The Bull’s Eye 
of Popularity 















Popular with the 


A tavorite with women 









because it saves ice, dealer because it is 














time and makes so easy to sell, and 








delicious cream. at a good profit. 









Asked for by women We don’t ask you 





because it is the best to handle Peerless 


advertised freezer. 








Icelands exclusively, 


we simply want a 








few on your floor— 
then you will see for yourself how quickly they move. 


There is a big demand for Peerless Icelands; 
don’t let the other fellow do all the business. 


Ask your 
jobber. 
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Are You a Dead One? 


‘Then You Should Do One of Two Things. 


1. Write to Joseph Karwowski, Herkimer, 
N. Y., who was recently granted a patent it 














bs 


Bs 
9 


for preserving the dead*in blocks of glass, making them 












desirable parlor ornaments. | 


2. Or else write to the Lee-Glass-Andreesen Hardware 
Co., Omaha, Neb., and lay in a line of goods that are money- 
makers as they are offered you at prices that enable you to 
make good margins, are specially adapted to your seotion and 








are shipped promptly. 





TO SUMMARIZE 


If you are going to stay dead, for heavens sake be ornamental, at least, 
If you want to be alive again, connect with a live jobber. 













































the price. 


PITTSBURG 


YOU WOULD BE SURPRISED .- 


AT OUR PRICES FOR 


ROOFING TIN 


if you had en idea of the quality. The fact that we make all 
our own plates explains why we can furnish guph material for 
A postal will get you sample set “A.’’ 


THE McOCLURE COMPANY 
MILLS: Washington, Pa. 


PHILADELPHIA 





~ BRADLEY 
SHELF BRACKETS 


STRONG, LIGHT 
AND ALL RIGHT 


ATLAS MFG. CO, “EW Haven, 


THE “CENTENNIAL” 
»Rain-Water Cut-Off 


The strongest, most dur- 
able and cheapest CUT- 
OFF on the market. 

The only singlé Cut-off 
made tu fit Corrucatep 
and Plain Pipe and which 
Can be used without extra 
pipe or elbows. For 
sobt by all leading 












“PULLMAN” 


Sash 
Balances 


Are you selling them? 
In use everywhere. 
Look for the 
Metal Tapes 
in All New 
Baildings. *-e 
Folder No. 2 sent free- 


PULLMAN MFG. CO. 


Rochester, N. Y., U.S.A. 
AGENT WANTED 


Good man in every county to sell 


OSGOOD ...0 ocx SCALES 


Prefer man experienced in selling machin- 
ery and implements. Liberal contract. 
Exclusive agency. Have you that man in 
mind? Show him this paper. Act quick. 


O2G00D SCALE CO., - Binghamton, WN. Y. 
































Our Rifles and Target Pistols are unsurpassed for ACCURACY 
and RELIABILITY and are consequently very POPULAR. No 
retailer can afford to omit carrying the “STEVENS” in stock. 


Ask your jobber for our goéds. Send for Catalogs. 


J. STEVENS ARMS & TOOL CoO. 


197 Main Street, 
CHICOPEE FALLS, MASS. 




















etal Ceilings 


Before placing your 
order, get our prices. 


ILLINOIS ROOFING & SUPPLY €0,, & take St. Giese. mt 





\ 














materials, 
board boxes. 





Champion Stove Clay 
The only Stove Lining made of cracible 
Packed in 23¢ Ib., 6 lb. and 10 lb. paste- 


Order it from your jobber. 
The best and most refractory lining made. 


BRIDGEPORT CRUCIBLE CO. 
BRIDGEPORT, CONN. 








“EAGLE” BRAND 
COPPER RIVETS AND BURRS 


STANDARD FOR QUALITY, (Lake Superior Copper) 


MANUFACTURED BY 


THE PLUME @ ATWOOD MFG. CO. 


29 Murray St, NEW YORK. 


U 
- 


19% Lake St., CHICAGO 














The “Globe” Veatitator 


In Brass, Copper, Galvanized 
Iron, and with Glass Tops for 


Skylight purposes. 
For Perfectly Ventilating 


Schools, Churches, Halls, 
Mills, Factories and Audience 
Rooms of Every Character. 


- Smoky Chimneys Cured. 


“Globe” Ventilated 
Send for Pamphlet. _ 


“Manafactured by 
Globe Ventilator Co., Troy,N.Y. 
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DEALERS-WHY NOT SELL ATKINS SAWS? 


If you have never handled a stock of ‘ATKINS HIGH GRADE SILVER 

_ STEEL HAND SAWS, you don’t know what you've missed. 
have—good investment—aren’t they? You can learn their advantages 
*, over others none too soon for 
the good of your trade. 
hardware business can thrive 
without a stock of these SAWS, 
for they are a trade requirement. 


No 


Experts depend 


Write for it and mention this paper. 


E. C. ATKINS & CO., Indianapolis, Ind. 


BRANCHES: Memphis, Tenn. Minneapolis, Minn. Atlanta, Ga. Portland, Ore. Seattle, Wash. 30 Front St, East, Toronto, Ont. Chicago, lil. 64 Reade St., New York Ci- 










If you 


The Finest Hand Saw Made. Atkins Perfection No. 53. 


on them for their fine cutting qualities and reliable service. 
Our 1904 Catalog just off the press. 


5 


Then why not supply them to your customers ' 
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